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Issues  and  Trends: 


The  right  software  combo  can  help  keep  your  Web  site  in  tune. 
Page  55.  NetworkWbrld 


Review: 


WebTrends’  Enterprise  Suite  3.0  gave  a  Blue  Ribbon 
performance  in  our  lab  tests.  Page  56. 


Interactive  Buyer's  Guide: 


Compare  20  site  monitoring  and  content  management 
products,  using  our  tools  to  help  you  narrow  the  field. 

Online  at  www.nwfusion.com. 


Christmas  comes 
early  for  Home 
Shopping  net 


By  Jim  Duffy 

St.  Petersburg,  Fla. 

It’s  the  holiday  shopping 
season  again,  and  with  it 
comes  a  flood  of  calls  to  Home 
Shopping  Network. 

This  year,  the  retailer  is 
ready  for  those 
calls,  thanks  to 
an  early  Christ¬ 
mas  present 
to  itself:  a 
high-speed, 
fully  redundant 
Layer  3  switched 
Ethernet  network  connecting 
six  virtual  LANs. 

The  new  network  is  part  of  a 
$5.5  million  overhaul  of  the 
company’s  call  center.  The 
revamped  call  center  is  geared 
to  handle  more  calls,  speed  cus¬ 
tomer  response  and  generate 
more  revenue.  Home  Shop¬ 
ping  Network  installed  the  net¬ 
work  late  in  the  summer,  in 
time  for  the  holiday  rush. 

“This  is  our  busy  season  — 
the  first  of  October  to  the  end 
of  January,”  says  Roderick 
White,  vice  president  of  tele¬ 
communications.  “We’re  real¬ 
ly  focused  on  keeping  the 
business  up  and  running,  and 
See  Home  Shopping,  page  84 


Brain  drain  hits 
MCI  WorldCom 


Dozens  of  executives  flee,  rumors  of  layoffs  fly. 


By  David  Rohde 
and  Denise  Pappalardo 

Washington,  D.C. 

Eleven  weeks  into  the 
mega-merger  between  MCI 
and  WorldCom,  the  exit  door 
is  wide  open  and  MCI  execu¬ 
tives  are  fleeing  the  premises. 

The  newly  combined  MCI 
WorldCom  has  lost  dozens  of 
key  managers  and  specialists 
—  virtually  all  of  them  from 
the  MCI  side  —  in  network 
engineering,  security  services 


and  product  management. 
And  last  week,  a  wave  of 
rumors  swept  through  MCI 
WorldCom’s  rank  and  file 
that  a  layoff  of  about  7,000 
people  —  close  to  one-tenth 
of  the  company’s  work  force 
—  is  slated  for  this  month. 

MCI  WorldCom  spokesman 
Jim  Monroe  declined  to  com¬ 
ment  on  personnel  issues 
except  to  acknowledge  dupli- 
See  MCI  WorldCom,  page  83 


o  MCI  WorldCom  financial  and  stock  news. 


EXECUTIVES  ON  THE  MOVE 

Stephen  Von  Rump,  former  vice 
president  of  enterprise  services,  is 
just  one  of  many  MCI  executives  who 
have  left  MCI  WorldCom  since  its  recent 
formation.  For  a  list  of  the  former  brain 
trust,  see  page  83. 


Online; 

®  Overviews  of  the  executives’ 
new  companies. 


Wall  St.  slams  Cabletron 


ASICs  EVERYWHERE 


Cabletron  says  it  expects  to 
post  a  loss  of  10  cents  per 
share  for  its  fiscal  third  quarter 
ended  Nov.  30,  rather  than 
the  1 1-cents-per-share  gain 
forecast  by  Wall  Street  ana¬ 
lysts  and  First  Call,  a  financial 
See  Cabletron,  page  84 


By  Jim  Duffy 

Rochester,  N.H. 

Shareholders  and  analysts 
are  calling  for  new  blood  at 
Cabletron  after  the  company 
shocked  Wall  Street  by  saying 
it  will  report  a  loss  for  the  third 
quarter. 


Hard-wired  network  functions  are  turning  up  in  more  than  just  switches. 


By  Jeff  Caruso 

It’s  one  thing  to  send  data  hurtling  along  a 
wire  at  gigabit  speed.  It’s  quite  another  to 
apply  policies  to  packets  mov¬ 
ing  that  fast. 

That’s  why  equipment  ven¬ 
dors  soon  will  hard-wire 
advanced  network  functions 
such  as  quality  of  service  and 
security  into  microchips,  which  will  run  these 
traditionally  software-based  functions  at  much 
higher  speeds.  The  new  chips  will  help  net¬ 
work  managers  guarantee  that  critical  data 
takes  full  advantage  of  high-speed  links  as 
companies  install  Gigabit  Ethernet  backbones 


and  Fast  Ethernet  to  the  desktop. 

The  benefits  of  using  Application  Specific 
Integrated  Circuits  (ASIC)  in  network  devices 
are  well  documented.  After 
all,  ASICs  are  behind  the  dra¬ 
matic  drop  in  prices  and  the 
increase  in  speed  of  LAN 
switches  and  network  inter¬ 
face  cards  (NIC)  over  the  past 

few  years. 

Now,  vendors  are  starting  to  extend  the 
technology  to  every  aspect  of  networking. 

“It’s  really  a  speed  thing,”  says  Michael  Speyer, 
program  manager  at  The  Yankee  Group,  a  j! 

See  ASICs,  page  16  I 
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FCC  Class  A  Emission  Standard.  FCC  Class  A  products  may  not  be  sold  for  home  use. 
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IEST  TOOL  FOR 
iATEWAY™  SYSTEMS 


Setting  up  a  network  is  no  small  task.  But 
there  is  a  way  to  make  it  easier,  just  call 

your  local  Gateway  Authorized  Reseller. 
These  experts  can  help  you  choose  the 
appropriate  mix  of  Gateway  servers, 
network-ready  desktops  and  notebooks 
for  your  business  and  budget.  You  get  the 
unique  flexibility  of  Gateway’s  build-to- 
order  program  combined  with  the  knowledge 
of  a  true  Value  Added  Reseller.  Some  can 
even  help  you  with  network  design  and 
installation. 


Best  of  all ,  you  get  access  to  an  award¬ 
winning  product  line  that  features  today’s 
hottest  technology.  From 
multiprocessor  servers  featuring 
the  new  Intel®  Pentium®  II 
Xeon™  processor  to  low-cost, 
space-saving  desktops  with 
built-in  Ethernet  technology, 

Gateway  has  you  covered. 
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i—  Servers  for  Professionals’ 


— •  Gateway  ALR*  9200  Server 

•  Enterprise  Server  Technology 
and  Management 

•  Supports  Four  Pentium  II  Xeon 
Processors 

•  Up  to  4CB  EDO  ECC  memory 

•  Ultra2  SCSI  RAID  Controller 

•  Six  hot-plug-ready  drive  bays 

•  Dual  power  supplies 


Starting  at  $8,299 


— •  Gateway  ALR  8300  Server 

•  Mid-range  Server 

•  Supports  Two  Pentium  II  Xeon 
Processors 

•  Integrated  Server  Management 

•  Six  hot-plug-ready  drive  bays 

•  Extremely  Expandable  Chassis 


•  Gateway  ALR  7300  Server 

•  Affordable  Workgroup  Server 

•  Supports  Two  Pentium  II  Xeon 
Processors 

•  Integrated  Server  Management 

•  Integrated  Ultra2  SCSI,  Video,  and 
Network  Connectivity 


Starting  at  $5,299 


Starting  at  $3,799 


1-800-4444257 

www.gatewaypartners.com 
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The  future  belongs  to  objects. 

Jasmine™  is  the  future  of  objects.  F 
It’s  the  first  complete  and  pure  object  solution. 

It’s  not  a  hybrid.  It’s  not  hype. 

Jasmine  is  real.  A  proven,  complete  object-oriented  database  and 
development  environment.  So  now  you  can  build  the  next  generation 
of  multimedia  business  applications  and  run  them  everywhere: 
client/server,  Internet,  intranet,  and  extranet. 
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Introducing  The  Industry’s  First  Multimedia, 
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With  built-in  multimedia  and  Internet  support,  Jasmine  has  it  all.  A  pure, 
object-oriented  database.  Drag-and-drop  development  environment.  Distributed 
object  delivery.  Efficient  database  multimedia 
storage  and  manipulation,  and  efficient 
delivery  through  streaming  and  caching.  The 
industry’s  easiest  development  environment 
lets  you  use  all  your  favorite  tools:  built-in 
VB  integration,  native  Java  support,  and 
C++  support. 

Unlike  hybrid  or  partial  object  solutions, 

Jasmine  actually  works. 

§|§§So  you  can  shorten  your  time  to 
market  and  gain  a  distinct  competitive  advantage. 

If  that  sounds  good,  pick  up  the  phone  right  now.  Because  Jasmine  is 
ready  today. 

Are  you? 

Call  1-888-7 JASMINE  for  your  FREE  Developer  Edition  CD 

orvisitwww.cai.com 
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(Computer 

Associates 

Software  superior  by  design. 


01998  Computet  Associates  International.  Inc..  Islandia.  NY  11788-7000. 

All  product  names  referenced  herein  are  trademarks  of  their  respective  companies 
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FIVE  WAYS 
TO  SAVE 

Here’s  a  plan  for 
slashing  your  " 
telecom  costs. 

Page  69. 


DESKTOP  D 


Columnist  Winn 
Schwartau  says  Signal 
9’s  personal  firewall 
is  worth  a  look. 

Page  53. 
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VPN  GRADUATE 

Bentley  College  installed  a  VPN  - 
under  budget  -  that  has  made  life 
easier  for  Tom  Boerman  and  the 
school’s  other  net  administrators. 
Page  29. 
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Only  on  Fusion 


E  Keeping  Current.  When 
it  rains  it  pours.  Fred 
McClimans  looks  at  how 
to  keep  problems  from 
cascading  across  your  network. 
DocFinder:  9432 
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1 9  Here  come  the  eight-way 
Xeon  servers. 

OnStream  debuts  low-cost 
gigabyte  tape  storage. 

User  gets  bad  to  the  backbone 
with  Gigabit  Ethernet. 

22  New  tool  helps  users  navigate 
Novell  directories. 

Dave  Kearns:  America  Online, 
Netscape  and  you. 

Internetworks 
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Free  newsletters.  We’re  starting 
two  new  e-mail  newsletters.  Network 
World  Fusion  Focus  on  Security 
is  written  by  security  expert  Winn 
Schwartau;  the  Internet  Services 
newsletter  by  Network  World 
Senior  Editor  Denise  Pappalardo. 
DocFinder:  9433 

IP  telephony.  Tom  Evslin,  CEO  of 
upstart  carrier  ITXC  Corp.,  will  be  online 
to  answer  your  questions  about  IP 
telephony  in  this  week's  Spotlight 
forum.  Read  the  former  AT&T  and 
Microsoft  executive’s  statement, 
then  post  your  thoughts  and  ques¬ 
tions.  DocFinder:  9426 

HOW  TO  GET  ONTO 
NETWORK  WORLD  FUSION 

Click  on  Register  on  the  home  page  and 
follow  the  instructions.  Subscribers,  keep 
your  NWF  number-  highlighted  on  the  front 
cover's  mailing  label  -  handy  during 
registration.  Nonsubscribers  must  fill  out 
an  online  registration  form.  t 
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Web  management  software] 

Issues  and  Trends:  The  right  software  combination  can  help 
keep  your  Web  site  in  tune.  Page  55. 

Review:  WebTrends’  Enterprise  Suite  3.0  gave  a  Blue  Ribbon  performance 
in  our  lab  tests.  Page  56. 

Interactive  Buyer  S  Guide:  Go  online  and  compare  20  site  monitoring 
and  content  management  products,  www.nwfusion.com. 

GOING  APE  OVER  JOHN  GLENN: 

An  Internet  joke  takes  on  a  life  of  its  own.  Page  67. 
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News 


News  briefs 


Sign  me  up 

fi  T1  ie  government’s  Selective  Service 
ann  has  gone  high-tech.  Men  ages  18  to 
25  can  now  register  for  the  draft  online 
at  www.sss.gov.  The  site  explains  every¬ 
thing  from  why  we  need  a  draft  registra¬ 
tion  and  why  men  over  age  26  don’t  have 
to  register  to  why  women  are  still  not 
required  to  sign  up.  If  you  are  forgetful, 
you  can  “check  a  registration”  with  your 
last  name,  birthday  and  Social  Security 
number,  and  the  site  will  tell  you  if  and  when  you  signed  up. 

How  to  build  the  next-generation  Internet 

■  The  newly  formed  Next  Generation  Internet  Forum  is  seek¬ 
ing  input  from  customers,  equipment  vendors  and  service 
providers  on  the  issues  and  applications  that  will  shape  the 
future  of  the  Internet.  The  group  has  extended  an  open  imi¬ 
tation  to  its  Dec.  16  meeting  at  Argonne  National  Laboratory, 
near  Chicago.  Executives  from  the  U.S.  Army  National  Guard, 
Virginia  Tech,  Electronic  Data  Systems,  Bell  Atlantic,  MCI  and 
other  organizations  are  expected  to  attend.  The  forum  is  try¬ 
ing  to  bring  communities  together  to  define  a  next-generation 
Internet  that  supports  multimedia  applications  and  meets  an 
array  of  customer  needs.  You  can  register  by  calling  (630)  252- 
5587  or  visiting  www.ngiforum.org. 

Semiconductor  vendors:  Hey,  don’t  look  at  us 

■  Sounding  a  little  like  Bart  Simpson,  the  Semiconductor 
Industry  Association  (SIA)  tried  to  distance  its  members  from 
any  potential  Year  2000  computer  problems  by  basically  say¬ 
ing,  “Hey,  it  wasn’t  me,  man.”  In  a  paper  issued  last  week,  the 
association  claimed  that  the  vast  majority  of  semiconductors 
—  including  the  microprocessors  and  memory  devices  used  in 
PCs  —  are  incapable  of  generating,  comparing  or  sorting  date 
information,  and  as  a  result  cannot  contribute  to  any  Year 
2000  problems.  However,  the  SIA  acknowledged  that  a  “small 
percentage”  of  semiconductors  could  be  sensitive  to  the  date 
change.  Then  again,  a  small  percentage  of  the  $137  billion 
global  semiconductor  industry  could  mean  a  lot  of  chips.  The 
paper  is  at  www.semichips.org. 

Cisco  goes  shopping  again 

■  Cisco  last  week  said  it  would  buy  PipeLinks,  a  San  Jose, 
Calif.,  maker  of  SONET  routers  capable  of  simultaneously 
transporting  circuit-based  traffic  and  routed  IP  traffic.  Cisco, 
which  already  held  a  minority  stake  in  the  company,  will 
acquire  the  remaining  stock  with  roughly  $126  million  in 
Cisco  shares.  PipeLinks’  router  is  intended  to  help  service 
providers  offer  integrated  network  services  for  data  and  voice 
at  the  network’s  edge.  Combined  with  Cisco’s  IOS  software, 
the  PipeLinks  router  is  expected  to  allow  providers  to  offer 
newr  services,  such  as  managed  Internet  access  and  native  LAN 
services,  over  an  existing  time-division  multiplexing  infra¬ 
structure,  Cisco  says. 

The  ol’  switcheroo 

■  Alteon  Networks  next  week  will  add  distributed  server  load¬ 
balancing  technology  to  its  switches,  enabling  them  to  redirect 
traffic  intended  for  a  Web  server  to  another  site  that  may  be 
less  busy  or  closer  to  the  user.  Using  Alteon  switches,  Web  site 
providers  will  be  able  to  maintain  copies  of  a  site  in  different 
locations.  For  example,  requests  coming  from  Europe  could 
be  directed  to  a  site  located  in  Europe,  and  requests  from 
North  America  could  be  directed  to  a  site  there.  This  way, 
users  would  get  a  faster  response  because  their  requests  would¬ 
n’t  traverse  an  intercontinental  link.  The  new'  capabilities  are 
available  as  a  software  upgrade  to  the  .Alteon  ACEdirector  2  or 
ACEswitch  180  for  $3,000. 


Sprint  to  unveil  ION  services 

Netivork  cost  savings  not  as  great  as  originally  touted. 


By  David  Rohde 

Sprint  today  will  roll  out  its 
first  combined  voice/data  ser¬ 
vices,  but  with  more  modest 
aims  and  user  cost  savings  than 
the  company  had  indicated 
when  it  originally  announced 
the  convergence  effort. 

The  new  services  are  part 
of  Sprint’s  Integrated  On- 
Demand  Network  (ION)  family, 
which  the  carrier  announced 
with  great  fanfare  in  June. 
The  ION  services  mix  voice  and 
data  traffic  over  a  single-access 


All  five  initial  ION  services 
will  have  some  limitations.  Only 
sites  with  T-l  access  or  greater 
will  be  eligible  for  the 
services  until  Sprint  introduces 
switched-access  capability  in  the 
second  half  of  1999. 

In  addition,  local  phone  calls 
and  Web-enabled  management 
tools  will  not  be  available  until 
that  date. 

Pricing  for  all  Sprint  ION 
services  will  not  differ  radically 
from  that  of  Sprint’s  conven¬ 
tional  offerings.  Services  will 


that  overall  the  ION  services  can 
save  20%  of  the  total  cost  of 
ownership  of  separate  corpo¬ 
rate  data  and  voice  networks 
because  Sprint  installs  and 
upgrades  the  equipment  as 
needed,  and  all  traffic  rides  over 
a  common  infrastructure. 

One  question  that  remains 
largely  unanswered  is  how 
Sprint  will  reach  switched-access 
locations,  typically  branches 
that  cannot  justify  the  monthly 
expense  of  a  T-l  access  line. 

Ordinary  analog  dial-up  lines 


ION’S  KEY  BOXES 

Sprint’s  ION  family  for  customer  premises  will  initially  be  based  on  the  following: 


Vendor 

Model  name  and  number 

Function 

Eligible  customer  premises 

Cisco 

MC3810 

Multiprotocol,  multiservice  router 
optimized  for  data  and  voice 

Those  with  T-l  dedicated  access 

Nortel 

Networks 

Passport  6420,  6440 
and  6480 

Multisen/ice  ATM  switches  for 
integrated  voice  and  data  out 
of  large  offices 

Those  with  T-l,T-3  or  0C-3 
dedicated  access 

facility  to  a  Sprint  ATM  back¬ 
bone  network. 

The  main  service,  called 
Sprint  ION,  will  offer  a  choice 
of  multiservice  WAN-access  gear 
from  Cisco  or  Nortel  Networks 
(see  graphic).  Both  vendors’ 
boxes  will  support  LAN  and 
PBX  interfaces  to  pump  voice 
and  data  traffic  over  dedicated- 
access  channels. 

Four  additional  ION  services 
will  consist  of  modifications  to 
Sprint’s  standard  frame  relay, 
ATM,  voice  and  Internet  ser¬ 
vices.  Under  these  new  offerings 
—  called,  for  example,  Sprint 
ION  for  Frame  Relay  —  a  Cisco 
or  Nortel  box  will  be  installed 
on  premises  for  a  specific  voice 
or  data  service,  as  a  replacement 
for  or  co-existing  with  routers  or 
other  WAN-access  equipment. 
The  other  three  services  are 
Sprint  ION  for  ATM,  ION  for 
Voice  and  ION  for  Internet. 

Voice  a  plus 

One  reason  why  users  might 
decide  to  move  from  Sprint’s 
regular  frame  relay  offering  to 
Sprint  ION  for  Frame  Relay  is  to 
add  voice  capabilities  to  their 
frame  relay  nets,  explains  Mike 
Grubbs,  Sprint’s  director  of 
enterprise  solutions.  Beyond 
that,  die  service  will  offer  basi¬ 
cally  the  same  features  as  classic 
frame  relay. 


be  based  on  ports  and  perma¬ 
nent  virtual  circuits  (PVC) ,  ini¬ 
tially  at  prices  5%  to  10%  less 
than  comparable  Sprint  fast- 
packet  offerings,  though  the 
company  did  not  release  any 
actual  prices. 

Can  it  still  save? 

Originally,  Sprint  Chairman 
William  Esrey  claimed  the  ION 
architecture  could  save  users  up 
to  70%  in  network  costs.  Sprint 
officials  now  say  users  are  wary 
of  paying  on  a  usage  basis  and 
prefer  the  familiar  per-port  and 
PVC  pricing  common  to  typical 
frame  relay  and  ATM  offerings. 

Still,  Sprint  officials  believe 


won’t  accommodate  the  dial-up 
ION  services  scheduled  to  debut 
in  die  second  half  of  1999. 

A  change  of  plans 

“There’s  been  a  change  of 
strategy  over  the  past  six 
months,”  Grubbs  says.  Origin¬ 
ally,  Sprint  was  thinking  of  pur¬ 
chasing  entire  digital  subscriber 
line  (DSL)  links  from  local 
exchange  carriers. 

Now  Sprint,  in  most  cases,  is 
thinking  of  installing  its  own 
DSL  Access  Multiplexer  in 
areas  where  the  service  will  be 
offered,  and  leasing  only  the 
physical  local  loop  from  the 
local  carriers.  ■ 


For  the  answer  to 
this  week’s  question  and  more 
net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinder  box. 


This  week  '$  question: 

What  company  has  acquired  the  following  firms: 
Insoft,  Kiva  and  Paper  Software? 
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Where  we're  from,  people  have  always  made  things  you  could  count  on. 

At  FORE  Systems,  we  don't  see  why  your  company's  computer  networks  should  be  any  different. 

So  we  build  networks  that  can  take  anything  your  company  throws  at  them,  without  breaking.  Without  going  down. 

Networks  that  don't  need  constant  attention  from  people  who  have  better  things  to  do. 

Networks  that  let  you  make  the  most  of  technology's  next  big  thing,  and  the  technology  you  already  have. 

Networks  that  let  your  company  do  more,  and  do  it  better.  Giving  you  a  communications  infrastructure  that  really 
is  an  infrastructure,  instead  of  something  you  have  to  rip  out  and  replace  every  few  years. 

But  then,  we're  from  Pittsburgh. 

That's  how  we  build  things  here. 


FORE 

SYSTEMS 


1.800.320.9745 

Free  Product  info  enter  NWInfoXpress  #18  online  @  www.networkworld.com/infoxpress 
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Networks  of  Steel. 


News 


Java  is  picking  up  steam 


By  Chris  Nerney 

New  York 

Like  its  famous  coffee-cup 
logo,  Sun’s  Java  programming 
language  once  again  appears  to 
have  a  head  of  steam. 

Beset  by  a  yearlong  backlash 
triggered  by  excessive  hype, 
inadequate  performance  and 
ongoing  legal  batdes,  Sun’s  Java 
programming  language  has 
bounced  back  in  recent  weeks 
to  regain  momentum  on  the  eve 
of  this  week’s  Java  Business 
Expo  here. 

Among  the  events  that  have 
thrust  Java  back  into  the  spot¬ 
light  just  in  time  for  the  second 
annual  show  are: 

•  SAP  AG’s  plan  to  announce 
that  Java  will  be  a  development 
front  end  for  its  software. 

•  A  preliminary  injunction  in 
Sun’s  lawsuit  against  Microsoft 
that  forces  the  latter  to  adhere 
to  Sun’s  standards  for  Java. 

•  The  announcement  seven 
days  later  that  Sun  would  part¬ 
ner  with  America  Online  to 


JAVA  TAKES  CENTER  STAGE 


By  Jeff  Caruso 

Trying  to  build  a  policy- 
based  network  can  seem  like 
Hying  to  build  the  Tower  of 
Babel  because  every  vendor 
has  a  different  way  of  telling 
their  routers  and  switches  to 
apply  policies. 

This  situation  is  giving  rise  to 
third-party  software  that  can 
apply  policies  to  each  vendor’s 
network  equipment  in  that 
equipment’s  native  tongue.  The 
latest  entrant  in  this  area,  Ukiah 
Software,  will  unveil  software 
this  week,  following  on  the 
heels  of  other  start-ups,  such  as 
Orchestream  and  IPHighway. 

The  first  iteration  of  Ukiah ’s 
NetRoad  Active  Policy  System 


develop  specialized  AOL  con¬ 
sumer  devices  that  would  be 
powered  by  Personaljava. 

Really  big  show 

Sun’s  big  announcement  at 
the  Java  show  will  be  the  unveil¬ 
ing  of  Java  Development  Kit 
(JDK)  1.2,  originally  slated  for 
release  last  year. 

JDK  1.2  features  a  new  just- 
in-time  compiler  designed  to 
boost  performance;  tighter 
security  features;  improved  data¬ 
base  connectivity;  additional 
support  for  component  applica¬ 
tions  built  with  JavaBeans;  and 
compadbility  with  the  Common 
Object  Request  Broker  Arch¬ 
itecture  standard. 

Sun  also  is  counting  on  the 
more  than  200  vendors  exhibit¬ 
ing  at  the  show  to  accelerate 
Java’s  new  momentum  by  show¬ 
casing  uses  of  the  technology  in 
the  enterprise,  particularly  on 
the  server  side. 

“The  Java  Business  Expo  is 
the  best  example  of  whyjava  will 


will  support  Cisco  routers  and 
Cabletron’s  SmartSwitch  Rout¬ 
er,  with  other  network  devices 
following  later.  The  vendor 
plans  to  support  application 
servers  as  well. 

Orchestream  currently  sup¬ 
ports  Cisco  and  Xedia  equip¬ 
ment,  and  plans  to  support  sev¬ 
eral  other  vendors’  gear  early 
next  year.  IPHighway  isn’t  ven¬ 
dor-specific.  Its  offering  works 
with  products  that  support  the 
prioritization  standards  IP  Pre¬ 
cedence  and  Resource  Reser¬ 
vation  Protocol. 

Ukiah  says  its  product  differs 
from  competitors’  in  that  its 
policies  can  be  dynamic.  The 
software  can  monitor  a  critical 


matter  in  the  future,  because  it 
underscores  its  use  for  busi¬ 
ness,”  says  Ron  Rappaport,  an 
analyst  at  Zona  Research  in 
Redwood  City,  Calif. 

Among  the  Java  applications 
show  attendees  will  see  are  a 
business  logic  application  serv¬ 
er  from  Vision  Software  of  Oak¬ 
land,  Calif.;  procurement  soft¬ 
ware  from  Trade’ex  Electronic 
Commerce  Systems  of  Tampa, 
Fla.;  and  document  manage¬ 
ment  software  from  NovaSoft 
Systems  of  Burlington,  Mass. 

SAP  will  announce  at  a  show 
of  its  own  this  week  plans  to 
use  Java  as  an  alternative  to  its 
proprietary  ABAP  program¬ 
ming  language.  That  way, 
developers  who  may  not  be 
well-versed  in  ABAP  can  use 
Java  to  make  changes  in  SAP’s 
popular  R/3  business  software 
or  to  connect  R/3  to  other 
software. 

SAP  will  include  Java  along¬ 
side  ABAP  in  R/3  and  other 
products,  such  as  customer-rela¬ 
tions  management  and  supply- 
chain  management  software. 

Although  new  applications 
are  cropping  up,  that  doesn’t 
mean  Java  has  made  a  big 
impact  to  date  in  the  enterprise. 
Adoption  has  been  steady, 
though  slow  and  unspectacular, 
as  many  enterprises  have  opted 
to  wait  for  performance  to 
improve  and  for  Sun’s  lawsuit 
with  Microsoft  to  be  resolved 
before  committing  to  Java. 

“It’s  still  early,”  says  Judith 
Hurwitz,  president  of  Hurwitz 
Group  in  Framingham,  Mass. 
“Clearly,  there’s  momentum, 


application  through  Remote 
Monitoring  probes,  and  the 
product  can  modify  policies  to 
grant  an  application  more 
bandwidth  if  response  time 
rises  above  a  certain  threshold. 

In  the  second  half  of  next 
year,  the  company  will  add  secu¬ 
rity  management,  and  account¬ 
ing  and  billing.  Its  software  will 
run  initially  on  Windows  NT 
and  will  ship  next  quarter  for  a 
base  price  of  $25,000. 

Major  equipment  providers 
—  such  as  Cisco,  Nortel/Bay 
and  3Com  —  earlier  this  year 
announced  plans  to  develop 
policy-based  management,  but 
only  for  their  own  boxes.  This 
isn’t  much  use  to  users  with 


but  the  reality  is  this  kind  of  sig¬ 
nificant  technology  takes  time 
to  mature.  It  will  take  a  couple 
years  before  all  the  stuff  devel¬ 
opers  want  from  Java  is  there.” 

One  major  impediment  to 
Java’s  adoption  by  enterprises  is 
a  lack  of  qualified  program¬ 
mers,  she  says.  “The  skills  base 


What’s  hot,  what’s  not 


Hot; 

•Judge  forcing  Microsoft  to 
support  Java  100% 

•  Enterprise  JavaBeans 

•  Personaljava  devices 

Not: 

o  Java-based  network  computers 

o  Performance 

°Java  on  the  client 

isn’t  out  there  yet,  and  that 
remains  a  major  issue  for  cus¬ 
tomers,”  Hurwitz  says. 

What  is  available,  however,  is 
Enterprise  JavaBeans  (EJB), 
chunks  of  precoded  compo¬ 
nent  software  that  can  be 
joined  to  build  large  server- 
based  applications. 

Released  in  March  —  too  late 
to  make  good  on  Sun’s  claim 
that  1998  would  be  the  Year  of 
Java  on  the  Server  —  EJB  since 
last  summer  has  been  inte¬ 
grated  by  application  server 
and  development  tool  vendors, 
including  WebLogic,  Gemstone, 
Persistence  and  Bluestone. 
These  vendors  and  others  will 
be  showcasing  EJB-based  prod¬ 
ucts  at  this  week’s  show. 

“Enterprise  JavaBeans  has 
really  triggered  development 
efforts  on  the  server,”  says 
Anne  Thomas,  a  senior  analyst 
with  Patricia  Seybold  Group  in 


multivendor  networks. 

“Everybody’s  concerned 
about  the  different  types  of 
traffic  on  their  network  need¬ 
ing  to  be  controlled  and  priori¬ 
tized,  and  policy-based  net¬ 
working  is  certainly  a  seemingly 
viable  way  to  do  it,”  says  Mike 
Ackermann,  network  planning 
manager  at  Blue  Cross/Blue 
Shield  in  Detroit.  “But  I’m  a  lit¬ 
tle  concerned  about  it  poten¬ 
tially  being  a  single-vendor 
solution,  which  in  my  opinion 
would  render  it  almost  com¬ 
pletely  valueless.” 

Policy-based  networking  is  a 
way  for  network  managers  to  lay 
out  policies  at  a  network  man- 
See  Policy,  page  85 


Boston. 

Thomas  also  says  she  is  “see¬ 
ing  more  and  more  people  start¬ 
ing  to  use  Java  as  their  enter¬ 
prise  development  language. 
They  start  by  doing  prototypes, 
and  then  realize  how  fast  they 
can  develop  with  Java.”  ■ 
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Several  recent  events  have  focused  the  industry  spotlight  on  Sun’s 
Java  technology,  including: 

Nov.  17  -  A  U.S.  District  Court  judge  grants  a  preliminary  injunction 
against  Microsoft  in  Sun’s  lawsuit.  Microsoft  is  given  90  days  to  make 
its  Java-based  products  comply  with  Sun’s  Java  compatibility  standards. 

Nov.  24  -  AOL  announces  its  plan  to  buy  Netscape.  Sun  strikes  a  side 
deal  with  AOL  to  introduce  Java  technology  to  millions  of  consumers 
via  AOL  devices  running  on  Personaljava. 

Dec.  1-3  -  James  Gosling,  Java  inventor  and  Sun  vice  president,  testifies 
in  the  Department  of  Justice’s  antitrust  trial  against  Microsoft. 


Start-up  policy  mgmt.  software  fluent  in  all  languages 
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Ask  for  three 
proposals  before 
you  award  your 
networking  business. 
Ask  to  see 
this  symbol,  too. 

£□  Cisco 

v  Powered  Network. 


Putting  your  networking  business  out  for  bid  is  like 
putting  your  life  on  the  line.  You  want  to  be  certain  your 
service  provider  has  the  right  combination  of  services  and 
technologies  to  meet  your  needs.  You  want  to  be  certain  of 
a  reliable  connection.  You  want  to  be  certain  of  corporate 
security.  You  want  to  be  certain  your  provider  can  grow 
with  your  business.  That’s  where  the  Cisco  Powered 
Network  program  comes  in. 

The  Cisco  Powered  Network  symbol  is  your  assurance 
that  a  service  provider  is  powered  with  the  same  equipment 
that  virtually  all  the  Internet  traffic  travels  on  today.  Ask 
your  service  provider  if  they’re  part  of  the  Cisco  Powered 
Network  program.  Or  visit  www.cisco.com/cpn  to  find  a  list 
of  authorized  program  participants. 

And  take  the  uncertainty  out  of 
selecting  your  networking  partner. 


Cisco  Systems 


Empowering  the 
Internet  Generation” 


News 


U.S.,  Europe  at  impasse  over  privacy 

Cultural  differences  highlight  deadlock;  U.S.  doesn't  want  to  be  data  police. 


By  Ellen  Messmer 

Washington,  D.C. 

U.S.  and  European  govern¬ 
ment  officials  last  week  acknowl¬ 
edged  they  are  struggling  to 
resolve  a  dispute  over  new  data 
privacy'  rules.  The  rules  impact 
how  U.S.  companies  can  process 
personal  data  about  Europeans, 
whether  it  be  Internet-based 
customer  data  or  employee 
informadon  on  intranets. 


The  European  view  is  that 
U.S.  firms  must  get  permission 
from  individual  Europeans  for 
each  new  use  of  their  personal 
data  —  and  the  U.S.  govern¬ 
ment  must  be  willing  to  some¬ 
how  enforce  this. 

U.S.  companies  say  the  dead¬ 
lock  could  hurt  their  elec¬ 
tronic  commerce  efforts  and 
might  interfere  with  their 
international  network  expan¬ 


sion  plans. 

Failure  to  comply  with  the 
European  Union  Data  Privacy 
Directive  makes  U.S.  firms  liable 
for  fines  in  European  countries 
in  which  the  companies  collect 
data  on  citizens.  It  may  even 
result  in  a  cut-off  of  data  trans¬ 
fers  from  Europe. 

While  sympathetic  to 
Europe’s  pleas  for  privacy,  the 
Clinton  administration  says  the 


E-COMMERCE  CONCERNS 

A  recent  survey  of  1,000  people  found  respondents  are  wary  about  the  use  of  their  personal  data  online. 


“Have  you  lost 
complete  control 
over  how  your  per¬ 
sonal  information 
is  circulated  or 
used  by 
companies?” 

81%  strongly/— 

somewhat  agree 


17%  strongly/ somewhat  disagree 


2%  don’t 
know/ 
not  sure 


“Have  you  ever 
refused  to  give 
out  information 
to  a  business  or 
company 
because  you 
thought  it  was 
not  really  needed 
or  too  personal?” 


78%  yes _ 22%  no 


SOURCE:  THE  1998  'PRIVACY  CONCERNS  &  CONSUMER  CHOICE  SURVEY1  BY  LOUIS  HARRIS  &  ASSOCIATES/DR.  ALAN  WEST1N 


U.S.  is  unwilling  to 
introduce  the  kind 
of  “data  police” 
becoming  com¬ 
monplace  in  coun¬ 
tries  such  as 
Germany  and  Italy. 

The  U.S.  is  sticking 
to  the  notion  of  self- 
enforcement, 
whereby  businesses 
issue  privacy  policies 
describing  their 
data  collection  prac¬ 
tices  or  allow  inde¬ 
pendent  parties  to  police  them. 

“We  put  a  higher  value  on 
the  freedom  of  where  the  data 
can  flow,”  said  White  House 
special  advisor  Ira  Magaziner, 
who  at  the  Privacy  &  American 
Business  Conference  here  last 
week  acknowledged  that  nego¬ 
tiations  with  the  Europeans  are 
deadlocked. 

Europe  and  the  U.S.  have 
been  trying  to  agree  on  prac¬ 
tices  —  dubbed  safe  harbor 
principles  —  that  U.S.  busi- 


Speclal  advisor  Ira 
Magaziner  says  the  U.S. 
values  the  freedom  of 
where  data  can  flow. 


Netscape  customers  warily  eye  AOL  move 


tional  Semiconductor  in  Santa 
Clara,  Calif. 

“I’m  a  bit  relieved  because  I 


nesses  could  follow  to  stay  out  of 
trouble  in  Europe.  The  U.S.  has 
proposed  seven  rules,  including 
giving  individuals  notice  about 
what  data  is  being  collected 
about  them  and  let¬ 
ting  them  access 
information  about 
such  data.  But 
European  negotia¬ 
tors  say  these  rules 
still  fall  short  of  the 
privacy  directive. 

U.S.  companies, 
which  have  been 
granted  a  grace  peri¬ 
od,  are  now  worried 
that  some  European 
nations  may  order  a 
cut-off  of  their  data 
transmission  flows  if 
complaints  about  corporate 
practices  surface. 

“Our  business  involves  trans¬ 
ferring  a  lot  of  data  out  of 
Europe  to  the  U.S.,  and  we’re 
concerned  about  the  possible 
disruption  of  data,”  says  Art 
Sackler,  vice  president  of  law 
and  public  policy  at  Time 
Warner,  which  is  in  favor  of  the 
safe  harbor  plan.  He  says  Time 
Warner  wants  assurances  from 
the  Europeans  that  if  it  under¬ 
takes  the  expense  of  imple¬ 
menting  new  systems  to  sup¬ 
port  the  safe  harbor  rules,  the 
company  will  be  safe  from 
sanctions. 


By  Paul  McNamara 

Netscape’s  large  customers 
are  wary  but  hopeful  two  weeks 
after  learning  that  their  ISP  will 
be  gobbled  up  by  consumer- 
focused  giant  America  Online. 

Public  and  private  reassur¬ 
ances  from  Netscape  and  AOL 
executives  have  stemmed  most 
talk  of  abandonment,  yet  some 
customers  who  have  bought 
into  Netscape’s  enterprise  vision 
are  skeptical  that  their  interests 
will  be  protected  over  time. 

“I  think  they’ll  do  it  for  a 
while,  but  one  of  the  fears  I  have 
is  that  the  SuiteSpot  server 
products  may  not  evolve  the  way 
Netscape  had  planned,”  says 
Sergio  Cortez,  director  of  stan¬ 
dards  and  resource  manage¬ 
ment  at  Litton  Industries  in 
Woodland  Hills,  Calif.  “AOL  has 
a  different  vision  and  strategy.” 

Although  that  consideration 
weighs  on  the  minds  of  many 
Netscape  customers,  most  are 
willing  to  give  the  company  and 
its  would-be  buyer  the  benefit 
of  the  doubt,  at  least  in  the 
short  term.  “I’m  not  sure  it’s  a 
positive  move  for  the  [Net¬ 
scape]  enterprise  customers 
because  AOL  clearly  has  been 
focused  on  the  consumer  mar¬ 
ket,  and  that’s  where  its 


strength  is,”  says  Sandra  Sully, 
chief  information  officer  at 
Xilinx  in  San  Jose,  Calif.  “I’m 
not  concerned,  however.  We’re 
getting  good  support  now.” 

A  number  of  customers  inter¬ 
viewed  last  week  see  Sun 
Microsystems'  role  in  the  pend¬ 
ing  deal  as  crucial  to  maintain¬ 
ing  their  continued  satisfaction 


with  Netscape.  But  details  of  the 
Netscape-Sun  joint  develop¬ 
ment  and  marketing  agreement 
have  been  sketchy. 

“I  haven’t  totally  figured  out 
what  the  Sun  involvement 
means  and  what  the  future  sup¬ 
port  of  the  Netscape  enterprise 
servers  is  going  to  be,”  Sully  says. 
“I’ve  been  in  contact  with 
Netscape  over  it,  and  they  said 
for  at  least  right  now  everything 
remains  the  same;  obviously,  the 


deal  isn’t  even  closed  yet.” 

Chris  Jennewein,  vice  presi¬ 
dent  for  technology  and  opera¬ 
tions  at  Knight-Ridder  New 
Media  in  San  Jose,  Calif.,  sees 
significant  potential  in  the 
Netscape-Sun  partnership. 

“Most  of  Netscape’s  enter¬ 
prise  software  has  always  run  on 
Sun  servers,”  Jennewein  says.  “I 


think  the  relationship  with  Sun 
will  result  in  more  tweaking  of 
performance  in  that  kind  of 
environment.” 

The  promise  of  tighter  in¬ 
tegration  between  Sun  and 
Netscape  products  does  hold 
great  appeal  for  customers.  In 
fact,  the  deal  may  prevent  an 
erosion  of  quality  in  the 
Netscape  lineup,  according  to 
Phil  Gibson,  director  of 
InterActive  Marketing  at  Na- 


was  beginning  to  wonder 
whether  or  not  the  Netscape 
server  platforms  would  be  stable 
and  reliable  over  time,”  Gibson 
says.  “My  perception  was  that 
that  end  of  their  business  was 
going  to  be  less  focused  as  they 
became  an  Internet  portal. 

“With  my  assumption  that 
Sun  will  be  acquiring  or  at  least 
managing  that  part  of  the  busi¬ 
ness  now,  there  could  be  some 
really  encouraging  integration 
between  the  Solaris  operating 
system  and  the  Netscape  server 
platform,”  he  adds. 

Another  customer  even  sees 
cause  for  optimism  in  what  AOL 
will  bring  to  the  table:  namely, 
deep  pockets  and  a  desire  to 
exploit  Netscape  technology. 

“By  partnering  with  AOL, 
Netscape  should  have  addi¬ 
tional  resources  to  continue  to 
innovate  and  support  their  soft¬ 
ware,”  says  Eric  Wolf,  technolo¬ 
gy  architect  for  Eli  Lilly’s  Global 
Internet  Development  Group. 

“While  it  is  encouraging  that 
AOL  has  already  stated  its  com¬ 
mitment  to  continue  the  open 
source  initiatives  behind  [Net¬ 
scape’s]  Mozilla,  it  is  still  too 
early  to  make  any  sweeping 
conclusions”  about  the  deal, 
Wolf  says.  ■ 


Ford  Motor  Company  is  won¬ 
dering  whether  it  can  continue 
to  send  data  about  its  European 
employees  over  networks  to  the 
U.S.,  says  Michael  Method,  a 
global  human  resources  and  IS 
operations  manager  at  the  auto¬ 
mobile  company. 

According  to  Method,  Ford  is 
also  trying  to  sort  out  whether 
the  analysis  it  routinely  does  on 
employee  data  for  demographic 
purposes  conflicts  with  the 
European  idea  that  personal 
data  can  only  be  processed  for 
the  original  purpose  for  which  it 
was  given. 

For  their  part,  the  Europeans 
regard  the  U.S.  as  lax  on  con¬ 
sumer  privacy  protections  both 
online  and  off,  and  see  U.S. 
businesses  as  rapacious  in  their 
zeal  to  collect,  analyze  and 
exploit  data  about  individuals  to 
make  a  buck.  ■ 

Get  more  online: 

•  Copies  of  the 
European  Union 
Data  Privacy  Directive  and  the 
Commerce  Department’s  safe 
harbor  principles. 


“I'm  not  sure  ifs  a  positive 
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AOL  clearly  has  b  en  focused 
on  the  consumer  market,  and 

that's  where  its  strength  is." 

Sandra  Sully,  CIO.  Xilinx 

10  •  Network  World  •  December  7, 1998  •  www.nwfuslon.com 


©  Copyright  1998  Madge  Networks.  AH  Rights  Reserved.  Madge,  the  Madge  logo  and  Smart  Ringswitch  are  trademarks,  and  in 
some  jurisdictions  may  be  registered  trademarks  of  Madge  Networks  or  its  affiliated  companies. 


NWInfoXpress  #22  @  www.networkworld.com/infoxpress 


M3\ 


W' 


THE  MICROSOFT  DIARIES 

-  [T  Week  Seven  » )  - 

The  Microsoft-DOJ  Trial 

MONDAY,  NOV.  30 

Microsoft  lawyers  pestered  government  antitrust  econo¬ 
mist  Frederick  Warren-Boulton  for  the  fourth  day,  attack¬ 
ing  his  testimony  in  both  large  and  embarrassingly  small 
ways.  Microsoft  attorney  Michael  Lacovara  accused  Warren- 
Boulton  of  selectively  highlighting  documents  to  back  up 
his  thesis.  He  also  gave  Warren-Boulton  grammar  lessons 
by  pointing  out  minor  errors  in  his  written  testimony,  such 
as  the  continuing  reference  of  one  person  cited  in  it  as 
“she”  instead  of  “he.” 

TUESDAY,  DEC.  1 

The  35  pages  of  written  testimony  from  Sun  Vice  Presi¬ 
dent  James  Gosling  released  early  this  morning  generated  a 
welcome  bit  of  excitement  in  the  courthouse  halls  —  a  nice 
break  from  this,  the  fifth  day  of  Warren-Boulton  question¬ 
ing.  Gosling’s  claims  that  Microsoft  set  out  to  destroy  Java 
created  most  of  the  buzz.  Gosling  testified  that  Microsoft  has 
extended  the  Java  programming  language  in  a  way  that  “is 
analogous  to  adding  to  the  English  lan¬ 
guage  words  and  phrases  that  cannot  be 
understood  by  anyone  else.” 

WEDNESDAY,  DEC.  2 

It  was  back  to  the  Bill  Gates  video¬ 
tapes  this  morning,  and  the  Microsoft 
CEO’s  memory  didn’t  seem  to  be  get¬ 
ting  better.  In  this  segment  —  recorded 
in  late  August  —  Gates  was  asked  if  he 
was  familiar  with  a  civil  lawsuit  Sun  had 
recently  filed  accusing  Microsoft  of  vio¬ 
lating  its  contract  to  use  Java.  He 
paused  for  nearly  30  seconds  before 
replying,  “Not  really.”  Then  he  said 
with  a  shrug,  “I  read  something  about  it  on  our  Web  site 
four  days  ago.” 

Gates  also  said  he  didn’t  recall  being  told  Netscape’s 
browser  was  a  major  distribution  vehicle  for  the  Java  foun¬ 
dation  classes  despite  Department  of  Justice  lawyer  David 
Boies  showing  him  an  e-mail  from  Microsoft  bigwig  Paul 
Maritz  telling  Gates  of  that  very  development. 

When  Gates’  less-than-enlightening  testimony  was  over, 
Sun’s  Gosling  took  the  stand  to  defend  his  written  claims 
that  Microsoft  was  out  to  kill  Java. 

Gosling  also  backed  away  from  Sun’s  “write-once,  run- 
anywhere”  marketing  mantra.  He  said  the  cross-platform 
support  is  “one  of  many  high-level  goals  of  Java.”  Microsoft 
argued  that  if  Java  is  not  really  cross-platform,  then  what’s 
the  harm  in  changing  it  to  suit  Windows? 

THURSDAY,  DEC.  3 

Gosling  spent  his  second  day  on  the  witness  stand 
defending  his  company’s  claims  about  Java.  In  a  sense, 
Gosling  faced  a  trial  by  news  media,  as  Microsoft  attorney 
Tom  Burt  introduced  a  series  of  articles  and  test  studies  by 
computer  publications  that  were  critical  of  Sun’s  Java 
claims.  Gosling  disputed  some  of  the  testing  results,  and 
Boies  questioned  the  reliability  of  some  of  the  tests,  saying 
they  weren’t  done  by  scientific  review. 

Burt,  however,  said  the  articles  were  extremely  relevant 
because  Microsoft  and  Sun  were  in  a  “competition  for  the 
hearts  and  minds  of  developers.” 

—  Christine  Bums 


Sun’s  James  Gosling 

lambasted  Microsoft 
Java  extensions. 


_ News _ 

Cable  net  services  need  work 

IP  telephony  and  Internet  access  are  seen  as  “incremental  businesses.  ” 


By  Tim  Greene 

Anaheim,  Calif. 

The  cable  TV  industry  has  a 
long  way  to  go  before  it  can 
deliver  broadband  data  services 
as  widely  and  reliably  as  tradi¬ 
tional  data  carriers  do. 

A  standard  for  cable  modems 
is  helping,  but  other  issues,  such 
as  the  inability  of  most  current 
cable  networks  to  support  two- 
way  data,  are  slowing  the  deploy¬ 
ment  of  what  could  be  an  eco¬ 
nomical  way  to  support  telecom¬ 
muters,  according  to  experts  at 
the  Western  Cable  Show. 

Cable  modems  have  the 
potential  to  carry  data  at  multi¬ 
megabit  speeds  from  homes  to 
cable  switching  centers  where 
the  traffic  can  be  dropped  onto 
the  Internet.  Using  encryption, 
the  remote  user  can  create  a 
secure  Internet  link  to  a  corpo¬ 
rate  Web  site  to  gain  access  to 
the  company  LAN. 

Technology  demonstrated  at 
the  show  supports  IP  telephony 
over  cable  networks,  and  that 
could  be  used  to  extend  the 
functions  of  corporate  PBXs 
from  company  headquarters  to 
phones  in  employees’  homes. 

Because  many  cable  pro¬ 
viders  are  trying  to  sell  the  ser¬ 
vice  to  residential  Internet 
users,  the  price  of  cable  modem 
Internet  access  is  low,  about  $40 
per  month. 

But  the  recently  adopted 
cable  standard,  known  as  data 
over  cable  service  interface 
specification  (DOCSIS),  is  still 
being  implemented  by  modem 
makers.  Certified  interoper¬ 
ability  among  vendors’  DOC¬ 
SIS  modems  is  expected  by 
year-end. 

Standard  modems 

DOCSIS  will  make  it  possible 
for  customers  to  buy  standard 
modems  themselves  rather  than 
relying  on  the  service  provider 
to  supply  a  proprietary  modem. 
Shifting  ownership  of  the  cus¬ 
tomer  modem  reduces  costs 
for  cable  providers  and  makes 
offering  the  service  more 
attractive,  according  to  Tom 
Hagopian,  vice  president  of  ser¬ 
vice  provider  Cablevision. 

DOCSIS  has  been  a  long  time 
coming.  “Seven  years  ago,  I  first 
got  involved  in  discussions 
about  cable  modems,  and  we 
still  haven’t  reached  a  million 
customers,”  says  Avram  Miller, 
director  of  business  develop¬ 


ment  for  Intel.  ‘We  need  to 
spend  some  time  wondering 
whether  we  could  do  better.” 

In  addition,  cable  networks 
are  plagued  by  other  problems. 
Most  of  the  existing  networks 
still  do  not  support  two-way  traf¬ 
fic  on  the  cable,  a  requirement 
for  broadband  data  exchange 
that  could  support  Internet 
access  and  Internet  virtual  pri¬ 
vate  networks  between  tele¬ 
commuters  and  corporate  sites. 
Two-way  cable  networks  require 


Cable  modem  boom 


The  worldwide  cable  modem 
market  is  expected  to  more 
than  double  this  year.  The  U.S. 
and  Canadian  markets  are 
leading  the  growth  push,  with 
79%  of  worldwide  shipments. 

Worldwide  cable  modem 
shipments: 

•  1998 . 492,000* 

•  1997 . 214,000 

SOURCE:  OATAQUEST,  SAN  JOSE.  CALIF.  *  Estimated 


expensive  upgrades  to  the  cable 
as  well  as  hardware  to  transmit 
the  data. 

IP  telephony  over  cable  is 
also  attractive  to  corporate 
users,  but  it  is  in  its  infancy. 
Potentially,  IP  telephony  rep¬ 
resents  a  way  to  extend  corpo¬ 
rate  PBXs  to  remote  users. 
At  the  Western  Cable  Show, 
major  network  vendors, 
including  Cisco,  3Com  and 
Lucent,  showed  IP  telephony 
capability  using  some  of  their 
gear  in  conjunction  with 
other  vendors’  equipment. 
But  they  were  generally  kluged 
configurations,  not  carrier- 
class  systems. 

Adding  to  the  problem  is 


the  fact  that  cable  operators 
are  focused  on  providing  tele¬ 
vision,  not  on  providing  data 
and  telephony  services.  There¬ 
fore,  they  are  more  reluctant 
to  sink  money  into  those  areas. 
“Telephony  and  Internet 
access  were  incremental  busi¬ 
nesses,  and,  quite  frankly,  are 
still  not  core  businesses  of  the 
cable  industry,”  says  Mario 
Vecchi,  vice  president  of 
broadband  development  for 
America  Online. 

As  a  result,  many  cable 
providers  that  are  dabbling  in 
data  over  their  networks  use 
dial-up  modems  as  the  return 
path  for  high-speed  Internet 
access  over  the  cable  network. 
“That  has  limited  WebTV  so 
far,”  says  Alan  Yates,  director 
of  digital  television  platform¬ 
ing  marketing  for  Microsoft. 
WebTV,  which  brings  Inter¬ 
net  access  over  cable  TV 
sets,  could  benefit  from  that 
path  to  support  interactive 
television  shows  and  advertis¬ 
ing,  he  says. 

A  panel  of  Silicon  Valley 
executives  told  a  Western  Show 
audience  that  cable  providers 
face  competition  from  digital 
subscriber  line  (DSL)  and 
satellite  technologies,  both  of 
which  can  support  broadband 
Internet  access  to  the  home. 
But  the  battle  has  not  been  as 
fierce  as  it  could  be,  according 
to  Miller.  “The  phone  compa¬ 
nies  aren’t  investing  heavily  in 
DSL,”  Miller  says. 

Unfortunately  for  corporate 
users,  critical  cable  network 
upgrades  may  rely  on  the  popu¬ 
larity  of  cable  Internet  access 
among  general  consumers. 
Their  demand  for  services  will 
drive  network  improvements, 
Vecchi  says.  ■ 


Sf  fl  I  LIBIfi  SERIES 


I  telephony  may  seem  like  a  technology 
1 1  in  the  distance.  But,  in  fact,  some  carriers 
are  already  implementing  IP  telephony 
on  their  networks  to  reduce  the  cost  of 
transporting  calls  around  the  world.  This  week, 
Tom  Evslln,  chairman  and  CEO  of  upstart  carrier 
IIXC  Corp.,  will  be  online  to  answer  your  questions 
about  the  emergence  of  IP  telephony  and  how 
this  technology  will  affect  you. 


Tom  Evslln,  chairman 
and  CEO  of  ITXC 
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On  one  hand,  your  server  operating  system  is  about 
keeping  the  network  up  and  running. 

There  is,  however,  the  other  hand. 


Microsoft®  Windows  NT®  Server  4.0  runs  both  your 
network  and  your  business  applications.  This  is  an 
important  distinction. 


It  means  you  won’t  spend  your  days  figuring  out  how 
to  cobble  together  business  solutions,  because  more 
parts  of  your  network  will  be  tightly  integrated.  It 
means  your  network  can  do  more  now,  do  it  more 
efficiently,  and  give  you  fewer  headaches  over  what 
the  future  holds.  It  means  Windows  NT  Server  is  a 
true  multipurpose  server  operating  system. 

It  all  starts  with  great  file  and  print.  (In  fact,  Windows 
NT  Server  4.0  is  a  25%  faster  file  server  than 
NetWare  5.)  Then,  when  you’re  ready,  it  lets  you 
take  advantage  of  the  latest  network  functions. 

What  this  really  means  for  you  is  a  solid  foundation, 
and  the  freedom  to  grow  into  whatever  you  need 
down  the  line. 


News 


Open  Text  woos  PC  DOCS 

Union  would  link  intranet,  document  management  software  vendors. 


By  Paul  McNamara 

Waterloo,  Ontario 

Having  built  a  solid  reputa¬ 
tion  with  its  Web-based  intranet 
and  knowledge  management 
software,  Open  Text  last  week 
made  a  bid  to  enter  the  high- 
end  document  management 
market  by  offering  to  buy  PC 
DOCS. 

Open  Text  has  made  an  unso¬ 
licited  offer  to  the  board  of  PC 


By  Deni  Connor 

Round  Rock,  Texas 

Dell  beefed  up  its  line  of 
storage  products  last  week  with 
two  new  PowerVault  systems. 

The  PowerVault  200S  is  a 
SCSI-based  system  that  Dell 
contends  is  appropri¬ 
ate  for  small  firms  all 
the  way  up  to  big 
firms  with  large  data 
center  operations. 

The  rack-mountable 
device  can  handle  up 
to  eight  7,200-  or 
10,000-rpm  Ultra  2 
SCSI  drives. 

As  many  as  four 
units  can  be  grouped 
in  the  same  array, 
offering  up  to  576G 
bytes  of  storage.  Dell 
gave  the  200S  a  “split 
backplane”  so  if  one 
side  of  the  backplane 
goes  down,  devices 
attached  to  the  other 
backplane  can  take 
over  the  storage 
duties. 

Pricing  for  the  box  starts  at 
$2,000  but  can  reach  $10,000 
when  fully  configured. 

Dell  also  released  the 
PowerVault  130T,  a  Digital 
Linear  Tape  system  that  can 
back  up  one  large  server  or  a 
network  of  servers.  These  tape 
systems  use  a  1  /2-inch  tape  and 
transfer  data  at  2.56M  byte/sec, 
which  is  generally  faster  than 
other  tape  drives. 

The  Dell  device  holds  up  to 
30  tape  cartridges  and  four 
tape  drives,  allowing  for  up  to 
two  terabytes  of  data  in  a 
rack-mounted  configuration. 
The  PowerVault  130T  is 
priced  between  $17,799  and 
$38,500. 

Dell  also  upgraded  its 
PowerVault  650F,  a  high-end 


DOCS  that  would  exchange  one 
share  of  Open  Text  stock  for 
every  four  shares  of  its  Toronto- 
based  target.  The  bid  amounts 
to  a  35%  premium  for  PC 
DOCS  shareholders,  Open  Text 
says,  or  about  $106  million  total. 
Open  Text  asked  for  a  reply  by 
Dec.  8. 

PC  DOCS  acknowledged 
receipt  of  the  offer  but  declined 
comment  pending  a  review  by 


storage  device,  by  giving  it 
Fibre  Channel-based  drives 
that  run  at  10,000  rpm  and  can 
handle  from  9G  to  18G  bytes 
of  storage.  Each  650F  can  han¬ 
dle  up  to  120  drives,  giving  it  a 
capacity  of  more  than  two  ter¬ 
abytes  of  data. 

If  that’s  not 
enough,  three  Power- 
Vault  650Fs  can  be 
attached  to  a  server, 
increasing  storage 
capacity  to  six  ter¬ 
abytes.  The  up¬ 
graded  PowerVault 
costs  from  $18,000  to 
$29,000. 

One  customer  is 
ready  to  sign  up  for 
more  PowerVault 
650Fs.  “My  storage 
needs  grow  at  120G 
bytes  every  six 
months.  There  is  a 
need  to  keep  infor¬ 
mation  around  for 
two  years  for  analysis, 
which  is  replicated  to 
our  online  analytical  process¬ 
ing  environment,”  says  Jeff 
Reman,  chief  information  offi¬ 
cer  of  Lithonia  Lighting  in 
Atlanta. 

Serving  up  servers 

Dell  padded  the  middle  of 
its  server  product  line  with  the 
PowerEdge  4350,  a  $4,943 
rack-mounted  departmental 
server.  The  new  box  is  pow¬ 
ered  by  two  Intel  Pentium  II 
350-MHz  to  450-MHz  chips 
and  uses  Intel’s  two-way 
440GX  chipset. 

The  4350  includes  three 
hot-swappable  drive  bays,  four 
32-bit  PCI  slots  and  two 
PCI/ISA  slots,  allowing  cus¬ 
tomers  to  mix  and  match  old- 
and  new-style  cards. 

©  Dell:  (800)  388-8542 


its  board. 

Open  Text  executives  and 
industry  analysts  believe  the  pro¬ 
posed  merger  would  be  a  good 
fit.  With  its  flagship  product 
called  Livelink  Intranet,  Open 
Text  claims  a  worldwide  in¬ 
stalled  base  of  2.5  million  users 
in  3,400  corporations.  PC  DOCS 
boasts  700,000  users  in  3,500 
organizations,  with  most  in  the 
legal  and  government  sectors. 

“The  products  are  remark¬ 
ably  complementary,”  says  Tom 
Jenkins,  Open  Text’s  CEO.  “I’d 
really  have  to  stretch  to  find 
where  we  have  competed  for  a 
customer.” 

PC  DOCS’  recent  acquisition 
of  Fulcrum’s  search  engine 
technology  makes  it  a  particu¬ 
larly  attractive  target  for  Open 
Text,  according  to  Jenkins. 

“We  feel  there  is  a  natural  syn¬ 
ergy  between  PC  DOCS’  docu¬ 
ment  management  customer 
base  and  our  enterprise  knowl¬ 
edge  management  product 
[Livelink  Intranet] ,”  he  says.  “It 


By  Deni  Connor 

Portland,  Ore. 

Intel  last  week  announced 
plans  to  acquire  struggling 
electronic  commerce 
company  iCat.  The 
deal  is  the  latest  in  a 
series  of  moves  by  the 
chip  maker  to  build  a 
leadership  position  in 
the  online  business 
market. 

ICat’s  software  for 
crafting  electronic 
storefronts  and  its  Web 
site  hosting  services  fit 
well  with  the  other 
pieces  of  Intel’s  e-com¬ 
merce  puzzle,  accord¬ 
ing  to  the  companies, 
which  declined  to  dis¬ 
close  terms  of  the  deal. 

Intel  last  year  teamed 
with  SAP  AG  to  form  Pandesic, 
a  company  that  hosts  Web 
sites  for  small  and  mid-size 
businesses. 

Earlier  this  year,  Intel  in¬ 
vested  about  $5.6  million  in 
Open  Market,  a  maker  of  prod¬ 
ucts  that  handle  credit  card 
transactions  over  the  ’Net. 
Intel  also  has  minority  invest- 


is  possible  for  an  enterprise  to 
want  to  have  multiple  search 
engines  and  multiple  document 
management  engines,”  he  adds. 
Livelink’s  Web-based  infrastruc¬ 
ture  could  be  used  effectively  to 
connect  these  engines. 

Industry  experts  agree  that 
the  deal  makes  sense,  provided 
Open  Text  can  handle  the  logis¬ 
tics  of  a  third  acquisition  in  the 
span  of  12  months. 

“This  is  a  reasonably 
good  move  for  Open 
Text  to  continue  to  buy 
installed  base  and  add 
the  technology  within 
PC  DOCS  to  Livelink,” 
says  Ian  Campbell,  direc¬ 
tor  of  collaborative  tech¬ 
nologies  at  International 
Data  Corp.  in  Framing¬ 
ham,  Mass.  “It  also  gives 
Open  Text  an  ability  to 
address  vertical  markets 
by  focusing  the  PC 
DOCS  tools  and  the 
Fulcrum  search  engine 
on  the  enterprise  and  on 
specific  niche  areas  within  the 
enterprise.” 

However,  Campbell  wonders 
if  Open  Text  may  have  bitten  off 
more  than  it  can  chew. 

Last  June,  Open  Text  snap- 


ments  in  e-commerce  firms 
VeriSign  and  CyberCash. 

Intel  is  itself  a  prime  exam¬ 
ple  of  an  e-commerce  mer- 


Management:  Craig  Danuloff,  chairman; 

Jamie  Miller,  president 
and  CEO. 

Employees:  100 

Fun  fact:  The  imaginative  name  iCat 
is  derived  from  Interactive 
Catalog  Corp. 

chant.  The  company  said  re¬ 
cently  that  it  is  now  selling  bil¬ 
lions  of  dollars  worth  of  goods 
online. 

As  for  its  e-commerce  prod¬ 
uct  and  services  portfolio,  Intel 
is  just  trying  to  get  a  piece  of  a 
fast-growing  market. 

“Intel  is  investing  because 
e-commerce  is  going  to  be  a 


ped  up  Dublin,  Ohio-based 
Information  Dimensions,  an¬ 
other  document  management 
vendor,  from  Gores  Technology 
Group.  The  company  also 
acquired  Campbell  Services, 
maker  of  OnTime  scheduling 
software,  in  December  1997. 

“My  only  concern  is  that 
Open  Text  has  been  on  an 
acquisition  spree,”  Campbell 


says.  “So  soon  after  the  In¬ 
formation  Dimensions  acquisi¬ 
tion,  this  will  somewhat  tax  the 
management  capabilities  of 
Open  Text.  But  we’re  pretty 
confident  that  they  should  be 
able  to  pull  it  off.”  ■ 


$300  billion  market  by  the  end 
of  2002,”  says  Geoffrey  Bock, 
senior  consultant  with  Patricia 
Seybold  Group  in  Boston. 

Of  course  a  booming  e-com- 
merce  market  bodes  well  for 
Intel  processor  sales  as  well. 
After  all,  the  more  people  con¬ 
ducting  business  online,  the 
more  demand  there  will  be  for 
PCs,  many  of  them  powered  by 
Intel  chips. 

Bock  says  the  iCat  deal  will 
enable  Intel  to  diversify  its 
e-commerce  product  portfolio. 
Whereas  Open  Market’s 
strength  lies  in  serving  big  busi¬ 
nesses,  iCat  has  been  stronger 
in  the  small  and  medium-size 
business  markets,  he  says. 

ICat,  the  recipient  of  $28 
million  in  venture  capital, 
proved  ripe  for  acquisition  in 
the  wake  of  an  unsuccessful 
transition  from  a  software  focus 
to  a  services  focus. 

Company  founder  Craig 
Danuloff  recendy  resigned  as 
CEO  to  make  way  for  a  new 
management  team.  The  com¬ 
pany  has  also  cut  20%  of  its 
work  force,  leaving  100  employ¬ 
ees  in  its  Seatde  offices.  ■ 


Dell  rips  open  storage  boxes 


Dell’s  PoweiVault 

650F  and  130T 
storage  products  can 
be  rack-mounted 
with  servers. 


Intel  nabs  e-commerce  firm 

iCat  deal  brings  storefront  creation  software  and  Web  hosting  services. 


PROFILE:  ICAT  CORP. 

Founded:  1993 
Headquarters:  Seattle 

Products:  Electronic  storefront  and 
merchant  server  software, 
as  well  as  Web  hosting 
services. 


“ The  [Open  Tex!  am 
I*C  DOCS]  products 
arc  remarkably 
com  pi  cm  cn  tan/. 

I’d  really  hat  e  % 
lo  stretch  to  Jin  d 
where  we  hare 
competed  for  a 
cat  tamer.  ” 

jr 

Tom  Jenkins, 

CEO,  Open  Text 
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When  they  want  the  next  big  thing,  how  will  you 
network  take  the  news? 

mm 


Let’s  say  you’ve  got  the  basics  handled,  then  the  CEO 
decides  you  need  a  complete  communications  solution. 
From  server-based  messaging  to  a  Virtual  Private 
Network,  your  solution  will  cross  the  line  between  your 
applications  platform  and  your  network  OS.  Microsoft® 
Windows  NT®  Server’s  unique  multipurpose  design  will 
handle  the  crossover. 


And  if  someone  decides  your  future  is  e-commerce, 
or  you  simply  decide  to  build  an  intranet,  you  won’t 
need  an  army  of  coders  and  system  managers  to  get 
you  there.  Why?  Because  multipurpose  means  that 
Web  services,  application  services,  security  and 
management  are  integrated— they  all  work  together. 

So,  when  you  choose  Windows  NT  Server,  you  prepare 
yourself  for  the  changing  needs  of  today’s  networks. 


Groups  work  to  speed  ’Net 


By  Sandra  Gittlen 
and  Denise  Pappalardo 

Orlando 

At  the  Internet  Engineering 
Task  Force  meeting,  engineers 
are  driving  new  standards  that 
will  make  users’  connections  to 
the  Internet  faster  and  more 
predictable. 

The  IETF  wall  form  working 
groups  at  its  triannual  meeting 
here  this  week  to  build  the  next 
version  of  the  World  Wide 
Web’s  connection  protocol  — 
HTTP  —  and  to  examine  virtu¬ 
al  private  network  (VPN)  issues. 

The  HTTP-Next  Generation 


(HTTP-ng)  group  will  evaluate 
how  to  advance  the  current 
HTTP  setup  protocol  to  han¬ 
dle  more  than  one  connection 
at  a  time.  In  a  draft  to  be  pre¬ 
sented  at  the  meeting,  HTTP- 
ng  creators,  including  Xerox 
Palo  Alto  Research  Center 
researcher  Bill  Janssen,  say 
HTTP-ng  will  support  126 
simultaneous  connections. 
The  boost  will  let  users  down¬ 
load  pages  faster  and  perform 
several  simultaneous  down¬ 
loads  from  Web  pages  without 
having  to  open  a  new  browser. 

The  new  version  of  HTTP, 


which  replaces  the  current 
HTTP  1.1,  will  also  let  net 
administrators  manage  Web 
server  traffic  behind  firewalls, 
according  to  Janssen.  He  says 
he  expects  the  specification, 
already  approved  by  the  World 
Wide  Web  Consortium,  to  be 
finalized  by  the  end  of  next 
year. 

The  IETF  will  also  form  the 
VPN  Working  Group  to  ad¬ 
dress  the  growing  confusion 
about  VPN  architectures.  The 
group  will  define  a  VPN  frame¬ 
work  for  ISP  and  enterprise 
networks,  including  routing 


and  addressing,  security,  traffic 
engineering  and  management. 

Back  to  QoS 

Members  of  various  quality- 
of-service  working  groups  are 
hoping  some  standards  that 
have  been  at  the  center  of  past 
QoS  debates  will  be  finalized  at 
this  meeting. 

According  to  Kathleen  Nich¬ 
ols,  co-chair  of  the  Differenti¬ 
ated  Services  Working  Group, 
Diff-Serv  is  ready  to  be  finalized. 
Approval  of  the  specification, 
which  outlines  the  level  of  prior¬ 
ity  packets  receive,  “will  let  ven¬ 
dors  start  making  Diff-Serv-com- 
pliant  equipment,”  she  says. 
Diff-Serv  and  a  proposed  label¬ 
switching  protocol,  which  routes 


packets  through  a  net  based  on 
priority  labels,  have  been  stum¬ 
bling  blocks  for  the  implemen¬ 
tation  of  QoS  in  ISP  nets.  ■ 


CORRECTION 

In  the  “Intelsat’s  intranet 
gambit”  feature  that  ran  in 
the  November  issue  of 
Intranet,  we  misidentified 
one  of  the  photo  subjects. 
Pictured  on  the  table  of 
contents  and  page  14  are 
Intelsat’s  Ramu  Potarazu, 
vice  president  and  CIO,  and 
Conny  Kullman,  CEO  and 
director  general. 


ASICs 

Continued  from  page  I 

market  research  firm  in  Boston. 
“Firewalls  are 
going  in  front 
of  Web  server 
farms,  they’re 
getting  bom¬ 
barded  with 
megabytes  and  megabytes  of 
traffic,  and  they  can’t  keep  up.” 
ASICs  can  handle  the  speeds, 
and  mass  production  makes 
them  inexpensive  enough  to 
build  into  firewalls  and  other 
net  gear,  he  says. 

RapidStream,  a  San  Jose, 
Calif.,  start-up,  is  planning  to 
debut  early  next  year  with 
chips  designed  to  enforce  poli¬ 


cies  on  networks.  The  chips 
will  ensure  that  high-priority 
traffic  gets  through  a  network 
quickly;  the  chips  will  also  gov¬ 
ern  access  to  net  resources. 

RapidStream 
will  sell  the 
chips  to  equip¬ 
ment  vendors 
to  be  included 
in  routers,  fire¬ 
walls,  switches  and  NICs. 

“Firewall  software  can  inter¬ 
pret  policy,  but  at  a  dog-slow 
speed,”  says  Vince  Liu,  presi¬ 
dent  and  CEO  of  RapidStream. 

RapidStream  isn’t  alone. 
Mountain  View,  Calif.-based 
NetBoost  by  year-end  will  ship  a 
hardware  “policy  engine”  com¬ 
posed  of  a  custom  ASIC  and 
other  function-specific  chips. 


Software  developers  can  adapt 
their  policy  software  to  take 
advantage  of  the  specialized, 
high-speed  design  to  make  fire¬ 
walls  or  intrusion  detectors. 

Similarly,  NetScreen  Tech¬ 
nologies  of  Santa  Clara,  Calif., 
this  month  begins  shipping  a 
box  for  performing  firewall 
functions  and  encrypting  data 
for  transport  over  virtual  private 
networks.  The  NetScreen-1000 
will  be  able  to  encrypt  using  the 
Digital  Encryption  Standard  at 
gigabit  rates. 

What  is  causing  this  revolu¬ 
tion  in  the  way  network  hard¬ 
ware  is  being  built?  Partly,  it’s 
the  demand  for  products  that 
can  keep  up  with  Fast  Ethernet 
and  Gigabit  Ethernet.  Firewalls 
and  other  network  gear  are 
often  built  atop  PC  processors. 
“People  are  hitting  the  limita¬ 
tions  of  what  the  software  can 
do  in  a  PC,”  says  Richard  Hanke, 
NetScreen’s  marketing  director. 

But  there  are  also  technologi¬ 
cal  advances  at  work.  Hanke  says 
there  are  tools  available  that 
vendors  use  to  test  ASIC  designs 
before  any  processors  are  manu¬ 
factured,  keeping  the  develop¬ 
ment  cycle  to  six  months. 

Plus,  most  ASIC  vendors  are 
making  chips  with  memory 
embedded  in  the  chip.  This 
helps  erase  one  of  the  tradition¬ 
al  limitations  of  ASICs:  in¬ 
flexibility.  In  the  past,  once  an 
ASIC  was  created,  it  couldn’t  be 
changed.  Now,  ASIC  start-ups 
are  designing  memory  into 
chips  so  companies  can  update 
the  chips  with  new  policies. 

In  recent  years,  ASICs  have 
been  used  in  basic  LAN  switches, 
Layer  3  switches  and  network 
cards.  In  those  products,  flexi¬ 
bility  is  not  an  issue  because 
more  enterprises  have  standard¬ 
ized  on  Ethernet  and  IP. 

One  effect  of  growing  ASICs 


usage  has  been  that  the  prices 
for  ASICs  and  the  devices 
employing  them  have  plum¬ 
meted.  For  example,  hubs  and 
NICs  have  become  commodi¬ 
ties.  Some  of  the  least  expen¬ 
sive  10/100M  bit/sec  Ethernet 
switches  cost  less  than  $100  per 
port,  down  from  about  $250 
per  port  just  a  year  ago. 

IKE  ASIC  EFFECT 


Rising  ASIC  shipments  . . . 
Total  worldwide  shipments  of 
LAN  switch  ASICs  and  related 
processors. 

g  (millions  of  units  shipped) 


1997  1998  1999  2000 


SOURCE:  DATAQUEST.  SAN  JOSE.  CALIF. 

A  group  planning  to  go  pub¬ 
lic  early  next  year  is  trying  to 
take  this  commoditization  to  its 
logical  conclusion.  The  group, 
called  Common  Switch  Inter¬ 
face,  plans  to  define  a  standard 
method  for  communicating  be¬ 
tween  elements  within  a  switch. 
Specifically,  the  standard  will 
designate  a  method  for  commu¬ 
nicating  between  a  switching 
fabric  and  microchips  tailored 
to  networking  (see  story,  left). 

With  silicon  getting  less 
expensive  and  making  its  way 
into  every  part  of  networking, 
NIC  vendor  Phobos  of  Salt  Lake 
City  is  seeking  to  push  Layer  3 
switching  technology  to  the 
desktop.  Phobos  sees  an  oppor¬ 
tunity  to  put  routing  and  switch¬ 


ing  functions  into  ASICs  on  the 
NIC,  says  Rick  White,  the  com¬ 
pany’s  CEO. 

Instead  of  centralizing  those 
functions  in  the  middle  of  the 
network,  in  the  future,  the  edge 
devices  would  have  all  the  intel¬ 
ligence,  and  the  middle  of  the 
network  would  be  turned  into  “a 
glorified  patch  panel,”  he  says. 


. . .  have  contributed  to  lower 
switch  prices. 

Average  price  per  port  for  LAN 
switches  worldwide. 

$500 


1997  1998  1999  2000 


But  White  acknowledges  this 
vision  of  the  network  is  still  years 
away  from  reality. 

In  any  case,  the  proliferation 
of  microchips  in  network  hard¬ 
ware  means  that  speed  won’t  be 
an  issue.  Your  bottleneck  might 
be  in  a  WAN  connection  or  in  a 
computer  system  —  but  it 
shouldn’t  be  in  the  LAN.  ■ 

Get  more  Information  online 
at  www.nwfusion.com 
DocFinder:  9428 

- ASICs  BASICS - 

Need  a  primer  on  ASICs? 

Turn  to  „„„„  r  f 

page  51. 


Group's  aim  is  cheaper  switching 

The  Common  Switch  Interface  (CSIX)  group  says 
that  standardizing  communication  between  ele¬ 
ments  within  a  switch  would  enable  vendors  to 
develop  products  more  quickly  and  cut  costs. 
Vendors  could  still  differentiate  their  products  through 
features,  performance  and  price,  says  Colin  Mick,  CSIX 
organizer  and  principal  of  The  Mick  Group  in  Palo  Alto, 
Calif. 

CSIX  is  just  getting  started.  The  group  is  finishing  the 
first  draft  of  its  specification  and  hopes  to  have  it  completed 
by  the  middle  of  next  year.  Then  it  will  try  to  get  the  specifi¬ 
cation  standardized  through  the  IEEE. 

The  group  has  only  three  members  at  this  point,  all 
chip  makers:  Vertex  Networks  and  founders  Power  X  and 
XaQti. 

CSIX  is  trying  to  convince  major  network  equipment 
vendors  to  sign  on.  Vendors  that  may  benefit  will  be  the 
ones  that  recognize  that  network  equipment  is  becoming 
a  commodity,  says  Samba  Murthy,  vice  president  and  co¬ 
founder  of  XaQti.  While  some  may  want  to  continue  pro¬ 
prietary  designs,  Murthy  says  that  notion  is  outdated. 

“The  bottom  line  is  this  isn’t  rocket  science  anymore,” 
he  says.  “Consistency  is  more  important.” 

— Jeff  Caruso 


|  SPECIAL  REPORT?] 


Network  processors 


As  ASIC  shipment  volumes  have  boomed,  chip  vendors  have  been 
able  to  lower  prices  -  and  so  have  vendors  building  ASIC-based 
switches. 
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And  what  about  tomorrow’s  network?  Or  tomorrow’s 
Windows  NT  Server? 


Chances  are  you  won’t  immediately  use  every  whistle 
and  bell  we’ve  included  in  Microsoft®  Windows  NT®  : 
Server  4.0.  These  features  will,  however,  be  there  when 
you  need  them  tomorrow,  and  won’t  get  in  the  way  of 
network  performance  today. 


With  future  versions  of  Windows  NT  Server,  similar  logic 
applies.  In  the  same  way  that  having  a  multipurpose 
OS  lets  you  adapt  to  new  solutions,  Windows  NT  Server 
also  gives  you  the  flexibility  to  easily  upgrade  when  you 
are  ready. 


Windows  NT  Server  4.0  lets  you  do  what’s  right  for 
today,  and  lets  you  prepare  for  the  challenges  ahead. 

As  you  take  the  time  to  make  the  right  server  OS 
decision,  you  may  want  more  detailed  information.  We’ve 
assembled  some  new  resources  for  you  at  the  Web 
address  below. 


www.microsoft.com/go/VV  \  11  d  O  WS  NTS©  f  V©  X / 


Microsoft 


Where  do  you  want  to  go  today? 


©1998  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  Windows,  the  Windows  logo.  Windows  NT  and  Where  do  you  want  to  go  today?  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporatio 
Other  product  and  company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners.  File  server  speed  data  from  1998  Mindcraft,  Inc.  study. 


Windows  NT 

Server  4.0 


L  J 


in  the  United  States  and/or  other  countries. 


NetPrism 
gives  you 
detailed  device 
information  long 
before  anyone 
begins  to  yell. 


Now  you  can  know  exactly 
what’s  happening  with 
every  SNMP  device  on 
the  network  —  from  any 
browser  —  with  Java-based 
NetPrism™.  So  you  will  know 
first  if  a  router  fails.  Or  see 
an  overloaded  switch,  a  dead 
drive  on  the  file  server,  or  a 
printer  without  toner 
before  anyone  else.  That 
way  you  can  jump  on  it 
before  they  jump  on  you. 
Plus,  NetPrism  works  with 
HP  OpenView  to  give  you 
even  greater  insight.  And 

at  only  $995,  NetPrism 

■ 

pays  for  itself  quickly. 

Download  a  60-day  trial 
version  at  www.netprism.com 
or  call  today  800-545-6774. 


Device  Management  Done  Right 

Fujfrsu 

©  1998,  Fujitsu  Software  Corporation.  NetPnsm  is  a  trademark  of  Fujitsu  Software  Corporation.  Fujitsu  and  the  Fujitsu 
logo  are  trademarks  ol  Fujitsu  Limited.  All  other  product  names  are  the  property  of  their  respective  holders. 
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Briefs 


■  Allied  Telesyn  has 

rolled  out  a  line  of  1 0/1 OOM 

bit/sec  Ethernet 
switches  that  include 
from,  four  to  24  ports. 


Allied  Telesyn's  FS700  line  includes 
switches  with  up  to  24  polls. 


The  FS700  line  consists  of 
four  new  switches.  The  AT- 
FS724  is  a  24-port  device  target¬ 
ed  at  workgroups.  The  AT-FS718 
features  16 10/100  ports  and 
two  optional  100M  bit/sec 
uplinks  for  backbone  and  serv¬ 
er  connectivity.  TheAT-FS704 
and  AT-FS709  are  desktop 
switches  that  sport  four  and 
nine  10/100  ports,  respectively. 
The  AT-FS724  costs  $1,639;  the 
AT-FS718,  $1,259;  the  AT-FS704, 
$399;  and  the  AT-FS709,  $755. 

®  Allied  Telesyn:  (408)  730- 
0950 

■  3Com  last  week  released 

its  OfficeConnect 
Fast  Ethernet  1 0/ 
lOO  network  inter¬ 
face  card  for  small  and 
home  offices.  The  card,  priced 
at  $69,  lets  small  office/home 
office  users  connect  PCs  to 
share  files,  software  and  peri¬ 
pherals,  including  printers  and 
fax  machines. 

The  OfficeConnect  card 
works  with  PCs  running  on 
Windows  95,  98  or  NT.  A  CD- 
ROM  uses  graphics  to  help 
users  set  up  and  install  the 
card. 

®3Com:  (408)  764-5000 

■  Advanced  Micro 
Devices  this  week  will 
unveil  plans  to  embed  in  its 
Ethernet  controllers  monitoring 
technology  that  can  alert  Com¬ 
puter  Associates  systems  man¬ 
agement  software  of  problems 
within  a  PC.  The  Alertlt  technol¬ 
ogy  will  notify  the  software 
when  a  PC  is  too  hot,  the 
machine’s  cover  is  open  or  a 
boot  failure  occurs.  The  capabil¬ 
ity  will  be  free  in  controllers. 
Alertlt  will  be  available  in  the 
first  half  of  next  year. 


Here  come  the  eight-way  Xeon  servers 

Vendors  prepare  their  eight-processor  server  offerings;  early  benchmarks  are  encouraging. 


By  Deni  Connor 

Vendors  are  readying  eight- 
processor  Xeon  servers  that 
early  benchmark  scores  show 
will  outperform  their  four-way 
counterparts. 

Performance  among  eight¬ 
way  servers  depends  largely  on 
two  fairly  new  Intel  technolo¬ 
gies:  the  Profusion  chipset  and 
PSE-36,  also  known  as  the  Intel 
Extended  Server  Memory 
Architecture. 

The  Profusion  chipset, 
which  has  been  adopted  by 
most  major  Intel  server  ven¬ 
dors,  handles  memory  and 
1/ O  processing.  Corollary,  a 
subsidiary  of  Intel,  is  fabricat¬ 
ing  the  chipset  under  a  code¬ 
velopment  deal  between  Intel 
and  Compaq.  Intel  will  con¬ 
tribute  the  memory  controller 
to  Profusion,  while  Compaq 
will  add  I/O  processing  capa¬ 
bilities  that  will  enable  the 
chipset  to  move  from  64-bit  33- 
MHz  PCI  to  64-MHz  PCI  tech¬ 
nology,  harnessing  greater 
processing  power. 

PSE-36  is  a  36-bit  memory 
addressing  technolog)'  included 
in  Xeon  Pentium  II  processors. 
Without  PSE-36,  Windows  NT 


By  Deni  Connor 

Longmont,  Colo. 

Start-up  OnStream,  Inc.  has 
introduced  a  pair  of  removable 
disk  storage  systems  that 
address  customers’  growing 
network  backup  requirements 
and  are  priced  in  line  with  low- 
cost  servers. 

OnStream’s  SC30  and  SC50 
digital  tape  drives  are  SCSI 
devices  that  fit  into  Windows 
NT  and  Windows  95/98 
servers.  The  products  support 
up  to  30G  and  50G  bytes  of 
storage,  respectively,  and  boast 
data  transfer  rates  of  up  to  2M 
byte/ sec. 

The  tape  drives  are  designed 
to  back  up  small  to  large  net¬ 
work  servers  in  less  time  and  at 
a  lower  cost  than  other  tape 
drives  currendy  available. 

The  SC30  and  SC50  cost 


and  Windows  2000  wouldn’t  be 
able  to  address  beyond  4G  bytes 
of  memory. 

Although  most  major  Intel 
server  vendors  have  pledged 
to  use  Profusion  and  PSE-36 
in  their  machines,  support 
from  major  applications  ven- 


WILL  EIGHT  BE  ENOUGH? 


dors,  such  as  Baan  and  SAP, 
may  not  appear  until  the  sec¬ 
ond  half  of  1999. 

Good  benchmarks 

Preliminary  benchmarks  of 
Oracle8,  which  has  been  opti¬ 
mized  for  PSE-36,  show  a  two- 


$499  and  $600,  respectively. 
Tape  cartridges  cost  $40  for 
30G  bytes  of  storage  and  $50 
for  50G  bytes.  Similar  DDS-3 
tape  drives  back  up  informa¬ 
tion  at  1M  byte/sec  and  cost 
$1.29  per  gigabyte,  while  digi¬ 
tal  linear  tape  drives  back  up 
information  at  1.5M  byte/sec 
and  cost  $2.80  per  gigabyte. 

The  SC30  and  SC50  drives 
use  a  patented  technology, 
dubbed  Advanced  Digital  Re¬ 
cording,  that  reads  information 
across  all  eight  tracks  of  a  tape  at 
once,  increasing  data  reliability 
and  serving  up  data  faster.  Error 
Correction  Code  bits  placed 
across  each  track  at  different 
locations  allow  data  to  be  recon¬ 
structed  even  when  bits  on  indi¬ 
vidual  tracks  are  missing. 

A  simplified  servo  system 
allows  the  drives  to  detect  and 


to  four-fold  performance  gain 
when  memory  size  increases 
from  4G  to  8G  bytes.  Oracle 
may  be  the  first  application 
vendor  to  use  PSE-36  in  its 
product. 

On  the  hardware  side,  Hew¬ 
lett-Packard  is  seeing  bench¬ 


mark  scores  for  its  eight-way  NT 
servers  that  are  up  to  70%  better 
than  those  for  its  four-way 
servers  (see  graphic).  In  the  first 
half  of  1999,  HP  will  ship  a  fol¬ 
low-up  to  its  NetServer  LXr 
8000  box  based  on  Profusion. 

Compaq  says  it  is  waiting  to 


avoid  defects  on  the  tape.  Its 
patented  design  reduces  the 
cost  of  the  tape  drive, 
OnStream  claims. 

OnStream  drives  ship  with 
OnStream  Echo,  backup  and 
file  management  software  that 
allows  users  to  access  files 
direcdy  from  tape. 

“In  terms  of  capacity,  perfor¬ 
mance  and  robustness,  On¬ 
Stream’s  digital  tape  drives  pre¬ 
sent  a  compelling  value 
option,”  says  Bob  Amatruda, 
senior  analyst  of  tape  and 
removable  storage  at  Inter¬ 
national  Data  Corp.,  a  Fram¬ 
ingham,  Mass.,  market  re¬ 
search  firm.  He  adds  that  the 
company’s  Windows  Explorer- 
type  interface  for  its  drives  sim¬ 
plifies  management  of  multi¬ 
ple  types  of  storage  media. 

©  OnStream:  (303)  772-9001 


benchmark  its  eight-way  Xeon 
Pentium  II  servers  in  the  “right 
circumstances”:  separate  tests 
with  databases  and  applications 
from  Microsoft,  Oracle,  People- 
Soft  and  SAP.  Compaq  expects 
to  start  tests  within  the  next 
couple  weeks.  The  server 


maker  plans  to  ship  its  eight¬ 
way  models  in  the  first  quarter 
of  1999. 

IBM  plans  to  use  the  Pro¬ 
fusion  chipset  on  an  eight-way 
edition  of  its  NetFinity  server 
scheduled  to  ship  in  the  second 
half  of  next  year.  Data  General 
said  the  company’s  four-way 
AV8700  server  will  be  available 
in  an  eight-way  version. 

Dell  and  Unisys  will  use  the 
high-speed  Profusion  chipset  to 
power  their  eight-way  offerings, 
but  the  companies  w'ere  reluc¬ 
tant  to  comment  further. 

Glenn  Bonner  of  the  Mirage 
Resorts  in  Las  Vegas  says  he  will 
buy  eight-way  Dell  systems  as 
soon  as  they  become  available. 

‘You’ll  see  us  move  to  eight¬ 
way  servers,”  he  says.  “We  are 
running  450  financial  users  on 
Pentium  Pro  four-way  servers 
and  are  starting  to  see  some 
performance  degradation  with 
Baan’s  SQL  6.5.”  ■ 


New  servers  powered  by  eight  Pentium  II  Xeon  chips  promise  users  big  performance  gains 
over  four-way  systems.  HR  for  example,  says  its  use  of  Intel’s  Profusion  chipset  and  PSE- 
36  memory  technologies  can  combine  to  give  servers  up  to  an  80%  performance  boost. 


Transactions 
per  minute  on 
the  TPC-C 
benchmark 


HP  NetServer  LXr  8000 
configuration 
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Four-way  Pentium 
II  Xeon 


Eight-way  Pentium 
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Eight-way  Pentium  II 
Xeon  with  PSE-36  added 


OnStream  debuts  low-cost  gigabyte  tape  storage 


Get  more  online: 

o  A  look  at  how 
other  vendors  are 
using  the  Xeon  processor. 
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Both,  now  that  you  can  buy  workstations  for  close 

to  the  price  of  desktops. 
Introducing  the  Affordable 
Performance  Line  of  Compaq 
Professional  Workstations, 
featuring  the  AP200,  AP400 
and  AP500.  Powerful  standards 


Is  it  about  making 
ny  end  users  love  me? 
3r  making  the  IT  guy 
in  the  next  building 
hate  me? 


based  systems 

that  are  as  manageable  and  reliable 
as  the  PC  environments  they  fit  into. 

And,  with  Compaq’s  Intelligent 
Manageability,  you  get  the  tools  to 
better  manage  your  network.  Keeping 
costs  down,  your  neighbors  jealous  and 
your  end  users  ecstatic.  To  order  your 
workstation  the  way  you  want,  call 
1-800-AT-COMPAQ  or  visit  www.compaq.com/envy. 


& 


Compaq  Professional  Workstation  AP200 

•  Intel ®  Pentium®  II  processor 
350,400  or  450  MHz 

•  512  KB  cache  &  100  MHz 
front  side  bus 

•  64  or  128  MB  RAM  standard 
(expandable  to  384) 

•  6.4  GB  Ultra  ATA  or  4.3  GB 
Wide  Ultra  SCSI  Hard  Drive1 

•  6  slots/5  bays 

•  32X  Max  CD-ROM1 

•  ELSA  GDiria  Synergy*  or 
Matrox  G200  with  AGP 
graphics  support 

•  Microsoft ® 

Windows  NT® 4.0 
pre-installed 

•  Configured  your 
way  with  prices 
starting  at  $1,739'  Pentium*!! 
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1  n  -Site:  lessons  from  leading  users _ 

User  gets  bad  to  the  backbone  with  Gigabit  Ethernet 


By  Jeff  Caruso 

Boca  Raton,  Fla. 

It  is  the  ultimate  in  bursty 
traffic:  more  titan  100  servers 
containing  tens  of  thousands 
of  Web  sites  doing  a  daily  back¬ 
up  to  a  storage  array. 

It  used  to  take  up  to  16 
hours  each  day  for  the  process 
to  trickle  through  the  Fast 
Ethernet  pipes  at  HiWay  Tech¬ 
nologies,  a  Web  site  hosting 
firm.  With  plans  to  expand  to 
up  to  2,000  servers,  the  pro¬ 
vider  needed  something  faster. 

The  company  had  an  idea: 
build  a  separate  infrastructure, 
identical  to  the  existing  one, 
dedicated  to  performing  daily 
data  backups.  This  plan  would 
have  required  a  second  net¬ 
work  card  in  every  server  to 
hook  into  a  second  Fast 
Ethernet  backbone.  HiWay 
also  considered  installing  Fibre 
Channel,  but  that  also  would 
have  required  a  separate  net¬ 
work. 

Instead,  HiWay  decided  to 
replace  the  Fast  Ethernet  back¬ 
bone  network  with  Gigabit 
Ethernet  and  send  backup  traf¬ 
fic  over  the  same  lines  as  other 
data.  The  company  didn’t  have 
to  install  additional  cards  in  its 
servers,  and  at  $120,000,  this 
approach  cost  one-third  as 
much  as  setting  up  a  separate 
network,  says  David  Hartman, 


manager  of  network  systems  at 
HiWay. 

Last  June,  the  company 
installed  a  Gigabit  Ethernet 
backbone  anchored  by  a  pair 
of  Foundry  Networks’  Biglron 
4000  switches.  A  handful  of 
Foundry  Fastlron  switches  link 
to  the  backbone  and  connect 

BACKUP  FROM  HELL 


the  servers  through  their  24 
Fast  Ethernet  ports.  Because 
these  connections  don’t  use 
Gigabit  Ethernet,  HiWay  didn’t 
have  to  upgrade  the  cards  in 
die  servers. 

It  now  takes  four  to  six 
hours  to  back  up  the  compa¬ 
ny’s  125  servers.  That’s  still  too 
long,  Hartman  says,  but  the 
bottleneck  isn’t  the  network. 


The  problem  is  the  server 
that  manages  backups,  a 
Silicon  Graphics  Origin  2000 
machine  connected  to  the 
backbone  via  a  Gigabit 
Ethernet  card.  “We  got  rid  of 
the  network  problem  and 
pushed  it  to  the  CPU  on  the 
Origin  2000,”  Hartman  says. 


The  server  moves  at  a  speed 
of  only  about  300M  bit/sec, 
and  Hartman  is  looking  for 
Silicon  Graphics  to  get  that 
rate  increased  to  about  750M 
bit/sec  by  tweaking  the  net¬ 
work  card  and  improving  the 
speed  of  its  server.  Hartman’s 
goal  is  to  back  up  all  the  servers 
in  just  a  couple  of  hours. 

Backups  are  really  the  only 


reason  HiWay  chose  Gigabit 
Ethernet.  Without  the  bursts 
caused  by  the  high-volume 
backups,  less  than  10%  of  the 
backbone  is  used,  Hartman 
says.  Because  the  company 
hosts  Web  sites,  most  of  the 
traffic  is  outbound  to  the 
Internet. 


“The  traffic  in  and  out  of  the 
Internet  doesn’t  warrant 
Gigabit  Ethernet,”  Hartman 
says.  At  peak  times,  the  traffic 
level  reaches  only  about  70M 
bit/sec  through  HiWay’s  three 
T-3  lines  to  ISPs.  But  installing 
Gigabit  Ethernet  gives  the  com¬ 
pany  some  headroom  for  at 
least  the  next  three  years, 
Hartman  estimates. 


Right  now,  HiWay  doesn’t 
use  any  of  the  Layer  3  func¬ 
tions  of  its  Biglron  switches. 
But  one  reason  the  company 
chose  Foundry  equipment  is 
that  it  supports  Open  Shortest 
Path  First  (OSPF)  routing. 
OSPF  is  a  routing  protocol  that 
can  adapt  quickly  to  network 
changes. 

Today,  HiWay  manually  sets 
up  static  routes  to  its  servers  via 
the  Cisco  7505  routers  it  uses  to 
connect  to  the  Internet.  But 
that  will  change.  Using  OSPF, 
the  servers  will  be  automatical¬ 
ly  discovered,  reducing  the 
administrative  burden  of  man¬ 
ually  defining  them,  Hartman 
says.  This  will  be  critical  as  the 
company  adds  hundreds  of 
new  servers. 

HiWay  also  plans  to  use 
Virtual  Router  Redundancy 
Protocol,  a  standard  that 
defines  how  a  backup  router 
can  automatically  take  over 
when  another  router  fails.  This 
way,  if  HiWay  loses  one  of  its 
two  Layer  3  switches,  the  sec¬ 
ond  can  pick  up  the  slack. 

But  the  company  hasn’t  had 
much  trouble  with  outages.  In 
fact,  of  the  switches  it  uses, 
only  one  port  on  one  of  the 
switches  has  failed. 

“That’s  unbelievable  as  far 
as  I’m  concerned,”  Hartman 
says.  ■ 


HiWay  Technologies  has  upgraded  its  Web  site  hosting  backbone  to  Gigabit  Ethernet  from  Fast  Ethernet, 
a  move  that  has  reduced  daily  Web  server  backups  from  16  to  about  4  to  6  hours. 

Silicon  Graphics  server 


Internet  traffic  hits  HiWay’s  backbone. 
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T  Web  servers 
back  up  daily 
to  a  storage 
array  using 
Gigabit  Ether¬ 
net,  which 
cuts  down  on 
backup  time. 
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New  tool  helps  users  navigate  Novell  directories 


PROFILE:  NETORIA,  INC. 

Headquarters:  Orem,  Utah 

Founded:  1996  in  Australia  by  two  Australian  Department  of 
Defense  IT  consultants. 

Primary  business:  Novell  Directory  Services  tools,  such  as  SFLogin 
for  simplifying  NDS  network  logons,  and  ScheMax, 
new  software  for  NDS  content. 

Financials:  Privately  held. Total  revenue  in  1997  was  $570,000; 

90%  of  all  sales  were  completed  via  the  Internet. 

Fun  fact:  When  the  company  relocated  to  Utah  last  year, 
sales  in  its  native  Australia  increased. 


By  Christine  Burns 

Orem,  Utah 

Netoria,  Inc.  later  this  month 
will  ship  a  directory  manage¬ 
ment  tool  designed  to  give  net¬ 
work  administrators  greater 
control  over  information  stored 
in  Novell  Directory  Services 
(NDS)  trees. 

Netoria’s  ScheMax  is  a  con¬ 
tent  management  tool  that 
gives  network  administrators  a 
graphical  view  of  a  company’s 
entire  NDS  schema,  as  well  as 
the  ability  to  easily  modify  the 
schema. 

Defining  objects 

A  directory  schema  is  a  blue¬ 
print  that  defines  every  object 
stored  in  a  directory  database. 
For  example,  each  user  object  is 
defined  by  specific  components 


—  also  called  attributes  —  such 
as  name,  phone  number  or 
e-mail  address. 

“Novell  has  done  a  lot  to  let 
its  customers  extend  the  NDS 
schema  in  any  direction  they 


want,”  says  Phil  Montgomery,  a 
co-founder  of  Netoria,  which 
relocated  to  the  U.S.  from 
Australia  last  year  to  be  closer  to 
its  target  market.  But  Mont¬ 
gomery  contends  that  Novell’s 


own  Schema  Manager  tool  is  a 
text-based  utility  that  is  cumber¬ 
some  to  use. 

Users  agree.  “I  could  certain¬ 
ly  use  a  single  tool  that  lets  me 
see  how  everything  in  my  NDS 
schema  hangs  together,”  says 
Jeff  Kwasnieski,  a  network  sup¬ 
port  manager  for  the  Cleveland 
Clinical  Foundation,  a  regional 
medical  practice  that  has  a 
12,000-node  NetWare  4.X  net¬ 
work. 

“The  tools  that  Novell  gives 
me  now  only  give  me  limited 
snapshots  of  my  directory  lay-out 
at  any  one  time.  And  changing 
your  schema  is  a  long,  drawn-out 
process,”  Kwasnieski  says. 

Modifying  schema 

ScheMax,  which  supports  any 
version  of  NDS  running  on 


NetWare  4.X,  5.0  or  Windows 
NT,  allows  managers  to  edit  the 
schema  by  adding  directory 
object  classes  and  attributes. 
Using  the  product  wizard  that  is 
included  with  ScheMax,  an 
administrator  can  modify  the 
schema  offline  so  that  exten¬ 
sions  can  be  tested  before  being 
applied  to  the  live  NDS  tree. 

Additionally,  ScheMax  lets  a 
network  manager  create  snap- 
in  utilities  for  Novell’s  adminis¬ 
tration  tool  to  help  manage  the 
NDS  data.  The  snap-ins  are 
stored  in  the  directory  and  are 
accessible  to  users  based  on  pre¬ 
viously  established  security 
rights. 

Pricing  for  ScheMax  ranges 
from  $11.50  per  node  for  net¬ 
works  with  50  to  100  work¬ 
stations  to  $3.45  per  node 
for  networks  with  3,000  to 
5,000  nodes. 

©  Netoria:  (888)  227-0744 
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FlowWise 
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The  pain  of  upgrading  a  router  is  now  just  a  fading  memory.  Get  an 
instant  tenfold  gain  in  your  existing  router’s  performance  with  a 
FlowWise  Router  Accelerator. 

You  and  your  network  users  will  enjoy: 

Zero  configuration  I  Ox  performance  boost 


Zero  downtime 
Zero  risk 


10  minute  installation 
10%  of  the  cost 


Sound  too  good  to  be  true? 
We  back  you  up  with  a 
can’t-lose  guarantee.  That’s  why  the  IMS  800  and  IMS  1600  Router 
Accelerators  present  a  win-win  situation  for  you  and  your  network  users. 

Find  out  more  today.  It’s  never  been  easier  to  improve  your 
performance  without  pain! 


For  a  FREE  white  paper  visit  www.flowwise.com/autoroute  l 
or  call  888-595-9473  x250  •  408-474-0385 

©  lf)l)8  How  W  ise  Networks.  Inc.  All  rights  reserv  ed. 

Free  Product  info  enter  NWInfoXpress  #17  online  @  www.networkworld.com/infoxpress 
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America  Online,  Netscape  and  you 


©he  America  Online/Netscape 
merger  was  on  my  mind  over  the 
Thanksgiving  weekend  as  I  speculated 


on  who  was  giving  thanks  for  the  buy¬ 
out,  and  who  wasn’t.  The  big  winner  is 
Microsoft. 


For  one  thing,  AOL’s  CEO  Steve 
Case  plans  to  stick  with  an  Internet 
Explorer  front  end  for  his  company’s 
network.  For  another,  Netscape  brows¬ 
ers  will  continue  to  evolve,  but  develop¬ 
ment  will  be  done  mainly  through  an 
open  source  software  process  in  which 
Netscape’s  product  will  be  relegated  to 
the  browser  of  choice  for  Linux  users, 


Dave  Kearns 


diehard  Internet  veterans  and  the  Any¬ 
thing  But  Microsoft  crowd.  I  expect 
businesses  to  drop  Netscape’s  browser 
out  of  concern  that  the  software  will  no 
longer  be  supported. 

Under  the  AOL/Netscape  pact.  Sun 
gets  distribution  rights  to  Netscape’s 
server  software,  which  will  most  likely 
undergo  changes  to  make  it  more  Java 
and  Solaris  friendly.  Other  Unix  ven¬ 
dors  get  caught  between  a  rock  (Sun) 
and  a  hard  place  (Microsoft),  but  quite 
possibly  will  end  up  pushing  a  version 
of  the  free  Apache  Web  server.  Should 
these  Unix  vendors  do  that,  it’s  possible 
that  the  open  source  software  version  of 
Netscape’s  Web  client  will  continue  to 
grow  as  these  vendors  take  on  the  job  of 
supporting  their  version  of  the  browser. 

Left  out  in  the  cold  is  Novell.  Now 
Novell’s  CEO,  Eric  Schmidt,  needs  to 
rely  on  his  old  friends  at  Sun  to  continue 
to  produce  a  Web  server  for  NetWare. 

A  lot  has  also  been  made  of  the  “cul¬ 
ture  clash”  between  northern  Virginia’s 
AOL  and  Sili¬ 
con  Valley’s  Net¬ 
scape,  but  I’d 
love  to  see  the 
AOL  mind-set 
come  to  the  val¬ 
ley.  AOL’s  great¬ 
est  strength  has 
been  the  ease- 
of-use  and  user- 
friendliness  of 
its  network. 

AOL  came  to  dominate  the  online 
and  dial-up  markets  because  it  gave  the 
majority  of  people  what  they  wanted 
with  little  fuss.  Silicon  Valley’s  lack  of 
user-friendliness  is  epitomized  in  its 
newest  attraction,  The  Tech  Museum  of 
Innovation.  In  a  perfect  triumph  of 
form  over  function,  it  has  large,  open 
areas  (with  no  exhibits)  for  people  to 
mill  about  in,  while  cutting  bandwidth 
in  the  display  areas  so  that  a  person 
needs  to  turn  sideways  to  move  between 
walls,  pillars  and  display  cases.  It’s  more 
of  a  monument  than  a  museum.  A  mon¬ 
ument,  that  is,  to  the  Valley’s  “we  know 
best”  attitude  toward  users. 

The  software  industry  needs  more 
people  like  Steve  Case. 

Kearns,  a  former  network  administrator,  is 
a  freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  wired@vquill.com. 

Tip  of  the  week 

If  you’re  interested  in  usability,  there’s  a 
new  book  out  by  Donald  Norman,  the 
guru  of  usability,  that  you  should  read. 
The  Invisible  Computer:  Why  Good 
Products  Can  Fail,  the  Personal 
Computer  is  so  Complex,  and  In¬ 
formation  Appliances  are  the  Sol¬ 
ution  from  MIT  Press  is  an  excellent  fol¬ 
low-up  to  Norman ’s  classic  The  Design 
of  Everyday  Things.  It  should  be 
required  reading  for  all  of  the  network 
industry ’s  product  managers. 


FREE 

Internetworking  Kit. 

Learn  how  to  keep  your  system  up  and  running 
all  the  time  with  APC's  Legendary  Reliability. 


Just  mail  or  fax  this  completed  coupon 
for  your  FREE  Internetworking  Kit.  Better 
yet,  order  it  today  at  the  APC  Web  site! 


KEY  CODE 

http://promo.apcc.com  i278z 

(888)  289-APCC  x7422  •  FAX:  (401)  788-2797 


□  YES!  Please  send  me  my  FREE 

internetworking  kit. 

□  NO,  I'm  not  interested  at  this  time 

but  please  add  me  to  your 
mailing  list. 
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AMERICAN  POWER  CONVERSION 


KEY  CODE:  i278z 
DEPARTMENT:  B 
132  FAIRGROUNDS  ROAD 
PO  BOX  278 

WEST  KINGSTON  Rl  02892-9920 


How  to  Contact  APC 

Call:  (888)  289-APCC 

use  the  extension  on  the  reverse  side 

Fax:(401)  788-2797 

Visit  http://promo.apcc.com 

use  the  key  code  on  the  reverse  side 
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Why  "wrack"  your  brain  to  increase  uptime? 

Just  rack  APC  Smart-UPS 


SfnarHjP, 


In  a  recent  survey  of  network 
installations,  those  without  UPS 
protection  on  their  internetwork¬ 
ing  equipment  experienced  50% 
more  downtime  than  those  with 
protection. Think  about  it... 


CHOICI 


P  Find  out  why  APC  has  won 
over  130  awards  for  reliability 
and  ws/fwww.apcc.com  today. 


APC  Smail-UPS  1000 


Why  put  power  protection  on 
your  servers  but  forget  about 
the  equipment  that  connects  it 
all  together? 

One  5  minute  power  outage 
on  internetworking  equipment, 
causes  10  minutes  of  downtime 
on  your  network,  resulting  in 
500  users  with  idle  applications, 
swamped  help  desks  costing 
the  company  upwards  of 
$10,000*,  and  a  boss  who 
wants  an  explanation. 

So  protect  yourself  before  you 
kick  yourself.  Visit  us  today  at 
http://promo.apcc.com  and  enter 
key  code  below. 


APC  Smart-UPS  is  manageable 
•  APC's  Web/SNMP  Management 
Card  allows  you  to  manage  your 
Smart-UPS  from  any  Web  browser 
anywhere.  For  remote  reboots 
demo  our  MasterSwitchTat 
www.apcc.com. 

•APC  PowerNet  software  provides 
full  integration  withTivoliTME/10, 
HP  OpenView,  CiscoWorks  2000, 
and  other  leading  platforms. 


APC's  PowerNet  allows  you  to  com¬ 
bine  the  management  of  Cisco  and 
other  mission  critical  devices  in 
your  network. 
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APC  Smart-UPS  lowers  support  calls 

•  Instantaneous  battery  back-up 
power  means  hubs,  routers  and 
switches  provide  continuous  data 
flow  throughout  your  network. 

APC's  new  NetShelter™ 

•  Offers  manageable 
enclosure  space  for  all 
your  networking 
equipment  including 
Compaq,  Dell,  HP, 
and  IBM. 


Legendary  Reliability" 


*  (InternetWeek/Contingency  Planning) 


SFREE  APC  internetworking  kit:  Learn  how  APC  can  make  your  network  more  manageable 

Order  now  www.promo.apcc.com  Key  Code  i478z  or 
Call:  (888)  289-APCC  x7448 
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Bimini? 


Barst  )\ 


They’re  on  the  road.  They’re  in  the 
air.  They’re  in  places  you  can’t  even 
pronounce.  But  as  long  as  you  install 
3Com®  Megahertz®  PC  Cards,  you 
can  be  sure  your  mobile  workers 


Megahertz 


never  know  where  it’s  going.) 


But  you  always  know  how  it’s  working. 


v 


are  connecting 
wherever  they 
go,  whenever  they  get  there. 

Whether  they’re  connecting  over 
telephone  lines  or  networks,  there’s 
nothing  more  dependable  than  3Com 
Megahertz  PC  Cards.  They  include  our 
Exclusive  Line  Probing  technology, 
which  compensates  for  phone  line 

3Com  Megahertz  PC  Cards 

Exclusive  Line  Probing  technology. 

Integrated  XJACK®  connector. 

Faster  56K"  connection  over  standard  phone  lines. 

Guaranteed  industry  standard  compatibility. 


c 


impairments  to  deliver  increased  V.90 
modem  performance;  and  the  unique 
XJACK®  connector,  which  eliminates 
the  need  for  extra  cables. 

For  details  and  a  white  paper 
brief  on  our  Exclusive  Line  Probing 
technology  visit  us  on  the  Web  at 
www.3com.com/mobile/elp/nw . 

And  learn  why  our  PC  Cards  ensure 
reliable  performance  that  take  your 
mobile  workers  farther  than  ever. 
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More  connected.' 


Introducing  The  BlackDiamond™  Chassis. 


l.ayer  3  switching  has  evolved  to  BlackDiamond.It's  the  keystone  of  Extreme's 
enterprise  LAlf  system,  which  delivers  unprecedented  simplicity  from'the 
desktop  to  the  core.  Using  the  same  hardware,  software  and  management 
architecture  common  to  all  Extreme  switches,  BlackDiamond  is  the  only 
chassis  to  combine  Wire-Speed  IP  Routing  and  end-to-end  QoS  into  one  highly 
evolved  system.  It’s  fast  at  48  million  packets  per  second  throughput.  It's 
big  on  density  to  support  over  2CC  desktop  connections  plus  gigabit  links 
for  servers  and  backbones.  And  it's  fault-tolerant  for  mission-critical 
applications.  BlackDiamond  from  Extreme  networks.  Anything  else  is 
practically  prehistoric. 


www.extremenetworks.com 
800-822-3206  (U.S.) 

♦1  818-865-2811  (Outside  U.S.) 


©  1998  Extreme  Networks.  BlackDiamond  is  a  trademark  of  Extreme  Networks.  Names  identified  by 
™  or  ®  are  trademarks  or  registered  trademarks  of  their  respective  manufacturers. 

Specifications  subject  to  change  without  notice. 

Free  Product  info  enter  NWInfoXpress  #16  online  @  www.networkworld.com/infoxpress 
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Covering:  TCP/IP  •  SNA  •  Network  Management  •  Muxes,  Routers  and  WAN  switches  •  Remote  Access 


Briefs 


■  IMet  Reference 

last  week  announced  an  on¬ 
line  service  designed  to  help 
users  build  large- 
scale  networks. 

The  NetReference  Architecture 
for  Networks  service  lets  sub¬ 
scribers  dial 
in  and  re¬ 
ceive  a  vari¬ 
ety  of  infor¬ 
mation,  on 
topics  from 
network  plan¬ 
ning  and 
design  to 
technical 
products.  For 
an  undis¬ 
closed  annual  fee,  users  get 
password  access  to  a  Web- 
based  network  architecture 
reference  service,  a  monthly 
newsletter  and  advice  from 
NetReference  consultants. 

The  project  is  headed 
by  industry  guru  David 
Passmore. 

©  NetReference:  (703)  742- 
3400 


Passmore  offers 
net-building 
help  on  the 
’Net. 


■  Tivoli  Systems 

last  week  unveiled  an  expert 
system  dubbed  Tivoli  Man¬ 
ager  for  Network  Connec¬ 
tivity.  Unlike  Computer 
Associates'  Neugents  system, 
which  uses  artificial  intelli¬ 
gence  technology  to  predict 
possible  systems  failures, 
Tivoli's  manage¬ 
ment  program 
diagnoses  a  prob¬ 
lem  after  it  occurs. 

The  program  creates  a 
table  with  network-connected 
devices  and  a  set  of  conditions 
or  symptoms  the  devices  gener¬ 
ate  when  there  is  a  problem. 
Because  network  devices 
manifest  unique  symptoms, 
the  program  can  correlate 
a  symptom  to  a  problem 
and  quickly  identify  the  root 
cause  of  the  network  failure, 
the  company  claims.  The 
information  is  then  forwarded 
to  the  Tivoli  Enterprise  Console. 

Tivoli  Manager  for  Network 
Connectivity  1.0  is  available 
now  for  $25,000  per  server. 

(D  Tivoli:  (512)  794-9070 


In-Site:,  lessons  from  leading  users _ 

Bentley  College  graduates  to  a  virtual  private  net 


By  Tim  Greene 

Waltham,  Mass. 

How  do  you  build  a  remote 
access  network  for  a  constandy 
changing  group  of  10,000 
users  who  work  from  a  variety 
of  computer  platforms  and 
travel  all  over  the  world? 

Bentley  College’s  Tom 
Boerman  found  the  answer  in 
an  Internet  virtual  private  net¬ 
work  (VPN)  that’s  being  used 
to  access  Bentley  servers.  “Not 
only  is  the  network  accessible 
from  any  place  that  has  an 
Internet  connection,  but  the 
VPN  was  relatively  easy  to 


install  and  inexpensive  to 
administer,”  Boerman  says. 

This  is  not  to  say  that 
putting  the  VPN  in  place  was 
without  difficulties.  Among 
Boerman’s  challenges  was 
establishing  a  help  desk  for 
end  users  and  figuring  out 
why  certain  ISPs’  networks 
blocked  access  to  the  VPN. 

Overall,  the  VPN  has  lived 
up  to  expectations,  says 
Boerman,  the  school’s  net¬ 
work  services  manager.  Eight 
months  into  the  project,  he  is 
also  well  under  the  $70,000 
budget  that  was  set  aside  to 


fund  the  first  year. 

Boerman’s  task  was  to  have 
a  remote  access  network  up 
and  running  by  Sept.  3,  when 


school  opened.  When  Boer¬ 
man  got  the  assignment, 
Bentley  only  had  40  direct- 
See  Bentley,  page  30 


“ Not  only  is  the  network 
accessible  from  any  place 
that  has  an  Internet 
connection,  but  the  VPN 
was  relatively  easy  to 
install  and  inexpensive  to 
administer.” 


Tom  Boerman,  network  services  manager, 
Bentley  College 


New  Nortel  service  to  support  integrated  nets 


By  Jim  Duffy 

Santa  Clara,  Calif. 

Nortel  Networks  has  an¬ 
nounced  a  service  and  support 
program  to  help  users  manage 
integrated  data  and  telephony 
networks. 

The  program  splits  service 
and  support  delivery  between 
Nortel  and  its  business  part¬ 
ners,  such  as  value-added 
resellers  and  other  indirect 
resellers.  The  program  covers 
switching  and  routing  equip¬ 
ment  from  Nortel’s  Enterprise 
Data  Networks  division  and  its 
Bay  Networks  line  of  business. 


Business  Partner  service 


The  new  program  is  de¬ 
signed  to  deliver  direct  service 
and  support  to  Nortel’s  largest 
enterprise  accounts  while  hand¬ 
ing  off  smaller  accounts  to  busi¬ 
ness  partners. 

This  segmentation  is  in¬ 
tended  to  help  Nortel  and  its 
business  partners  alleviate  ser¬ 
vice  revenue  conflict,  which  was 
common  until  now,  says  Rusty 
Walther,  director  of  strategy, 
planning  and  programs. 

The  new  program  is  also  a 
way  for  the  company  to  reduce 
costs  by  handing  off  some  ser¬ 
vice  and  support  overhead  to 


business  partners,  observers 
note. 

Components  of  the  program 
include  the  Named  Account 
service  portfolio  and  the  Busi¬ 
ness  Parmer  service  model.  The 
Named  Account  portfolio  is  tar¬ 
geted  at  Nortel’s  300  largest 
accounts  and  has  an  annual  ser¬ 
vice  revenue  of  $200  million, 
Walther  says. 

The  Named  Account  pro¬ 
gram  offers  product  life  cycle 
services,  from  assessment  and 
design  through  maintenance 
and  optimization.  The  pro¬ 
gram  includes  tiered  services 
based  on  network  size,  com¬ 
plexity  and  service  investment. 

Pricing  is  determined  by 
product  and  network  complex¬ 
ity,  Walther  says. 

“These  offerings  .  .  .  should 
actually  predict  and  avoid  net¬ 
work  downtime,”  says  Dominic 
DelDuca,  senior  director  of  net¬ 
work  strategy  and  deployment 
for  pharmaceuticals  supplier 
Merck  &  Co.  in  Whitehouse 
Station,  N.J. 

Under  the  Business  Partner 
program,  meanwhile,  all  busi¬ 
ness  partners  receive  basic 
“Safety  Net”  services  for  their 
entire  installed  base.  Safety  Net 
services  provide  nine  hour  per 
day,  five  day  per  week  (9-5)  lim¬ 
ited  phone  support,  10-day 


“return  to  factory”  hardware 
replacement,  and  software 
updates  via  online  systems. 

Authorized  Service  Solutions 
Partners  receive  a  higher  level 
of  support,  including  9-5  unlim¬ 
ited  phone  support  and  next- 
business-day  advance  replace¬ 
ment  hardware. 

The  highest  level  of  autho¬ 
rization  is  the  Premier  Service 
Partner  program,  with  24-7 
enhanced  phone  support  that 
includes  priority  access  to 
senior  engineering  resources, 
24-7  next-day  advance  replace¬ 
ment  hardware  and  enhanced 
online  access  that  includes 
software  upgrades,  bug  reports 
and  more. 

Analysts  say  Nortel’s  new  ser¬ 
vice  program  could  give  the 
company  a  competitive  boost. 

“If  it  caters  enough  to  this 
channel  then  supposedly  it’ll 
gain  some  kind  of  competitive 
advantage,”  says  Jonathan 
Haller,  an  analyst  at  Current- 
Analysis  in  Sterling,  Va. 

“Cisco  is  viewed  as  being  a 
shark  and  is  more  than  willing 
to  step  on  some  of  its  resellers 
toes,”  Haller  says. 

Nortel  will  begin  moving 
current  service  customers  and 
business  partners  to  the  pro¬ 
gram  in  January  1999. 

©  Nortel:  (408)  988-2400 


Elements  of  Nortel’s  service  strategy 


Named  Account  service 

®  Direct  service  targeted  at  largest  enterprise  accounts. 

•  Includes  installation,  integration,  maintenance  and  consulting  services, 
o  Pricing  based  on  product  service  complexity. 


®  “Safety  Net"  support  for  business  partners  through  phone  service,  online 
software  updates  and  10-day  hardware  return  policy. 

o  Service  Solutions  Partners  receive  9-5  unlimited  phone  support  and 
next-day  hardware  replacement. 

®  Premier  Service  Partners  receive  24-7  phone  support,  hardware 
replacement  and  online  software  bugfixes. 

Get  more  online: 

o  See  how  network  hardware  vendors  ranked  in  our  1998 
service  and  support  survey. 
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Internetworks 


Bentley 

Continued  from  page  29 

dial  ports  into  the  school  net¬ 
work,  and  the  ports  were  avail¬ 
able  only  to  select  faculty  and 
staff. 

That  fact  didn’t  fit  with  the 
image  the  business  college  was 
trying  to  fit  with  its  slogan 
“Business,  People  and  Tech¬ 
nology,”  nor  with  its  location 
here  in  the  middle  of  the  high- 
tech  belt  ringing  Boston. 

Boerman’s  assignment  was 
to  make  the  university’s  net¬ 
works  accessible  to  all  Bentley 
students,  faculty  and  staff. 
He’d  have  to  take  into  consid¬ 
eration  that  these  users  would 
be  calling  in  from  off-campus 
housing,  hotels  while  traveling 
and  even  from  other  countries 
while  on  semester  breaks. 

Boerman  kept  the  remote 
client  specifications  as  basic  as 
possible  so  most  users  can  dial 
in  with  PCs  they  already  owned. 
The  only  requirements  are  that 
end  users  have  machines  run¬ 
ning  Windows  and  outfitted 
with  Internet  access. 

Bendey  provides  end  users 
with  two  floppy  disks.  They  use 


these  to  load  Shiva  VPN  Client 
software  that  lets  remote  PCs 
talk  to  an  on-campus  Shiva 
Lan Rover  VPN  Gateway.  So  far, 
Shiva  has  no  client  for  Mac¬ 
intoshes. 

Bentley  also  uses  a  Remote 
Authentication  Dial-In  User 
Service  (RADIUS)  server, 
included  in  Shiva’s  manage¬ 
ment  software,  to  authenticate 
and  authorize  VPN  users.  The 
client  and  the  gateway  use  56- 
bit  encryption  to  secure  infor¬ 
mation  as  it  crosses  the 
Internet. 

Users  connect  to  the  Internet 
at  whatever  speed  their  home 
hardware  allows,  whether  it  is  a 
28. 8K  bit/sec  modem  or  a 
multimegabit  cable  connection. 
Once  the  VPN  client  establishes 
a  link  with  the  gateway,  the  end 
user  is  asked  his  name  and  pass¬ 
word  before  gaining  access  to 
databases,  e-mail,  paid  services 
such  as  Lexis-Nexis  and  other 
Bendey  resources. 

Challenges  crop  up 

Boerman  was  surprised  to 
learn  that  users  had  trouble 
accessing  the  VPN  through 
certain  ISPs.  For  example, 
users  of  the  Prodigy  Classic 


ISP  service  could  not  get 
through  because  Prodigy 
Classic  does  not  use  TCP/IP 
to  connect  with  its  customers. 
The  VPN  requires  TCP/IP,  so 
Prodigy  users  had  to  switch  to 
another  ISP. 


BENTLEY  LEARNS  ABOUT  VPNS 

Bentley  College  in  Waltham,  Mass, 
trouble  spots. 

O 

Depending  on  the  Web  browser 
on  the  remote  client,  access  to 
the  VPN  can  be  denied. 


other  Web  services  for  which 
Bentley  pays. 

It  turns  out  that  the  AOL 
Web  browser  delegates  the 
actual  browsing  to  a  proxy  serv¬ 
er  in  the  AOL  network.  When 
the  proxy  server  contacts  a 


attempt  to  sign  up  everyone 
during  the  first  semester. 

So  far,  with  just  a  single 
announcement,  600  users  have 
signed  up  and  750  more  are 
expected  to  get  on  board  at  the 
start  of  the  spring  semester, 


,  got  a  crash  course  in  virtual  private  networks  and  discovered  some 
0, 


Dial-up 


4m  isdn 


Free  NEC  code  to  ease  IPv6  transition 

Company  also  will  spin  off  its  U.S.  telecommunications  division. 


By  Rob  Guth 

Tokyo 

NEC  is  offering  free  source 
code  for  software  that  enables 
existing  hardware  to  connect 
to  networks  running  the 
future  version  of  IP. 

NEC’s  IPv6/IPv4  Translator 
software  acts  as  a  translator 
between  IP  Version  4  —  the 
current  protocol  underlying 
the  Internet  —  and  IP  Version 
6,  which  is  gradually  being 
deployed  in  its  place. 

IPv6  is  expected  to  vastly 
increase  the  number  of  avail¬ 
able  IP  addresses  as  well  as 
ease  network  management. 
Plus,  the  translator  has  built- 
in  encryption  and  quality- 
of-service  features  not  found 
in  IPv4. 

The  protocol  was  initially 
seen  as  the  answer  to  a  grow¬ 
ing  shortage  of  IP  addresses, 
and  many  in  the  Internet 
community  pushed  for  a  rapid 
deployment  of  IPv6. 

However,  the  fear  of  an  IP 
address  shortage  seems  to 
have  subsided  as  corporations 
grapple  with  more  pressing 
challenges,  such  as  how  to 


deal  with  the  Year  2000  prob¬ 
lem.  Network  hardware,  soft¬ 
ware  and  applications  will 
have  to  be  updated  to  the  new 
protocol,  a  procedure  NEC 
says  its  translator  would  help 
accomplish. 

NEC  will  offer  the  software 
for  free  on  its  Web  site  (www. 
socks.nec.com).  The  company 
says  it  is  already  using  the 
translator  on  a  gateway  link¬ 
ing  its  IPv4  networks  and  a  test 
network  based  on  the  new 
protocol. 

The  translator  runs  on 
Unix  and  Windows  operating 
systems  and  supports  any  net¬ 
work  interface  card,  the  com¬ 
pany  says. 

NEC  will  present  the  tech¬ 
nology  at  this  week’s  Inter¬ 
net  Engineering  Task  Force 
meeting. 

New  spinoff  in  Virginia 

In  other  NEC  news,  the 
company  is  looking  to  boost 
its  presence  in  the  network 
equipment  market  by  spin¬ 
ning  off  its  U.S.  telecommuni¬ 
cations  operations  into  a  sepa¬ 
rate  company. 


NEC  America,  which  cur¬ 
rently  manages  the  telecom 
business  from  Melville,  N.Y., 
this  month  will  set  up  NEC 
Eluminant  Technologies,  Inc. 
with  an  initial  investment  of 
$10  million,  NEC  executives 
say.  The  company  will  be 
located  at  an  unspecified  site 
in  Virginia. 

Ex-AT&T  exec  at  helm 

The  wholly  owned  sub¬ 
sidiary  of  NEC  America  will 
oversee  a  range  of  network 
and  telecom  equipment  sales, 
and  development  and  manu¬ 
facturing,  including  digital 
subscriber  line  access  equip¬ 
ment,  an  NEC  spokesman  says. 

The  new  company  will  have 
150  employees,  including 
NEC  America  staff  and  new 
hires,  he  says. 

Curtis  Benton,  formerly  of 
AT&T,  will  serve  as  the  unit’s 
president  and  CEO,  the 
spokesman  says. 

NEC  can  be  reached  at 
81-(0)3-3798-651 1. 

Guth  is  a  correspondent  ivith 
IDG  News  Service’s  Tokyo  bureau. 


Protocols  used  by  some  ISPs  can 
disrupt  the  establishment  of  secure 
links  between  the  remote  user  and 
the  VPN. 
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America  Online  —  its 
browser  in  particular  —  posed 
another  problem.  Bendey  cus¬ 
tomers  using  AOL  to  connect 
with  the  college  VPN  could 
not  access  Lexis-Nexis  and 


Proxy  servers  in  some  ISP  networks  block  the 
true  IP  address  of  the  remote  user  and 
therefore  exclude  the  user  from  some  VPN 
resources,  such  as  Lexis-Nexis. 


Ben¬ 
tley  Web  service,  the  service 
denies  access  because  the 
proxy  server  IP  address  is 
unauthorized.  Boerman  says 
the  solution  has  been  to  use 
Netscape  Navigator  or  Micro¬ 
soft  Internet  Explorer  rather 
than  the  AOL  browser. 

Beyond  technical  problems, 
Boerman  also  had  to  set  up  a 
help  desk  for  remote  users. 
The  college  help  desk  —  about 
eight  people  —  is  trained  only 
to  handle  problems  with 
Bendey’s  internal  network.  A 
new  set  of  problems  ranging 
from  modems  and  ISP  troubles 
to  VPN  software  installation 
questions  would  have  crushed 
the  help  desk,  Boerman  says. 

But  help  came  from  a  sur¬ 
prising  source:  Atrion,  the 
reseller  that  sold  Bentley  the 
Shiva  VPN  gateway.  Normally, 
Atrion’s  help  desk  services 
only  IS  staffers  such  as 
Boerman,  not  end  users.  But 
for  $999  per  month,  Atrion 
agreed  to  set  up  an  800  num¬ 
ber  dedicated  to  Bentley 
remote  users  and  to  staff  it 
from  noon  to  midnight.  The 
fee  buys  five  hours  per  month 
of  help  desk  time,  and  so  far 
Bentley  has  stayed  under  that 
limit,  Boerman  says. 

Pacing  the  rollout 

Bendey  told  students,  faculty 
and  staff  about  the  VPN  in 
September,  and  has  allowed 
them  to  sign  up  for  it  at  will. 
But  to  keep  usage  low  enough 
to  work  out  any  bugs,  the 
school  has  not  made  an 


Boerman  says. 

Before  choosing  Shiva  gear 
to  anchor  the  VPN,  Boerman 
considered  hardware  from 
AltaVista  and  VPNet.  But 
AltaVista’s  lack  of  RADIUS 
support  would  have  made 
password  entry  a  nightmare, 
he  says.  AltaVista  and  VPNet 
client  software  also  had  trou¬ 
ble  linking  with  the  AOL  net¬ 
work.  That  is  because  AOL 
client  software  installs  AOL’s 
own  dial-up  adapter  software 
in  the  remote  PC,  and  that 
adapter  could  not  synchronize 
with  AltaVista’s  or  VPNet’s 
VPN  boxes.  AOL  support  is 
key,  he  says,  because  as  many 
as  40%  of  the  school’s  users 
are  on  AOL. 

Boerman  says  the  college 
would  like  to  see  Shiva,  which 
is  in  the  process  of  being 
acquired  by  Intel,  add  several 
features  to  its  VPN  gateway. 
Features  on  Boerman’s  list  are 
reports  that  detail  peak  hours 
of  use,  number  of  simultane¬ 
ous  users  and  how  many  times 
users  try  but  fail  to  connect  to 
the  VPN.  He  also  wants  to 
straighten  out  discrepancies  in 
records  kept  by  the  RADIUS 
server  and  VPN  gateway 
regarding  the  identities  of  end 
users  logging  on  to  the  VPN. 

The  bottom  line,  however, 
is  that  the  VPN  has  lived 
up  to  its  expectations.  Now 
that  some  of  the  kinks 
have  been  worked  out,  the 
network  requires  little  man¬ 
agement. 

“It’s  an  easy  thing  to  baby-sit,” 
he  says.  ■ 
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Better  designed  cars  and  trucks  by  Ford.  A  better  way  to  deploy  software  by  Tivoli. 


When  you  set  out  to  build  the  best  performing,  safest 
and  most  environmentally  friendly  cars  and  trucks  in 
the  world,  it's  best  not  to  keep  the  world  (or  your  designers) 
waiting.  Ford  needed  a  faster  way  to  standardize  software 
across  all  of  their  design  centers,  worldwide. 

Their  solution:  IT  management  software  from  Tivoli 
Systems  Inc.,  an  IBM  company.  Using  Tivoli  Enterprise," 
Ford  is  able  to  synchronize  the  release  of  CAD/CAM  soft¬ 
ware,  automatically,  to  its  global  fleet  of  10,000  UNIX® 


workstations  -  all  from  a  central  location.  Now,  instead  of 
spending  their  time  downloading  the  latest  software 
updates,  Ford  engineers  and  designers  around  the  world 
use  identical  versions  of  software  to  collaborate  on  new 
car  and  truck  designs  -  saving  Ford  both  time  and  money. 

It's  one  way  Tivoli  is  helping  Ford  shape  the  next 
generation  of  automobiles.  To  find  out  how  Tivoli  can 
help  speed  your  designs  to  market,  go  to  www.tivoli.com 
or  call  1  888  TIVOLI-1. 


Tivoli  is  a  registered  trademark.  Tivoli  Enterprise  is  a  trademark,  and  The  Power  to  Manage.  Anything.  Anywhere,  is  a  service  mark,  of  Tivoli  Systems  Inc.  in  the  United  States  and/or  other  countries.  In  Denmark,  Tivoli  is  a  trademark 
licensed  from  Kjebenhavns  Sommer  -  Tivoli  A/S.  Tivoli  Systems  Inc.  is  an  IBM  company.  IBM  is  a  trademark  of  International  Business  Machines  Corporation  in  the  U.S.  and/or  other  countries.  UNIX  is  a  registered  trademark  in 
the  United  States  and/or  other  countries  licensed  exclusively  through  X/Open  Company  Limited.  Other  company,  product,  and  service  names  may  be  the  trademarks  or  service  marks  of  others.  ©  1998  Tivoli  Systems  Inc. 


Is  it  possib  e  to 
give  the 
performance 
of  a  lifetime 
every  single  day? 


rehearsals.  Which  is  why  you  need  a  server 


When  running  a  department,  there  are  no  dress 


that  delivers  an  unforgettable  performance 
daily.  Designed  with  our  Highly  Parallel 
Systems  Architecture  and  dual  Pentium8  II 
processors,  the  new  Compaq  ProLiant  3000  has  all  the  power  you 
need.  And  the  unmatched  availability  to  handle  today’s 


demanding  departmental  applications.  To  see  how  it  p^n 
outperforms  its  competition  and  performs  under  budget,  contact 
www.compaq.com/servers/performance  or  T 8 00- AT- COMPAQ. 
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Cisco  grows  access  router  family 


By  Jim  Duffy 

San  Jose,  Calif. 

Cisco  has  rolled  out  two  additions 
to  its  2600  line  of  access  routers  that 
will  let  users  route  between  10/100M 
bit/sec  Ethernet  virtual  LANs. 

The  2600  series  routers  support 
Ethernet,  Fast  Ethernet,  token-ring 
and  mixed  LAN  environments.  The 
routers  also  support  multiservice 
data/voice  integration,  which  allows 
users  to  consolidate  data,  voice  and 
video  traffic  to  reduce  costs,  enable 
new  business  applications  and  improve 
network  efficiency,  Cisco  says. 

The  modularity  of  the  2600  series 
lets  users  add  services  and  capacity  as 
their  needs  change,  protects  existing 
investments  and  simplifies  the  deploy¬ 
ment  of  new  network  services,  Cisco 
claims. 


Cisco's  2600  series  routers  support  multiservice 
networks. 

The  Cisco  2620  and  2621  access 
routers  are  the  first  in  the  2600  line  to 
support  10/100  autosensing  Ethernet 
and  VLAN  capabilities.  They  are  target¬ 
ed  at  branch  offices  and  mid-size  busi¬ 
nesses. 

Cisco  also  announced  a  data  com¬ 
pression  option  for  the  2600  series 
that  allows  customers  to  reduce  recur¬ 
ring  WAN  costs.  Firewall  capabilities 
providing  secure  access  to  the 
Internet  or  virtual  private  networks 
(VPN)  were  also  added. 

The  Cisco  2620  and  2621  feature 
one  and  two  autosensing  10/100 
Ethernet  ports,  respectively.  Both 
models  also  have  slots  for  two  WAN 
interface  cards  (WIC),  one  network 
module  and  an  internal  Advanced 
Integration  Module  (AIM). 

Old  WICs  not  outdated 

For  investment  protection,  the 
Cisco  2620  and  2621  support  the  same 
WICs  that  are  available  for  the  Cisco 
1600  series,  2600  series,  3600  series 
and  the  recently  announced  Cisco 
1720  VPN  access  router.  These  mod¬ 
ules  include  serial,  ISDN  Basic  Rate 
Interface  and  integrated  CSU/DSU 
options  for  primary  and  backup  WAN 
connectivity. 

The  Cisco  2620  and  2621  support 
software-based  data  encryption,  data 
compression  and  inter-VLAN  routing 
based  on  Cisco’s  Inter-Switch  Link 
trunking  protocol  for  Fast  Ethernet. 

The  2600  series’  new  data  compres¬ 
sion  feature  is  an  AIM  that  allows  cus¬ 


tomers  to  deploy  network  services 
such  as  voice  without  increasing  WAN 
bandwidth,  Cisco  says. 

For  firewalling,  the  routers  now 
support  the  Cisco  IOS  Firewall  fea¬ 


ture  set  software,  which  includes 
IP  Security  tunneling,  Context- 
based  Access  Control,  Java  blocking, 
protection  from  denial-of-service 
attacks,  real-time  alerts  and  audit- 


trail  logging. 

The  2620  and  2621  routers  cost 
$2,295  and  $3,095,  respectively,  and 
are  shipping  now. 

The  data  compression  AIM  costs 
$995,  and  the  Cisco  IOS  Firewall  fea¬ 
ture  set  is  $1,200;  both  are  available 
now. 


©  Cisco:  (408)  526-4000 
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Visit  our  web  site  or  call: 

RAD  Data  Communications,  Inc.  http://www.rad.com  e-mail:  market@radusa.com  Toll  Free:  1-800-444-7234  International:  Telephone:  .972-3-6' 
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Optimize  the  performance  of  your  applications  with  Frame  That  Fits  from  Sprint 

In  the  1998  annual  Data  Comm  Users’  Survey,  Sprint  was  rated  the  preferred  carrier  for 
frame  relay  services?  And  no  wonder.  With  Sprint  Frame  Relay  Service,  you  won’t  have  to 
force-fit  your  data  applications.  That’s  because  we’ve  revolutionized  frame  relay  with  different 
classes  of  service.  So  your  SNA  and  LAN  traffic  are  both  optimized,  for  performance  comparable 
to  private  line. What’s  more,  well  install,  monitor  and  maintain  your  network  to  smooth  the 
transition.  And  we  provide  industry-leading  performance  guarantees.  It’s  a  perfect  fit  that  works 
for  you.  Business  Runs  on  Data.  Data  Runs  on  Sprints.M  www.sprint.com/data  1-888-380DATA 


We  help  your  business  do  more  business ® 


•  Data  Communications  Magazine,  August.  1998.  ©1998  Sprint  Communications  Company  L.P. 
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■  A  leading  competitive  local 
exchange  carrier  ( CLEC)  has 
reinstalled  its  founder  as  CEO 
following  mounting  financial 
losses.  E-spire  Com¬ 
munications 
founder  Anthony 
Pompliano  has  re¬ 
placed  Jack  Reich, 
who  late  last  month  resigned  as 
president ,  CEO  and  director  of 
the  Annapolis  Junction,  Md., 
company.  Despite  almost 
tripling  revenue  in  its  nearly  50 
markets,  E-spire  post¬ 
ed  a  third-quarter 
loss  of  $12.4  mil¬ 
lion.  The  company  blames 
customers’ shift  to  expensive  on- 
net  fiber,  as  well  as  Year  2000 
upgrades  and  other  back-office 
expenses.  CLECs  have  weath¬ 
ered  several  tough  months  as  a 
result  of  volatility  in  the  stock 
and  high-risk  bond  markets. 

■  The  Federal  Com¬ 
munications  Com¬ 
mission  is  threatening 
Sprint  and  its  Mexican  part¬ 
ner,  Telefonos  de 
Mexico  (Telmex), 
with  penalties  for  violating  the 
regulatory  terms  of  their  joint 
venture.  The  FCC  alleges  Telmex 
is  not  reducing  its  rates  to  com¬ 
plete  calls  from  the  U.S.  fast 
enough,  and  that  it  is  continu¬ 
ing  to  charge  competitors  high 
surcharges  on  international 
traffic.  Sprint  and  Telmex  have 
30  days  to  show  why  Telmex's 
actions  do  not  violate  condi¬ 
tions  imposed  by  the  FCC  when 
it  approved  the  joint  venture 
earlier  this  year. 

■  Nearly  a  year  after  carriers 
began  imposing  univer¬ 
sal-service  sur¬ 
charges,  the  federal  gov¬ 
ernment’s  school-subsidy  pro¬ 
gram  for  network  services  has 
finally  begun  doling 
out  money.  The  govern¬ 
ment-chartered  Schools  and 
Libraries  Cory,  issued  about 
3,000  commitment  letters  to 
school  districts  pledging  funds 
totalling  $73  million  in  E-rate 
discounts  for  Internet  access, 
telecom  services  and  internal 
connections. 
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AT&T,  MCI  WorldCom  heat  up  local  frame  relay 


By  David  Rohde 

Bedminster,  N.J. 

AT&T  and  MCI  WorldCom 
are  gearing  up  to  go  after  frame 
relay  business  users  who  have 
many  sites  in  a  single  local  call¬ 
ing  area.  Their  primary  weapon: 
lower  prices. 

The  two  long-distance  giants 
have  disclosed  that  they  are 
ready  to  install  multiple  frame 
relay  sites  in  a  single  local  access 
and  transport  area  (LATA).  In 
those  locations  the  carriers  will 
use  new  bundled  prices  for  the 
port  on  the  frame  relay  switch 
and  the  access  line  to  each  cus¬ 
tomer  site. 

The  new  prices  are  signifi- 
candy  less  than  what  AT&T  and 
MCI  WorldCom  ordinarily 
charge  on  the  frame  relay  port 
for  regional  and  national  con¬ 
nections  (see  graphic). 

Until  now,  such  so-called 
intra-LATA  frame  relay  has  been 
dominated  by  regional  Bell 
operating  companies,  all  of 
whose  traffic  must  remain  with¬ 
in  a  LATA.  RBOCs  have  tended 
to  offer  relatively  inexpensive 
frame  relay  to  retailers,  govern¬ 
ment  agencies  and  others  with 
many  nodes  to  connect  in  a  sin¬ 
gle  local  area. 

AT&T’s  new  service  —  an¬ 
nounced  late  last  month  and 
called  simply  AT&T  local  frame 
relay  —  became  possible  after 
its  mid-summer  acquisition  of 
competitive  local  exchange  car¬ 
rier  Teleport  Communications 
Group.  The  deal  gave  AT&T  a 


wealth  of  new  access  lines  to 
reach  customer  sites,  says  Tom 
Noone,  AT&T’s  data-services 
marketing  director.  Even  so,  the 
service  will  be  available  at  the 
same  price  if  the  RBOC  is  the 
only  local  access  choice,  Noone 
says. 

AT&T’s  service  begins  in 
Chicago,  Indianapolis,  Detroit 


under  which  MCI’s  prices 
undercut  AT&T’s  if  the  access 
line  travels  over  traditional 
RBOC  circuits.  Prices  fall  even 
lower  if  one  of  MCI’s  On-Net 
local  rings  can  reach  the  cus¬ 
tomer  premise  (see  graphic) . 

In  addition,  both  carriers  are 
offering  to  put  a  user’s  local  and 
national  traffic  on  the  same 


high  prices  and  the  state’s  huge 
number  of  nearby  sites  to  con¬ 
nect,  it  chose  Bell  Atlantic 
instead,  says  Richard  Glasberg, 
the  state’s  director  of  data  com¬ 
munications. 

AT&T’s  new  local  prices  are 
“not  bad,  much  more  attrac¬ 
tive,”  Glasberg  says.  “But  the 
truth  of  the  matter  is  that  Bell 


YOU  DESERVE  A  BREAK  TODAY 

The  new  approach  to  local  frame  relay  service  that  AT&T  and  MCI  WorldCom  are  taking  includes  much  lower 
prices  than  the  companies’  long-distance  frame  relay  services. 


Port  speed 

AT&T  long¬ 
distance  frame 
relay  price 

MCI  WorldCom 
long-distance 
frame  relay 
price 

AT&T  local 
frame  relay 
price  for  all 
access  lines 

MCI  WorldCom 
local  frame  relay 
price  on  resold 
access  lines 

MCI  WorldCom 
local  frame  relay 
price  on  its  own 
access  lines 

56K  bit/sec 
frame  relay 

$295  for 
port  only 

$268  for  port 
only 

$255  for  port 
and  access  line 

$216  for  port 
and  access  line 

$116  for  port  and 
access  line 

T-l  frame 
relay 

$2,690  for 
port  only 

$2,327  for  port 
only 

$1,100  for  port 
and  access  line 

$696  for  port 
and  access  line 

$546  for  port  and 
access  line 

Note:  Permanent  virtual  circuits  are  additional.Term  and  volume  discounts  not  included.  AT&T’s  local  prices  represent  expected 
range  in  advance  of  tariff  approval. 


SOURCES:  AT&T,  BASKING  RIDGE,  NJ. ;  MCI  WORLDCOM,  WASHINGTON,  D.C. 


and  Milwaukee  this  month. 

MCI  WorldCom’s  service, 
called  Metro  Frame  Relay,  has 
not  received  a  formal  send-off, 
but  it’s  ahead  of  AT&T’s  offer¬ 
ing,  company  officials  claim. 
“We  already  have  140  cities  of 
Metro  Frame  Relay  capability,” 
says  John  Scarborough,  MCI 
WorldCom’s  director  of  data- 
services  product  marketing. 

MCI  released  to  Network  World 
a  two-tier  pricing  schedule 


switch  platform  so  the  traffic 
can  operate  over  a  single  frame 
relay  net  with  identical  features. 
Despite  the  improved  pricing 
and  features,  MCI  WorldCom 
and  AT&T  have  their  work  cut 
out  for  them  to  wrest  frame 
relay  business  away  from 
RBOCs,  users  say. 

For  example,  the  Massachu¬ 
setts  state  government  briefly 
considered  AT&T  several  years 
ago,  but  because  of  AT&T’s 


Pledging  Allegiance  to  telco  competition 

Royce  Holland,  MFS’s  former  chief,  is  in  the  telecom  game  again . 


As  one  of  MFS 
Communications’ 
founders,  Royce 
Holland  was  a  dri¬ 
ving  force  behind  the  Tele¬ 
communications  Act  of  1996 
and  other  regulatory  changes 
that  helped  competitive  local 
exchange  carriers  (CLEC) 
barge  into  regional  Bell  operat¬ 
ing  company  territory.  MFS  has 
since  merged  with  WorldCom, 
but  Holland  has  resurfaced  as 
CEO  of  a  new  Dallas  CLEC 


called  Allegiance  Telecom.  He 
spoke  recendy  with  Network 
World  News  Director  Bob 
Brown  about  getting  back  in 
the  telecommunications  game. 

What’s  the  latest  on 
Allegiance? 

We  were  fortunate  to  raise 
about  $570  million  over  a  10- 
month  period  through  venture 
funding,  high-yield  bonds  and 
our  initial  public  offering.  We 
have  enough  cash  now  to  build 


networks  in  18  of  our  24  target 
local  markets,  plus  our  ATM 
network.  We’ll  be  adding  one 
market  per  month  all  through 
next  year  and  the  first  quarter  of 
the  year  2000,  which  will  get  us 
to  24  markets. 


What  services  are  being 
offered  by  your  company  at  this 
point? 

Up  until  now  we’ve  been 
offering  local  and  long-distance 
See  Holland,  page  38 


Atlantic  has  all  the  local  loops, 
so  you  have  to  be  concerned 
about  how  many  players  you’re 
working  with.  I  don’t  want  to 
be  the  referee  in  that  match.” 

Likewise,  the  state  of 
Delaware  principally  uses  Bell 
Atlantic  frame  services  though  it 
maintains  a  Switched  Multi¬ 
megabit  Data  Service  link  with 
MCI  WorldCom  to  Washington, 
D.C.  The  new  pricing  is  “inter¬ 
esting,  but  it’s  still  probably  out 
of  the  ballpark,”  says  Peter 
LaVenia,  director  of  Delaware’s 
office  of  telecommunications 
technologies. 

Users  who  pick  the  long-dis¬ 
tance  carriers  must  also  steer 
clear  of  at  least  one  pitfall, 
warns  Tom  Jenkins,  an  analyst 
at  TeleChoice,  a  consultancy  in 
Boston.  For  example,  AT&T’s 
new  T-l  local  frame  relay  price 
of  $1,100  applies  only  if  every 
branch  pennanent  virtual  cir¬ 
cuit  (PVC)  terminating  at  the 
data  center’s  port  is  within  the 
LATA,  Jenkins  notes.  As  soon  as 
a  single  long-distance  PVC  is 
introduced,  the  T-l  price  jumps 
to  the  much  higher  $2,690 
price  of  the  regular  AT&T 
frame  relay  pricing  schedule.  II 
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HP.  Better  color,  no  matter  what  you’re  printing. 

Introducing  a  new  line  of  HP  Color  LaserJet  printers.  Be  it  good  times  or  fantastic 
times,  people  want  great  color  printouts.  Which  is  why  our  new  fast  and  affordable 


HP  Color  LaserJet  printers  start  at  $2,499. 


HEWLETT® 

PACKARD 


Expanding  Possibilities 


RECORD 

PROFITS! 


Color  LaserJet  printers  offer  our  exclusive  ImageREt  Color  Layering  technology.  Rather  than  placing  red  dots  next  to 
yellow  dots  to  create  the  illusion  of  orange,  our  process  literally  mixes  the  colors  to  create  real  orange.  Or  maroon. 
Or  millions  of  other  colors.  All  at  impressive  printing  speeds,  up  to  6  ppm.  Visit  www.hp.com/go/officecolor. 


_ Carriers  &  ISPs _ 

New  room-service  fare:  High-speed  Internet  access 


By  Ellen  Messmer 

Call  it  the  hotel  industry’s  big 
new  idea  in  room  service:  high¬ 
speed  access  to  the  Internet  for 
the  laptop  computer  you  lug 
along  on  your  travels. 

It  took  a  multimillion  dollar 
refurbishment  of  guest  rooms 
to  artfully  conceal  Ethernet 
cabling,  but  the  Hyatt  in  San 
Jose,  Calif.,  and  the  Four 
Seasons  in  Beverly  Hills,  Calif., 
can  be  counted  among  the  first 
dozen  or  so  hotels  to  open 
their  doors  to  the  Internet  on 
behalf  of  their  guests.  The 
hotels  also  added  T-l  Internet 
access  lines  and  Web  servers 
tied  to  the  hotels’  rooms. 

“We  now  have  285  rooms  and 
11  meeting  rooms  wired  up,” 
says  Kurt  Englund,  rooms  divi¬ 
sion  manager  at  the  Four 
Seasons  in  Beverly  Hills.  The 
hotel,  which  started  offering  the 
service  last  month,  is  charging 
$9.95  for  unlimited  full-day 
LAN  access  to  the  ’Net.  The  San 
Jose  Hyatt  already  offers  Inter¬ 
net  access  service  and  charges 
$11.95  per  day. 

“We’re  undergoing  a  $17 
million  renovation  of  the  prop¬ 
erty,  and  part  of  it  is  to  wire  up 
the  buildings  for  the  Web  serv¬ 
er  and  the  Internet,”  says  Jeff 


Burg,  executive  account  man¬ 
ager  at  the  San  Jose  Hyatt.  “In 
the  heart  of  Silicon  Valley,  our 
guests  expect  traditional 
amenities  —  and  they  also  are 
used  to  high-speed  connectivity 
in  their  offices.  We’re  giving 
them  that  at  T-1  speeds.” 

The  separate  Ethernet  con¬ 
nection  lets  guests  connect  to 
their  intranets  while  leaving 
their  phones  open  for  voice 
calls. 

Hyatt  has  ordered  specially 
constructed  desks  —  dubbed 
the  “smart  desk”  —  that  dis¬ 
cretely  hide  an  Ethernet  port 
and  cabling.  The  Hyatt  now 
has  261  rooms  set  up  for  high¬ 
speed  Internet  access. 

“The  plan  is  to  put  [access] 
in  every  bedroom,  at  the  spa 
and  at  poolside  —  wherever 
anyone  goes,”  Burg  says.  The 
cost  to  refurbish  one  room 
with  high-speed  access  wares 
runs  between  $500  and  $1,000. 

The  Beverly  Hills  Four 
Seasons  and  the  San  Jose  Hyatt 
have  based  their  Internet  ser¬ 
vices  on  gear  from  Atcom/Info, 
a  San  Diego,  Calif.,  vendor  that 
sells  a  package  called  the  iPort 
Internet  Access  System.  “iPort 
is  an  NT-based  combination  of 
Web  server,  router,  Microsoft 


SQL  server  and  billing  engine,” 
says  Tom  Caldwell,  Atcom/ 
Info’s  vice  president  of  business 
development. 

The  biggest  technical  prob¬ 
lem  in  trying  to  establish  plug- 
and-play  Ethernet  connections 
for  guests  appears  to  center 
around  a  user’s  IP  address.  If 
an  individual’s  laptop  is  config¬ 
ured  to  use  the  Dynamic  Host 
Configuration  Protocol,  the 
iPort  Internet  Access  System 
can  simply  assign  an  IP  address 
to  the  laptop.  The  user  sees  a 
screen  asking  him  to  acknowl¬ 
edge  the  daily  service  charge. 

However,  if  a  user  has  a  fixed 
IP  address,  he  must  open  his 
browser  and  try  to  access  his 
home  page.  According  to  Cald¬ 
well,  the  iPort  NT  server  then 
“spoofs”  the  user’s  corporate 
network.  “We  alias  the  domain 
name  server,”  Caldwell  says.  “We 
translate  the  packets  on  the  fly 
from  your  Web  proxy  to  ours.” 

Caldwell  says  an  early  attempt 
to  get  guests  to  install  special  IP 
configuration  software  on  their 
computers  failed  because,  not 
surprisingly,  people  were  unwill¬ 
ing  to  go  through  the  hassle. 

Recently,  Atcom/Info  also 
reached  the  conclusion  that  not 
all  hotels  are  willing  to  install 


and  maintain  Internet  and  LAN 
gear.  Therefore,  the  firm  will 
soon  offer  a  service  that  will  let 
multiple  hotels  use  an  Internet 
server  located  remotely  in  an 
Atcom/Info  facility. 


Atcom/Info’s  main  competi¬ 
tor,  Wayport  of  Austin,  Texas, 
offers  a  similar  service.  Wayport 
says  it  has  connected  almost 
1,200  rooms  in  eight  hotels  in 


the  Austin  area,  and  plans  to 
expand  nationally  with  the  help 
of  venture  capital  financing 
from  Sevin  Rosen  Funds  and 
Trellis  Partners. 

While  it  was  hard  to  pin  down 
Wayport  on  specific 
monthly  service  charges, 
Dirk  Heinen,  company 
vice  president  of  market¬ 
ing,  says  initial  installa¬ 
tion  charges  are  typically 
$10,000  for  a  meeting 
room. 

At  the  Four  Seasons 
Hotel  in  Austin,  where 
guest  rooms  have  been 
wired  with  the  Wayport 
service  since  August 
(daily  charge  for  use: 
$8.95),  the  director  of 
sales  and  marketing, 
Don  Kerchof,  acknowl¬ 
edges  the  biggest  hur¬ 
dle  is  the  problem  of  IP 
addressing. 

If  the  guest  has  a  fixed 
IP  address,  the  Wayport 
service  requires  him  to 
reconfigure  his  laptop 
software  for  an  assigned 
dynamic  IP  address.  “Guests  will 
do  this,  and  Wayport  has  a  cus¬ 
tomer-support  service  line  to 
help,  which  has  been  great,” 
Kerchof  says.  ■ 


The  Four  Seasons  Hotel  in  Los  Angeles  is  wired 
for  the  Internet. 


Holland 

Continued  from  page  35 

services.  We’re  in  the  process 
now  of  turning  up  our  ATM 
network,  and  we’re  installing  a 
ton  of  Cisco  routers 
and  Ascend  frame 
relay  switches.  We’ll 
be  rolling  out  in  this 
quarter  a  package  of 
frame  relay  services, 

Internet  access,  Web 
server  hosting  and 
Web  page  design. 

We’ve  got  a  high¬ 
speed  backbone  that 
we’re  leasing  from 
Sprint  that  connects 
all  of  our  local  mar¬ 
kets.  We’ve  got 
Internet  access  points  from  two 
major  Internet  backbone  pro¬ 
riders,  UUNET  and  PSINet. 

The  key  for  us  is  to  use  our 
local  service  as  a  platform.  If 
you  want  to  buy  Web  server 
hosting,  long  distance  or  any¬ 
thing  else  from  Allegiance,  we 
wouldn’t  just  sell  that  to  you. 
You’ve  got  to  take  the  local  ser¬ 
vice  from  us.  If  we  don’t  have 


the  local  service,  the  profit 
margins  for  a  lot  of  the  other 
things  start  to  get  fairly  thin. 

Who  are  your  target 
customers? 

Generally,  mid-size  and  small 
businesses.  We’re  not 
providing  DS-ls  and 
DS-3s  like  we  did  at 
MFS.  We’re  providing 
services  over  the  pipes 
and  going  after  a  very 
large  number  of  cus¬ 
tomers,  but  they  only 
average  about  10  lines 
apiece.  That  type  of 
company  makes  up 
about  two-thirds  of  the 
business  market. 

What’s  the  biggest 
difference  in  operating  a  CLEC 
now  vs.  before  the  telecom  act? 

At  MFS  we  had  to  go  out  and 
spend  up  to  two  years  before 
we  could  start  service  in  a  mar¬ 
ket.  You  had  to  go  get  city  fran¬ 
chises,  rights  of  way,  you  had  to 
go  cut  up  the  streets  to  put  in 
fiber  before  you  could  ever  sell 
anything.  Now  we  go  in  and 
put  in  a  switch,  and  we  collo¬ 


Allegiance  will  soon 
offer  Web  hosting 
and  page  design  ser¬ 
vices,  Holland  says. 


cate  in  a  huge  number  of  cen¬ 
tral  offices.  In  most  markets, 
we’ll  be  able  to  serve  75%  of 
the  businesses  over  about  a 
two-year  period. 

What  were  the  biggest  lessons 
learned  at  MFS? 

The  importance  of  back- 
office  systems,  which  were  our 
weak  link,  and  I  still  consider 
them  the  weak  link  among  most 
CLECs.  The  lack  of  good  back- 
office  systems  among  CLECs  is 
the  reason  the  Bell  companies 
still  have  98%  market  share  two- 
and-a-half  years  after  passage  of 
the  telecom  act.  Good  back- 
office  systems  are  needed  to 
provide  a  consolidated  package, 
including  consolidated  billing, 
for  voice  and  data  services. 

Not  many  CLECs  can  man¬ 
age,  provision,  install  and  col¬ 
lect  huge  numbers  of  orders 
and  deal  with  huge  monthly  vol¬ 
ume.  We’re  focusing  on  the 
unbundled  loop-type  cus¬ 
tomers,  and  that’s  where  you 
really  have  to  have  the  back- 
office  support.  That’s  what 
we’ve  really  focused  on  putting 
together  over  the  past  year. 


What’s  your  view  of  the  Bells 
now  vs.  when  you  were  compet¬ 
ing  against  them  with  MFS? 

When  I  was  at  MFS  in  the  pre¬ 
telecom  act  era,  the  Bell  compa¬ 
nies  were  subject  to  line  of  busi¬ 
ness  restrictions.  Other  than 
Judge  [Harold]  Greene  chang¬ 
ing  his  mind,  there  was  no  way 
they  were  ever  going  to  be  able 
to  get  into  new  markets,  such  as 
long  distance,  where  they  could 
leverage  their  home  service  ter¬ 
ritories.  So  the  Bell  companies 
naturally  fought  us  tooth  and 
nail  on  everything  we  wanted  to 
do  in  an  effort  to  protect  their 
monopolies.  Some  were  a  litde 
easier  to  deal  with  than  others, 
but  they  were  all  bad. 

What  we’re  seeing  now  is  Bell 
Adantic,  which  then  was  one  of 
the  toughest  to  deal  with,  has 
taken  the  atdtude  that  it  is  going 
to  be  the  first  to  get  into  long 
distance.  We’re  working  closely 
with  Bell  Adandc  now  on  elec¬ 
tronic  bonding  among  opera- 
donal  support  systems.  If  Bell 
Atlantic  does  everything  it  is 
promising  the  New  York  Public 
Service  Commission  it  will  do, 
then  I  expect  Bell  Adantic  will 


get  approved  by  the  first  quarter 
next  year  to  get  into  long  dis¬ 
tance.  Once  one  of  the  Bells 
gets  in  there’s  going  to  be  a  rush 
for  the  long-distance  market 
among  the  RBOCs. 

Until  now  your  companies 
have  only  had  to  deal  with  one 
Bell  per  market.  Will  things 
actually  get  tougher  if  you  get 
more  than  one  of  them  in  each 
of  your  markets? 

We  wouldn’t  have  to  worry 
about  the  non-incumbent  Bell 
other  than  as  another  competi¬ 
tor  in  the  market.  Right  now, 
every  bit  of  business  we’re  get¬ 
ting  we’re  taking  from  the 
incumbent;  we’re  not  taking 
from  other  CLECs.  The  main 
reason  for  this  is  that  the  Bells 
still  have  98%  market  share.  ■ 


Get  more  online: 


•  An  expanded  version 
of  this  interview. 


•  More  CLEC  news. 


www.nwiusion.com 
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WAN  MONITOR 

The  little  start-ups  that  will 


Oave  you  ever  noticed  that 
in  our  industry  the  tail 
wags  the  dog?  Innovative  start¬ 
up  companies  guide  most  new 
technology  development.  Their 
ideas  trickle  into  the  industry 
and  cause  traditional  vendors  to 
make  changes  (or  acquisitions). 

It’s  amazing  that  a  start-up 
can  take  an  idea  and  create  a 
product  in  a  year.  It  is  unfortu¬ 
nate  that  it  takes  at  least  twice  as 
long  for  service  providers  to 
adopt  those  new  technologies. 

New  classes  of  equipment  will 
help  service  providers  solve  two 
problems.  The  first  is  getting  new 
services  out  to  users  in  a  more 
timely  fashion;  the  second  is  cre¬ 
ating  services  that  provide 
advanced  features  and  functions. 

Among  the  forthcoming 
products  are  incredible  edge 
routers  that  will  forward  packets 
at  optical  speeds,  as  well  as  inte¬ 
grate  tunneling,  authentication, 
filtering,  packet  accounting, 


traffic  shaping,  address  transla¬ 
tion  and  more.  With  these 
routers,  service  providers  will  be 
able  to  deploy  a  single  integrat¬ 
ed  platform  instead  of  four  or 
five  black  boxes.  This  integrated 
device  will  reduce  costs  and 
help  service  providers  launch 
services  more  quickly  because 
the  providers  won’t  be  faced 
with  months  of  interoperability 
and  integration  testing. 

With  new  routers,  service 
providers  could  create  different 
types  or  classes  of  services  simply 
by  enabling  or  disabling  specific 
features.  One  service  might 
include  encryption,  tunneling 
and  packet  accounting.  Another 
could  add  on  filtering,  compres¬ 
sion,  policing  and  U'affic  shaping. 

Overlaying  the  services  can  be 
policies  that  guide  service  quali¬ 
ty,  service  accessibility  and  even 
price  based  on  network  address, 
company  and  time  of  day. 

Integrated  devices  also  mean 


you  can  take  most  of  the  little 
boxes  you’ve  got  stacked  up  in 
remote  wiring  closets  and  trade 
them  in  for  a  service  that  does 
the  same  and  more. 

Some  companies  that  will  be 
offering  these  integrated  de¬ 
vices  are  not  yet  household 
names.  They  include  Red¬ 


stone,  Northchurch  and  Shasta. 
Some  of  the  devices  are  being 
built  with  Application  Specific 
Integrated  Circuit-like  technolo¬ 
gy  that  puts  a  great  deal  of  the 
intelligence  in  software,  not 
hardware,  without  sacrificing 
performance.  This  means,  in 
theory,  that  new  features  and 
capabilities  can  be  quickly  and 
easily  added  to  the  box.  This,  in 


turn,  should  mean  that  service 
providers  can  stay  —  well,  not 
one  step  ahead  of  the  curve  — 
but  not  too  many  steps  behind. 

Another  new  class  of  start-up 
is  focusing  on  address  and  ser¬ 
vice  translation  gateways  be¬ 
tween  voice  and  data  networks. 
The  gateways  will  provide  proto¬ 
col  interworking  between 
IP  or  ATM  addresses  and 
feature  translation.  That 
means  you  will  be  able  to 
keep  all  the  advanced 
voice  calling  services  to 
which  you’ve  grown  accus¬ 
tomed,  such  as  time-of-day 
routing,  conference  call¬ 
ing,  messaging  and  fea¬ 
ture  dialing,  even  if  that 
voice  call  is  routed  over  a 
data  network.  Companies  work¬ 
ing  on  these  gateways  include 
Castle  Networks  and  Consoli¬ 
dated  Networks. 

The  next  step  in  the  evolu¬ 
tion  of  these  products  is  to  port 
all  the  enhanced  features  to  the 
data  network  so  packets  can  be 
manipulated  the  same  way 
phone  calls  are.  There’s  a  whole 
IP  telephony  industry  working 


to  make  that  happen. 

Customer  premises  equip¬ 
ment  is  another  new  class  of 
equipment  that  will  help  pro¬ 
viders  bring  more  advanced  ser¬ 
vices  to  market  in  a  more  timely 
fashion. 

This  equipment  bundles 
voice,  data,  Internet  and  video 
into  a  single  protocol  and/or 
onto  a  single  access  line. 

The  provider  will  manage  the 
equipment  as  part  of  a  service, 
so  that  adding  a  new  applica¬ 
tion,  feature  or  service  to  your 
portfolio  can  often  be  done  in 
minutes  through  a  remote  soft¬ 
ware  change.  Carrier  Access 
Corp.  and  Accelerated  Net¬ 
works  are  working  on  these 
products  and  services. 

Within  two  years,  these  ser¬ 
vice-enabling  platforms  will  be 
in  place,  so  service  providers 
can  deliver  more  advanced  ser¬ 
vices  more  quickly  than  ever. 

Brim  is  president  and  Heckart  is 
vice  president  of  TeleChoice,  a  consul¬ 
tancy  in  Boston.  They  can  be  reached 
at  dbriere@telechoice.com  and  checkart 
@telechoice.com. 


Daniel  Briere 
Christine  Heckart 


HP  Color  LaserJet  4500  Series  printers 

Featuring  ImageREt  Color  Lagering 


HP  Color  LaserJet  8500  Series  printers 

Featuring  ImageREt  Color  Layering 


•  Designed  por  workgroups  of  up  to  20  people 

•  4  ppm  color,  16  ppm  black 

•  Supports  a  wide  range  oF  media  including 
envelopes,  labels,  transparencies 

and  soFt-gloss  paper 

•  8  1/2” x  14"  color  auto-duplex  option 

•  High  volume  paper  handling-up  to 
900  sheet  input  capacity 


Starts  at  $2,499 


•  Designed  For  departments  of  up  to  50  people 

•  6  ppm  color,  24  ppm  black 

•  Full  range  of  in-house  color  printing 
Features- up  to  11” x  17"  full-bleed  for  flyers, 
newsletters,  brochures  on  a  wide  range  of  media 

•  11“ x  17”  color  auto-duplex  option 

•  Very  high  volume  paper  handling-up  to  3,100 
sheet  input  capacity 

Starts  at  $5,999 


HP.  Better  color,  no  matter  what  you’re  printing. 

For  more  information  about  our  Color  LaserJet  printers,  visit  www.hp.com/go/officecolor. 
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Expanding  Possibilities 
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Seamless  performance  boost. 

Recently,  the  introduction  of  next- 
generation  Token-Ring  switches  with 
extremely  low  per-port  cost  reassured 
network  managers  that  Token-Ring  is  a 
viable  long-term  strategy. 

As  Network  World  put  it  recently,  “The 
future  will  be  as  bright  for  Token-Ring 
users  as  that  for  Ethernet  users  - 
Gigabit  and  beyond." 

From  16  Mbps  to  100  Mbps. 

In  ten  minutes. 

It  takes  less  than  ten  minutes  to 
upgrade  your  current  Token-Ring 
servers  using  Olicom’s  High  Speed 
Token-Ring  (HSTR)  solution.  How  is 
this  possible?  Simply  because  it's 
totally  compatible  with  today’s  Token- 
Ring  networks.  Olicom’s  HSTR 
products  completely  support  the 


international  standard,  ensuring  that 
upgrades  are  quick  and  easy. 

$750  Trade-in  Offer. 

From  now  until  December  31,  1998, 
we  are  offering  to  trade  in  your 
current  Token-Ring  networking  equip¬ 
ment  -  whatever  they  may  be  -  for  our 
new  HSTR  devices.  And  we’ll  offer  you 
$750  off  the  price  of  each  new 
Crossfire  8600  switch  purchased. 
Connect  Olicom’s  HSTR  uplink  module 
to  your  Crossfire  8600,  and  your 
Token-Ring  switch  is  ready  to  deliver 
High-Speed  networking  performance. 

The  lowest  cost  HSTR  solutions 
available. 

Olicom’s  stackable  solution  provides 
the  lowest  cost  to  High  Speed  Token- 
Ring.  We  guarantee  it. 


Contrasted  with  competitive 
approaches,  our  price  per  port 
includes  a  stacker  link  and  essential 
functions  such  as  Source  Route 
Bridging,  RMON  and  Port  Mirroring. 

Protect  your  Token-Ring 
investments  with  ClearStep. 

Olicom’s  Clearstep 
Technology 
Migration  Strategy 
provides  a 
comprehensive  suite 
of  products  and 
services  to  help  you  take  mission- 
critical  Token-Ring  networks  into  the 
future  -  no  matter  what  networking 
technology  you  choose. 


olicom  & 

Clear 

Step” 

The  Token-Ring 
Migration  Strategy 


olicom 


Olicom  Inc. 

1680  N.  Prospect  Drive.  Richardson.  Texas  75081 
Call:  1-800-20LICOM  (1-800-2654266)  or  visit  our  website:  www.olicom.com 
Free  Product  info  enter  NWInfoXpress  #11  online  @  www.networkworld.com/infoxpress 
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Subscription  Application! 


I  want  to  receive/continue  to  receive 
my  FREE  subscription  to  Network  World. 

No,  thank  you. □ 


Signature  (required)  Date 

TO  QUALIFY:  You  must  supply  your  company  name  and  address.  If  military,  please  specifiy  branch/base.  If 
government  please  specify  division. 


Name 


Title 


Company 


Division/Mail  Stojy'Military  Branch  or  Base 


Street  Address 


City  State  Zip 

If  there  is  a  parent  company,  please  provide  name: _ 

□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


Street  Address 


City 


State  Zip 


Business  phone  ( _ ) _ FAX  ( _ ) _ 

Internet  E-mail  address _ 

Would  you  like  to  receive  our  weekly  e-mail  news  update  “inFusion"  ?  □  Yes  □  No 

Would  you  like  to  receive  periodic  information  via  e-mail  on  3rd  party  networking  products/services?  □  Yes  □  No 


Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications. 

ALL  questions  must  be  answered.  Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified 
US  applicants.  Foreign  and  Canadian  rates  available  upon  request. 


D 

What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 

OLD  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/ 

Recreation 

06.  □  Media/TV/Cable  /Radio/Print 

07.  □  Retail/Wholesale  Trade/ 

Business  Services 

08.  □  Transportation 

09.  □  Utilities 

10.  □  Education 

11.  □  Process  Industries 

(Mining/Construction/Petroleum 

Refining/Agriculture/Forestry) 

12.  □  Government  (Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consulting  (Independent)* 

16.  □  Carriers/lnterconnects 

17.  □  Internet  Service  Provider  (ISP) 

18.  □  Manufacturing  (Computer/ 

Communications/OEM) 

19.  □  Resellers  of  Computer/Network 

Products  (VARs,  VADs) 

20.  □  Systems/Network  Integrators* 

21.  □  Distributors  (Computer/ 

Communications)’ 

22.  □  Other  (please  specify) 

*  Please  complete  form  based  on  largest 
client. 

2. 

What  is  your  job  function? 

(check  ONE  only) 

NETWORK  IS  MANAGEMENT: 

1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 

4.  □  IS/IT/MIS/CIO/Systems  Management 

5.  □  Intemet/Intranet/Electronic 

Commerce  Mgmt.,  Webmaster 

6.  □  Engineering  Management 

7.  □  Corporate  Management  (CEO, 

Pres.,  VP,  Dir.,  Mgr.,  financial 
Management) 

8.  □  Consultant  (Independent) 

9.  □  Other 
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What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 
recommend  or  approve  the  purchase  of?  (Please  print  (tie  appropriate  number  code  an  the  line  next  to  each 


product  category.  Please  complete  ALL  categories  A-N.) 


1.  {100  Million  or  more  j 

2.  $50  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million  B 

4.  $10  to  $24.9  Million 

5  $1  to  $9.9  Million  £ 

6.  $100,000  to  $999,999  p 

7.  $50,000  to  $99,999  E 

8.  Under  $50,000  f 

9.  None  of  the  above 


Large  Systems 
(Mainframes/Minis) 

Desktops 

(Micros/Laptops/Workstations) 

Servers 

LANs 

WAN  Equipment 
Carrier  Services 


G 

N 

I 

) 

K 

L 

M 

If 


Internetworking 

Internet 

Intranet 

Extranet 

Remote  Access 

Peripherals 

Software 

Service/Support 


0 


a  What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  ONE  only) 


I.  □  100+  2.  □  50  -  99  3.  □  20  -  49  4.  □  10  -  19  5.  □  2  -  9  6.  □  I  7.  □  None 


5. 

What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  box  in  each  column) 

1 

SERVERS 

CUENTS 

LANS 

I  At  Location 

Entire  Org.  1 

At  Location 

Entire  Org.  1 

At  Location 

Entire  Org.  1 

A 

B 

c 

D 

E 

f 

□ 

1. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

8. 

none 

□ 

□ 

1. 

none 

□ 

□ 

8. 

none 

□ 

Ql 

What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 

A.  Scope  (check  one  only) 

1. D  Corporate/Enterprise 

2.  □  Department 

3.  □  None 

B.  Involvement  (check  ALL  that  apply) 

!.□  Create  Network  Strategy  Evaluate 

2.  □  Recommend/Specify  ^  the  Need 

3.  □  Approve  6.  □  None 

» 1  What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

(check  ONE  In  each  section) 

A.  At  your  location: 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

B.  Entire  organization: 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

2.  □  10,000  -  19.999 

6.  □  500  -  999 

2.  □  10,000  -  19,999 

6.  □  S00  -  999 

3.  □  5.000  -  9,999 

7.  □  250  -  499 

3.  □  5,000  -  9,999 

7.  □  499  or  less 

4.  □  2,500  -  4,999 

8.  □  249  or  less 

4.  0  2,500  -  4,999 

Please  indicate  the  products/services  that  you  are  currently  involved  in  purchasing  or  plan 
to  purchase:  (chock  ALL  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET - 

A  B 

□  OLD  Internet  Services/Web  Hosting 

□  02.D  Firewalls/Security/Encryption 

□  03.  □  Web  Servers/Software 

□  04.  □  Web  Servers/Hardware 

□  05.  □  TCP/IP  Software 

□  06.  □  Management/Monitoring  Software 
LOCAL-AREA  NETWORKS/  INTERNETWORKING- 

A  B  A 

□  18.  □  Local-Area  Networks 

□  19.  □  Network  Operating  System 

Software 

□  20.  □  Servers 

□  21.  □  Print  Servers 

□  22.  □  Routers 

□  23.  □  ATM  Switches 

□  24.  □  Token-Ring  Switches 

□  25.  □  Ethernet  Switches 

□  26.  □  Fast  Ethernet 

□  27.  □  Gigabit  Ethernet 

COMPUTERS/PERIPHERALS _ 


□  07.  □  Voice/Video  Over  IP 

□  08.  □  VPN  Equipment/Services 

□  09.D  Legacy  Integration  Tools 

(Web  to  Host) 

□  I0.D  Web  Development  Tools  (JAVA, 

ActiveX,  etc.) 

□  I  !.□  Push  Technology 


□  I2.D  Web  Browsers 

□  I3.D  Intranet  Applications/Groupware 

□  I4.D  Search/Retrieval  Products 

(web  crawler) 

□  I5.D  Electronic  Commerce  Tools 

□  I6.D  Web  Authoring  Tools 

□  I7.D  Other _ 


□  28.  □ 

□  29.  □ 

□  30.  □ 

□  31. □ 

□  32.  □ 

□  33.  □ 

□  34.  □ 

□  35.  □ 

□  36.  □ 


Layer  3  Switches  □  37.  □ 

Network  Storage  Devices  □  38.  □ 

(NASs,  SANs)  □  39.  □ 

LAN  Storage/Backup  □  40.  □ 

Optical  Storage/Backup/  DBI.D 

Jukeboxes  □  42,  □ 

Disk  Storage/Backup  □  43.  □ 

Tape  Storage/Backup  □  44.  □ 

RAID  Storage/Backup  □  45.  □ 

Network  Test/Diagnostic  Tools  □  46.  □ 
Cables,  Connectors,  Baiuns 


UPS 

Network  Interface  Cards  (NICs) 
Hubs 

Intelligent  Hubs 
Stackable  Hubs 
Bridge/Router 

SNMP  Network  Management 
Gateways 

Concentrators/Repeaters 
Other  (please  specify) 


□  47.  □  Thin  Clients/Network  □  50.  □ 

Computers  (NCs)  □  51.  □ 

□  48.  □  Laptops/Notebooks/Sub-Notebooks  □  52.  □ 

□  49.  □  Micros/PCs  □  53.  □ 

REMOTE/WIRELESS  COMPUTING _ 

A  8  A  e 

□  58.  □  Remote  Access  Products 

□  59.  □  Remote  Access  Services 

□  60.  □  PDAs 

SOFTWARE/APPLICATIONS _ 


Minis 

Mainframes 
Workstations 
Printers/Network  Printers 


□  54.  □  CD-ROM/DVD 

□  55.  □  Fax/Modem  Boards 

□  56.  □  Memory/Chips/Boards/Cards 

□  57.  □  Other _ 


□  61.  □  PCMCIA  Devices 

□  62.  □  Wireless  Data 

Equipment/Services 


□  63.  □  Cellular  Equipment  &  Services 

□  64.  □  Other  (please  specify) 


□  65.  □  Network  Management 

□  66.  □  Systems  Management 

□  67.  □  Security 

□  68.  □  Communications  Software 

□  69.  □  Terminal  Emulation 

□  70.  □  Operating  Systems 

□  71.  □  Applications  Development  Tools 

□  72.  □  Database  Management/  RDBMS 

□  73.  □  Groupware 

□  74.  □  Workflow 


□  75. 

□  76. 

□  77. 

□  78. 

□  79. 

□  80. 
□  81. 
□  82. 
□  83. 

WIDE-AREA  NETWORK  EQUIPMENT  &  SERVICES 


□  92. □  56  Kbps  Modems 

□  93. □  Under  56  Kbps  Modems 

□  94.  □  Cable  Modems 

□  95.  □  Asynchronous  Transfer 

Mode  (ATM) 

□  96.  □  Frame  Relay  Equipment/ 

Services 

□  97.  □  ISDN  Equipment  8  Services 

□  98.  □  FT-l/T-l/T-3  Multiplexers/Services 


□  EDI 

□  E-mail 

□  Desktop  Videoconferencing 

□  Suites/ferver  Suites 
(Back  Office,  etc) 

□  Middleware 

□  Document  Management 

□  Site  Metering  Tools 

□  Computer  Telephony 
Integration  (CT1) 


□  84.  □  Data  Warehousing 

□  85.  □  Anti  Virus  Software 

□  86.  □  Multimedia 

□  87.  □  Vr.  2000  Conversion 

Software  (Y2K) 

□  88.  □  Helpdesk 

□  89.  □  Wen  Based  Management  Tools 

□  90.  □  Directory  Services 

□  91.  □  Other  (please  specify) 


□  99.  □  xDSL  Services/Products 

□  I00.D  Diagnostic/Test  Equipment 

□  I0I.Q  DSU/CSU 

□  102.  □  PBXs 

□  I03.D  Videoconferencing 

□  104.  □  Leased  Lines 

□  I05.D  Switched  Data 

□  I06.D  Virtual  Private  Networks  (VPN) 

□  I07.D  FRADs 


□  1 08.  □  Managed  LAN/Router  Services 

□  109.0  Other _ 

□  IIO.O  Outsourcing/Systems 

Integration  Services 

□  1 1 1. □  Education/Training  Services 

□  1 12. □  None  of  the  above  (l-l  1 1) 


Please  indicate  the  platforms  that  are  currently  installed/planned:  (check  all  that  apply) 

A.  Currently  installed  B.  Planned  for  purchase 


NETWORK  PROTOCOLS. 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

□  03.  □  SNA 

UN  ENVIRONMENT _ 


□  04.  □  Novell  IPX/SPX 

□  05.  □  APPC/APPN/LU  6.2 

□  06.  □  NETBIOS 


□  07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other_ 


□  10.  □  Gigabit  Ethernet 

□  II.  □  Switched  Ethernet 

□  12.  □  Fast  Ethernet  (100  Megabit 

Ethernet) 

□  13.  □  Ethernet 

NETWORK  OPERATING  SYSTEM  _ _ 


□  14.  □  ATM 

□  15.  □  Token  Ring/Token  Ring 

Switching 

□  16.  □  IP  Switching 

□  1 7.  □  Layer  3  Switching 


□  18.  □  EDDI 

□  19.  □  100Base-T 

□  20.  □  I  OBase-T 

□  21.  □  Fibre  Channel 

□  22.  □  Other  _ 


□  23.  □  Windows  NT 

□  24.  □  Windows  NT/Advanced  Server 

□  25.  □  Novell  IntranetWare 

□  26.  □  Novell  (NetWare  5J() 

COMPUTER  OPERATING  SYSTEM _ 

□  33.  □  NT  Server 

□  34.  □  NT  Workstation 

□  35.  □  Unix/Xenix/AlX/SCO 

□  36.  □  Solaris 

□  37.  □  Windows 


□  27.  □  Novell  (NetWare  4.X) 

□  28.  □  Novell  NetWare  2.X,  3.X) 

□  29.  □  Microsoft  (LAN  Manager) 

□  30.  □  Banyan  (VINES) 


□  31.  □  IBM  (Server) 

□  32.  □  Other  (please  specify) 


□  38.  □  Windows  95 

□  39.  □  Windows  98,  ,9x 

□  40.  □  DOS 

□  41.  □  OS/2,  OS/2  Warp 

□  42.  □  IBM  MVS/VM/VSE 


□  43.  □  Digital  VMS 

□  44.  □  Macintosh 

□  45.  □  Other  _ 


□  46.  □  None  of  the  above  (1-45) 


Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your  location? 

(check  ALL  that  apply  in  a 


A.  Servers 

B. 

Clients 

A. 

Servers 

B.  Clients 

Power  PC 

□ 

01. 

□ 

486,  386,  286 

□ 

07. 

□ 

Power  Mac 

□ 

02. 

□ 

Sun  Sparc 

□ 

08. 

□ 

Mac  Other 

□ 

03. 

□ 

Rise 

□ 

09. 

□ 

Multiprocessor  Servers 

□ 

04. 

□ 

Alpha 

□ 

10. 

□ 

Pentium  II  (Pll) 

□ 

05. 

□ 

Other 

□ 

II. 

□ 

Pentium/Pentium  Pro 

□ 

06. 

□ 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

(check  ALL  that  apply) 


A  -  Mainframes 
(Large  Scale) 

1.  □  IBM 

2.  □  Amdahl 

3.  □  Cray 

4.  □  Hitachi 

5.  □  Unisys 

6.  □  Other  _ 


B  -  Minis  (Midrange) 

1.  □  IBM  R5/6000 

2.  □  IBM  AS/400 

3.  □  Digital 

4.  □  Tandem 

5.  □  Unisys 

6.  □  AT&T  GIS 

7.  □  H-P 

8.  □  Data  General 

9.  □  Other _ 


C  -  Workstations 

1.  □  Sun  Microsystems 

2.  □  Silicon  Graphic 

3.  □  Digital 

4.  □  H-P 

5.  □  IBM 

6.  □  Other _ 


What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ONE  only) 


01.  □  $20  billion  or  more 
02.  □  $10  billion  to  $19.9  billion 
03.  □  $1  billion  to  $9.9  billion 
04.  □  $500  million  to  $999.9  million 


05.  □  $100  million  to  $499.9  million 
06.  □  $50  million  to  $99.9  million 
07.  □  $10  million  to  $49.9  million 
08.  □  $5  million  to  $9.9  million 


09.  □  $4.9  million  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  ALL  that  apply) 


I.  □  Europe  2.  □  Asia  3.  □  South  America  4.  □  Australia  5.  □  Middle  East  6.  □  None 


FORM:  9801 


p, 


lease  indicate  the  names  and  job  functions  of  other 
individuals  at  your  location  to  whom  you  would  like  us  to 

send  a  copy  of  NetworkWorld 


NAME 


NAME  _ 


NAME, 


NAME, 


NAME 


JOB  FUNCTION 


JOB  FUNCTION 


JOB  FUNCTION 


JOB  FUNCTION 


JOB  FUNCTION 


Be  Sure  You 
Have  Completed 
the  Following: 

^  Answered  ALL  the 
questions 

'/  Signed  and  dated 
the  form 

^  Provided  your 
name,  title  and 
company  address 


Thank  You! 
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NetworkWorld 

THE  NEWSWEEKLY  OF  ENTERPRISE  NETWORK  COMPUTING 

Were  not  just  the  #1  networking  newsweekly... we’re  a 
full-service  company  providing  you  with  the  best  information 
resources  to  help  you  conquer  your  networking  challenges. 

Your  qualified  subscription  brings  you... 

01  51  FREE  issues  of  Network  World  magazine 

M  FREE  access  to  NW  Fusion,  THE  web  site 
for  the  Network  IS  industry 

■  Access  to  Network  World  software, 
seminars  and  more! 


Send  for  your  FREE  Network  World  subscription  today! 


or  apply  on-line  at:  http://www.nwfusion.com 
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Briefs 


CEO  Ryan  is 

changing  Net-It 
to  Allegris. 


■  IMet-lt  Software 
Corp.,  a  San  Francisco 
maker  of  document  publishing 
software,  last  week  said  it  is 
changing  its  name  to  Alleg¬ 
ris  Corp.  as  part  of  a  plan 
to  expand  the  company’s  focus. 
Allegris  CEO 
Dennis  Ryan 
says  the  com¬ 
pany  will 
continue  to 
develop  and 
sell  its  Net-It 
intranet  and 
extranet  docu¬ 
ment  sharing 
products,  but 
it  will  branch  out  into  a  new 
category  that  the  company  is 
calling  partner  rela¬ 
tionship  manage¬ 
ment.  Allegris  plans  to  sell 
software  that  will  make  it  easi¬ 
er  for  companies  to  establish 
and  manage  relationships  via 
networks.  Allegris  plans  to 
introduce  its  first  partner  rela¬ 
tionship  management  software 
in  the  first  quarter  of  next  year. 

Allegris  also  announced  that 
it  has  received  $5  million  in 
venture  funding.  The  money 
comes  from  new  Allegris  in¬ 
vestor  Integral  Capital  Partners 
and  previous  investors  Bench¬ 
mark  Capital  Partners  and 
Brinson  Partners. 


■  Entrust  Technol¬ 
ogies  last  week  started 
shipping  Entrust/Commerce 

CA  4.1,  a  digital  cer¬ 
tificate  server  intend¬ 
ed  for  use  by  financial  institu¬ 
tions  that  want  to  issue  certifi¬ 
cates  based  on  the  Secure 
Electronic  Commerce  (SET) 
standard  for  use  by  credit-card 
holders,  merchant  servers  and 
payment  gateways.  Entrust 
claims  the  server  is  interopera¬ 
ble  with  VeriFone  SET  gear,  but 
the  company  adds  that  En¬ 
trust/Commerce  CA  4.1  is  still 
awaiting  official  certification 
of  SET  1.0  compliance  by 
SETCo. 

SETCo  is  the  independent 
authority  performing  compli¬ 
ance  tests  on  a  range  of  SET 
equipment. 

®  Entrust:  (888)  690-2424 


Why  buy  when  you  can  rent  apps? 

Oracle,  Electronic  Data  Systems  and  start-up  USinternetworking  jump  into  new  business. 


RENTING  SOFTWARE 

New  services  let  companies,  in  effect,  rent  applications  from  third-party  providers. 
Customer  site 

* 


PCs  with  Web  browsers 


(■ 


Windows  terminals  i; 
with  Web  browsers  A 


Internet  or 
IP  network 


Third-party  data  center 


NT  or  Unix 
servers  hosting 
packaged 
applications, 
such  as  those 
from  Oracle  or 
SAP 


Questions  to  ask  applications  service  providers: 

•  What  does  the  monthly  fee  include? 

•  Are  there  additional  charges  for  implementation  and  setup? 

•  How  customizable  is  the  software,  and  who  performs  the 
customization  work? 

•  How  is  security  handled? 


•  Is  there  enough  trained  staff  to  implement  your 
system? 

•What  kind  of  service-level  agreements  are 
available? 

•How  is  reliability  ensured? 


By  John  Cox 

Application  rental  services 
are  becoming  all  the  rage 
among  vendors,  which  say  their 
offerings  will  enable  businesses 
to  deploy  new  network  applica¬ 
tions  faster  and  cheaper. 

On  the  surface,  the  benefits 
seem  compelling.  Instead  of 
investing  money  to  build  and 
maintain  an  applications  system 
consisting  of  servers,  operating 
systems,  applications  software, 
training  and  support,  a  cus¬ 
tomer  can  pay  a  fixed  monthly 
fee  to  a  third-party  provider  that 
has  such  a  system  in  place. 

The  lure  is  strong  for  small  to 
mid-size  companies,  says  Clare 
Gillan,  vice  president  of  applica¬ 
tions  research  at  International 
Data  Corp.  (IDC),  a  market 
research  company  in  Framing¬ 
ham,  Mass. 

“These  companies  just  don’t 
have  the  resources  or  the  exper¬ 
tise  to  create  their  own  IT  core 
competency  in  addition  to  their 
main  business  competencies,” 
she  says. 

A  third-party  company  man¬ 
aging  the  remote  servers  might 
be  an  applications  vendor  or  a 
start-up  service  company  creat¬ 
ed  specifically  to  rent  and  man¬ 


age  applications.  Several  ven¬ 
dors  might  also  join  forces  to 
offer  such  services.  All  these 
vendors  are  looking  to  create 
economies  of  scale  by  building 
data  centers,  installing  various 
applications,  and  then  spread¬ 
ing  the  cost  across  their  busi¬ 
ness  customers. 


Applications  rental  business¬ 
es  are  updated  versions  of  the 
old  mainframe-based  service 
bureaus.  But  today,  applications 
run  on  Windows  NT  or  Unix 
servers,  and  the  clients  are 
Windows  PCs,  network  comput¬ 
ers  running  Java  Web  browsers 
or  Windows-based  terminals. 


The  link  between  a  desktop  and 
a  remote  data  center  can  be  the 
Internet  or  a  private  IP  network. 

The  result  is  “the  system  is 
being  put  together  as  a  service 
channel,  with  more  standard¬ 
ized  technologies,  which  in  turn 
reduce  the  costs  for  buyers  and 
improve  application  implemen¬ 
tation  times,”  IDC’s  Gillan  says. 

Indeed,  one  start-up,  USinter¬ 
networking  (USi),  formed  earli¬ 
er  this  year  to  provide  applica¬ 
tions  services,  claims  it  can  now 
get  a  customer  up  and  running 
on  SAP’s  complex  R/3  enter¬ 
prise  resource  planning  soft¬ 
ware  in  just  45  days.  Rolling  out 
this  software  typically  takes 
many  months  for  customers 
who  go  it  alone. 

Last  month,  several  big-name 
vendors  —  Oracle,  Electronic 
Data  Systems  (EDS)  and 
Sequent  Computer  Systems  — 
unveiled  details  of  new  applica¬ 
tions  services  aimed  directly  or 
indirectly  at  corporate  users. 

Oracle  formally  announced 
Oracle  Business  Online,  which 
involves  running  the  company’s 
suite  of  business  applications  in 
a  new  data  center  and  providing 
end  users  with  access  to  it  for  a 
monthly  fee. 

See  Rent,  page  48 


Oracle’s  new  business 

Oracle  Business  Online  is  a  new 
service  that  gives  customers  access 
to  Oracle’s  business  applications 
suite  via  the  World  Wide  Web  for  a  monthly 
fee.  Six-year  Oracle  veteran  Don  Haig,  vice 
president  in  charge  of  the  new  service,  recent¬ 
ly  spoke  with  Network  World.  Senior  Editor  John 
Cox  about  the  new  offering. 

Where  did  Oracle  get  the  idea  for  this  new 
service? 

Companies  in  the  $50  million  to  $500  mil¬ 
lion  revenue  range  were  saying  to  us,  “I  real¬ 
ly  like  your  software,  but  for  various  reasons,  I 
have  trouble  running  it  internally.  Why  don’t 
you  run  it  for  me?” 

At  the  same  time,  we  rolled  out  Version  10.7 
[now  Version  11]  of  the  Oracle  Applications 
suite,  which  was  the  first  Web-enabled  version. 
We  could  then  deploy  a  hosted  version  of  our 
applications  much  more  easily. 


What  reasons  were 
customers  giving  for 
their  inability  to  de¬ 
ploy  and  manage  this 
software  themselves? 

Foremost  was  the 
lack  of  availability  of 
IT  personnel.  Other 
barriers  are  the  high 
upfront  capital  costs 
and  not  having  the 
needed  skills  in  their 
existing  staff  to 
deploy  or  maintain 
the  applications. 

Why  should  customers  trust  Oracle  to  de¬ 
liver  applications  from  its  big  new  data  center? 

It’s  true  we  have  not  offered  data  center 
operations  as  part  of  our  consulting  services. 

See  Oracle,  page  48 


Haig  says  companies  low 
on  IT  staff  can  benefit 
from  Oracle’s  new  service. 
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Sun  shines  in  AOL/Netscape  deal 

Company  to  introduce  its  Java  and  Jini  technologies  to  AOL’s  14  million  subscribers. 

By  Chris  Nerney  Netscape  and  Sun  have  focused  on  But  the  real  beneficiary  may  be  Sun, 

Most  stories  about  the  recent  three-  AOL’s  $4.2  billion  purchase  of  the  which  has  shrewdly  positioned  itself  to 
way  deal  involving  America  Online,  beleaguered  browser  maker.  capitalize  on  two  potentially  huge 
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markets  —  electronic  commerce  and 
embedded  software  —  while  tapping 
into  a  major  customer  base  for  its  Java 
technology. 

By  paying  AOL  $350  million,  Sun 
gets  to  distribute  Netscape’s  entire 
line  of  enterprise  products,  including 
its  Web  servers,  e-commerce  applica¬ 
tions  and  client  software.  In  short, 
Sun  now  has  distribution  rights  to  the 
middleware  needed  to  enable  busi- 
ness-to-business  and  business-to-con- 
sumer  transactions. 

“If  you  want  to  play  in  the  open 
commerce  market,  you’ve  got  to  have 
middleware,”  says  John  Loiacono, 
Sun’s  vice  president  of  brand  market¬ 
ing.  “We  wanted  to  get  into  the  mid¬ 
dleware  game.” 

The  deal  is  a  good  fit  because 
Solaris  is  the  devel¬ 
opment  platform 
for  Netscape’s  Com- 
merceXchange  line 
of  transactional  ap¬ 
plication  software. 

For  its  part, 

AOL  expects  Sun’s 
back-end  expertise 
to  help  the  com¬ 
pany  draw  busi¬ 
ness  customers  that 
might  otherwise  be 
leery  of  betting  their 
online  endeavors  on 
the  consumer-ori¬ 
ented  ISP.  AOL  has 
agreed  to  buy  $500  million  worth  of  Sun 
hardware  and  services  for  its  own  use 
and  for  its  e-commerce  partners. 

Device  designs 

Just  as  Sun  and  AOL  share  a  belief 
in  the  future  of  e-commerce,  the  two 
companies  see  the  market  opportunity 
for  Internet  technology  reaching  well 
beyond  the  corporate  desktop  and 
home  computer  to  embedded  devices. 

“The  game  has  extended  beyond 
the  Internet  to  ubiquitous  com¬ 
puting,  wireless,  mobile  devices,” 
says  Patricia  Seybold,  president  of 
Patricia  Seybold  Group  in  Boston. 
“It’s  no  longer  just  about  connecting 
workstations.” 

AOL  wants  to  get  into  that  game  by 
selling  “AOL  devices,”  such  as  TV  set¬ 
top  boxes  and  handheld  appliances. 
CEO  Steve  Case  says  the  devices  would 
be  powered  by  Personaljava,  based  on 
the  Java  programming  language.  AOL 
devices  would  be  designed  to  run  on 
any  operating  system,  and  would  use 
Netscape’s  client  software. 

In  return  for  providing  the  engine 
that  propels  such  devices,  Sun  will  be 
able  to  introduce  Java  and  Jini  —  its 
technology  designed  to  allow  “sponta¬ 
neous”  network  computing  —  to 
AOL’s  14  million  subscribers. 

“This  gives  us  an  opportunity  to 
develop  broad  appeal  for  Java  and 
Jini,”  Loiacono  says. 

Jini  will  be  showcased  at  this  week’s 
Java  Business  Expo  in  New  York.  ■ 


Sun  CEO  Scott 


McNealy  envisions 
an  e-commerce  mar¬ 
ketplace  utilizing  a 
continuous  network 
“dial  tone.  ” 
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Performance 

Management 

The  more  complex  your  environment, 
the  more  critical  it  is  to  deliver 
24x7  monitoring  and  comprehensive 
event  management.  And  this  is 
precisely  what  Provision  Performance 
Management  tools  provide.  Across 
platforms  and  departments.  All  from 
a  single  console. 

Simply  point  and  click  to  move 
seamlessly  between  tools,  rewinding 
and  replaying  events  to  access 
historical  information  on  how 
applications,  databases,  servers, 
workstations  and  the  network  are 
being  used.  Plus,  multiple  threshold 
alarming  actually  preempts  problems 
to  keep  your  enterprise  running  at 
peak  efficiency. 

Maximizing  service  levels.  Minimizing 
stress  levels.  So  you  can  focus  on 
raising  enterprise  availability  and 
business  productivity  to  record  levels. 
Call  1-800-890-7528  x10203  or  visit 
www.platinum.com/pmsearch 
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ware  restricts 


access  to 


sensitive  files 


Digital  Delivery  5  new  version  of  Confidential  Courier  lets  managers  put  time  limits  on  file  access. 


By  Ellen  Messmer 

Bedford,  Mass. 

Digital  Delivery,  Inc.  has  begun  ship¬ 
ping  an  updated  version  of  its  client/ 
server  security  application,  a  program 
that  lets  managers  restrict  access  to  sen¬ 
sitive  information  stored  on  desktop  sys¬ 
tems  in  order  to  thwart  unauthorized 
duplication  of  material. 

Confidential  Courier  2.1  lets  man¬ 
agers  specify  a  time  window  in  which 
files  can  be  viewed  by  a  user,  permanent¬ 
ly  shutting  off  individual  access  after  the 
deadline  has  expired.  One  company, 
Siemens  Building  Technologies,  is  using 
Digital  Delivery’s  software  to  distribute 
files  of  sensitive  technical  information  to 
field  technicians. 

“We  were  doing  everything  by  paper 
before,”  says  Michael  Synovic,  senior 
technical  communicator  at  the  Buffalo 
Grove,  Ill.,  company,  which  has  used 
Confidential  Courier  for  almost  a  year. 
“But  we  wanted  to  distribute  informa¬ 
tion  electronically  while  preventing 
massive  copying.” 


“Companies  are  looking  at 
this  as  a  way  to  make  sure 
everyone  is  reading 
up-to-date  material  ” 

Mark  Hastings,  president  and  CEO, 

Digital  Delivery 

Confidential  Courier  requires  the 
administrator  to  add  Digital  Delivery’s 
Windows  client  software  to  each  user’s 
computer.  This  software  tells  the  user 
which  files  he  can  unlock  and  for  how 
long.  The  Windows  NT-based  server 
component  of  Confidential  Courier 
prepares  encrypted  files  for  distribution 
via  CD-ROM,  LANs,  the  Internet  and 
other  routes. 

“In  Version  2.1,  we  use  what  we  call 
CourierPAK  AppWare  to  sign  the  digital 
file  with  the  hash  of  the  authorized  appli¬ 
cation,”  says  Mark  Hastings,  Digital 
Delivery’s  president  and  CEO.  “This 
makes  it  so  you  can  only  open  the  file 
with  an  authorized  application.” 

Frequently,  Digital  Delivery  customers 
decide  on  a  “read-only”  policy  so  users 
can’t  copy  or  otherwise  distribute  a  file 
once  it  is  sent  to  them,  Hastings  says. 

Confidential  Courier  works  using 
private-key  encryption  technology.  The 
user  is  given  access  codes  —  simple  text 
strings  —  that  after  a  challenge-response 
procedure  prompt  the  Confidential 
Courier  server  to  distribute  a  key  to  the 
user  for  unlocking  an  encrypted  file. 

The  latest  version  of  the  product  lets 
an  administrator  dictate  specific  time 
periods  during  which  a  user  can 


decrypt  a  file  and  read  it.  At  the  end  of  though  the  file  will  not  be  deleted.  up-to-date  material,”  Hastings  notes, 
the  predetermined  time  period,  the  “Companies  are  looking  at  this  as  a  way  Confidential  Courier  starts  at  $2,995. 

user  will  be  locked  out  of  the  file,  to  make  sure  everyone  is  reading  ©  Digital  Delivery:  (781)  275-3830 
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’NET  INSIDER 

We  are  here  to  help  you 


Oim  Isaak  wrote  an  article  for  the 
December  issue  of  Computer,  the 
IEEE  computer  society  magazine,  titled 
“The  role  of  government  in  IT  stan¬ 


dards.”  I’m  somewhat  puzzled  by  much 
of  the  article  and  quite  worried  about 
some  of  its  recommendations. 

As  a  member  of  the  Internet  Engin¬ 


eering  Task  Force  (IETF),  I  think  much 
of  the  article  makes  a  great  deal  of  sense. 
Isaak’s  strongest  statement  is  that  “gov¬ 
ernments  cannot  effecdvely  represent 
their  constituents  by  taking  unilateral 
action  in  establishing  standards.”  It 
would  be  hard  to  argue  the  reverse. 

Governments  have  not  proven  them¬ 
selves  to  be  knowledgeable  enough  or 


Ivar  Plahte 

Director  of  Telecom  Over  IP,  Telenor 


“When  it  comes  to 
H.323  compliance, 
Ericsson  sets 

the  standard.” 


As  cold  as  Norway  gets,  it’s  the  hottest  place  on  earth  for 
IP  telephony.  That’s  because  Ivar  Plahte  and  his  team  at  Telenor 
are  the  first  to  use  the  carrier-class  H.323  Gatekeeper  from 
Ericsson.  And  now  with  the  power  of  Ericsson,  Telenor  is  on 
the  verge  of  becoming  the  hottest  name  in  telecommunications. 

As  the  first  standards-compliant  Internet  telephony 
gatekeeper,  H.323  Gatekeeper  isn’t  just  source  code.  It’s  a 
full-blown  system  that  puts  Ivar  in  total  control  of  his  network 
operation.  Now  Ivar  and  his  team  can  customize  service 
categories  and  profiles  for  subscribers,  utilize  least-cost  routing, 
and  boost  network  reliability.  And  because  Ericsson’s  H.323 
Gatekeeper  is  written  in  Java,  Ivar  can  rest  assured  that  all  his 
vendors’  platforms  will  interoperate  —  making  sure  his  IP 
telephony  investment  is  protected  for  years  to  come. 

For  more  information  on  H.323  Gatekeeper,  visit  our 
website  at  www.ericsson.com/iptelephony.  And  find  out  how 
Ericsson  can  help  you  set  your  own  standards. 
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able  to  respond  quickly  enough  to  play 
controlling  roles  in  standards  develop¬ 
ment.  In  general,  government  involve¬ 
ment  tends  to  inhibit  rather  than  foster 
innovation. 

As  Judge  Stewart  Dalzeli  put  it  to  me 
during  court  hearings  for  the  American 
Library  Association’s  challenge  to  the 
Communications  Decency  Act:  “And 
indeed,  isn’t  the  whole  point  that  the 
very  exponential  growth  and  utility  of 
the  Internet  occurred  precisely  because 
governments  kept  their  hands  out  of 
this  and  didn’t  set  standards  that  every¬ 
body  had  to  follow?” 

Jim  Isaak  writes,  and  I  agree,  that  the 
government  should  act  as  an  “informed 
consumer”  and  vote  with  its  purchasing 
dollars  to  “manage  procurement  and 
internal  policies  needed  to  reinforce 
critical  standards.” 

But  Jim  is  missing  some  of  the  lessons 
of  history  when  he  suggests  that  govern¬ 
ments  should  do  conformance  testing. 
This  was  tried  with  limited  success  when 
many  governments  around  the  world 
were  backing  the  Open  Systems 
Interconnection  protocol  suite  in 
opposition  to 
TCP/IP.  The 
marketplace 
and,  in  some 
cases,  contrac¬ 
tual  law  (a 
recent  example 
is  the  Sun  vs. 

Microsoft  court 
battle  over 
Java)  seem  to  address  interoperability 
and  conformance  testing  quite  well. 
Note  that  proper  implementation  is 
more  important  for  the  set  of  a  stan¬ 
dard’s  features  that  consumers  want  to 
use  than  for  all  of  the  standard’s  features. 
Conformance  testing  tends  to  forget  this 
and  wants  to  ensure  all  features  work. 

But  I  think  Isaac  is  seriously  mistaken 
is  in  his  suggestion  that  “Governments 
should  serve  as  neutral  catalysts  to  en¬ 
courage  prioritization  within  the  stan¬ 
dards  process,  which  means  participat¬ 
ing  in  key  forums  at  both  a  management 
level  to  establish  priorities  and  at  a  tech¬ 
nical  level  to  keep  things  on  track.” 

Disregarding  the  assertion  that  a  “neu¬ 
tral  catalyst”  can  “encourage  prioritiza¬ 
tion,”  the  idea  that  organizations,  such  as 
the  IETF,  should  have  government  rep¬ 
resentatives  at  their  “management  level” 
is  very  troublesome  indeed.  The  idea 
that  governments  would  be  formally  put 
in  positions  of  power  in  standards  orga¬ 
nizations  just  because  they  are  govern¬ 
ments  seems  guaranteed  to  minimize  the 
chance  of  an  effective,  market-driven, 
standards-making  process. 

Luckily,  the  IETF  cannot  be  forced  to 
accept  such  “help.” 

Disclaimer:  Harvard  frequently  offers 
help  but  does  not  foist  it  upon  others. 
The  above  is  my  rejection  of  assistance. 

Bradner  is  a  consultant  with  Harvard 
University’s  University  Information  Systems. 
He  can  be  reached  at  sob@harvard.edu. 


Scott  Bradner 
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)  site  monitor  checks  security 

New  Avesta  software  supports  digital  certificates,  Secure  Sockets  Layer  3. 0. 


Avesta’s  software  be¬ 
cause  of  the  SSL  sup¬ 
port.  His  organization 
uses  IPnetWatcher  to 
monitor  Web  sites  for 
clients,  such  as  game 
maker  Electronic  Arts, 
that  make  software  avail¬ 
able  to  customers  via 
networks.  Security  is  key 
because  Channelware 
basically  oversees  trans- 
action-processing  appli¬ 
cations  for  its  cus- 


IPnetWatcher  1.2  features 


►  Monitors  the  effectiveness  of  Web  site 
security  applications,  such  as  those 
based  on  digital  certificates. 

►  Enables  managers  to  establish 
parameters  for  when  a  problem,  such 
as  a  dynamic  Web  query  failure,  should 
trigger  an  alert. 

►  Automates  escalation  of  problem 
notification  via  e-mail,  pager,  desktop 
interface  or  other  means. 


Start-up  pitches 
e-mail  appliance 


By  Ellen  Messmer 

New  York 

Avesta  Technologies  this  week 
will  begin  shipping  an  upgraded 
version  of  its  Web  site  monitor¬ 
ing  tool  that  caters  to  companies 
running  World  Wide  Web 
servers  for  electronic  commerce 
and  other  extranet  applications. 

The  company’s  new  software, 
IPnetWatcher  1.2,  now  can 
check  on  how  well  Web  site 
security  applications,  such  as 
those  based  on  digital  certifi¬ 
cates  or  Secure  Sockets  Layer 
(SSL)  3.0,  are  working. 

Such  security  applications  are 
key  for  Nortel  Networks 
Channelware  and  other  organi¬ 
zations  that  are  responsible  for 
e-commerce  sites. 

Barry  Gander,  director  of  out¬ 
reach  at  this  Ottawa-based 
Nortel  business,  says  he’ll  mi¬ 
grate  to  the  new  version  of 


Rent 

Continued  from  page  41 

Oracle  installs  a  router  at  the 
customer  site  to  provide  access 
to  the  Oracle  data  center,  which 
houses  a  slew  of  NT  and  Unix 
servers,  says  Don  Haig,  vice  pres¬ 
ident  of  Oracle’s  new  business. 

“In  our  model,  there  is  no 
software  and  no  staff  at  the  cus¬ 
tomer  site,”  he  says.  “The  cus¬ 
tomers  only  need  a  workstation, 
a  browser  and  a  connection  to 
the  network.” 

Oracle  will  charge  $395  to 
$895  per  user  each  month, 
depending  on  the  number  and 
mix  of  applications.  Meanwhile, 
EDS  and  Sequent  have  part¬ 
nered  to  create  thin-client  sys¬ 
tems  for  companies  looking  to 
offer  or  use  application  rental 
services. 

The  offerings  are  based  on 
Sequent’s  NUMA-Q  2000 
servers  running  multiuser  NT 
software:  either  Citrix’s  Win- 
Frame  or  Microsoft’s  Windows 
NT  4.0  Terminal  Server  Edition. 
Users  access  applications  run¬ 
ning  on  the  servers  from 
Windows-based  terminals  or 
from  PCs  running  Citrix’s  client 
software. 

In  some  cases,  EDS  simply 
will  build  these  systems  at  cus¬ 
tomers’  sites  and  turn  them 
over  to  the  customers’  MIS 
departments  for  management. 
But  EDS  also  will  run  an  appli¬ 
cations  system  at  one  of  its 


tomers,  Gander  says. 

Available  for  Win¬ 
dows  NT  or  Solaris 
servers,  IPnetWatcher  1.2 
keeps  an  eye  on  HTML  appli¬ 
cations  running  on  any  Web 
server  to  ensure  that  server 
hardware,  software  and  ser¬ 
vices  are  all  readily  available  to 
Web  visitors.  When 
IPnetWatcher  sees  an  applica- 


data  centers,  or  build  the  sys¬ 
tem  for  an  ISP,  which  can  then 
use  it  to  rent  applications  to 
business  users,  says  Dave 
Endicott,  EDS  vice  president  for 
distributed  systems  and  man¬ 
agement  services. 

So  far,  few  companies  have 
embraced  this  new  applications 
model.  One  that  has  partially 
done  so  is  Legg  Mason,  a 
Baltimore  brokerage  house. 

To  let  brokerage  customers 
easily  access  account  informa¬ 
tion  and  other  applications  via 
the  World  Wide  Web,  Legg 
Mason  relies  on  USi,  which  sup¬ 
plies  Internet  connectivity  and 
runs  the  Web  servers.  Today,  the 
applications  are  still  maintained 
by  the  brokerage  on  its  own 
servers. 

But  that  could  change  soon, 
according  to  Mike  Abbaei, 
Legg  Mason  chief  information 
officer. 

“USi  houses  our  Web 
servers,”  he  says.  “As  we  put 
more  of  our  applications  on  the 
Web  servers,  USi  will  likely 
manage  them.”  ■ 

Get  more  online: 

o  Overviews  of  ISP- 
based  applications 
servers. 

°  A  look  at  Oracle’s  applications 
leasing  service. 


tion  slowing  down  or  generat¬ 
ing  error  messages,  it  notifies 
the  network  manager  through 
an  alert  sent  by  e-mail,  pager 
or  desktop  notification. 

In  addition  to  gaining  new 
security  capabilities,  IPnet¬ 
Watcher  has  been  retooled  by 
Avesta  to  conduct  health  checks 
on  back-end  database  connec¬ 
tions  used  by  Web  servers,  says 
Jennifer  Harris,  Avesta’s  manag¬ 
er  of  marketing.  It  performs  the 
checks  by  running  simulated 
transactions  on  a  round-the- 
clock  basis,  she  says. 

IPnetWatcher  also  continues 
to  search  for  problems  with 
e-mail  servers  and  IP  services 
such  as  Web,  Domain  Name 
System,  and  File  Transfer 
Protocol.  The  latest  version  of 
the  software  has  been  inte¬ 
grated  into  Avesta’s  enterprise 
network  management  software, 
dubbed  Trinity.  It  also  works 
with  Computer  Associates 
International’s  Unicenter  TNG 
platform  and  can  send  trap  mes¬ 
sages  to  any  SNMP-based  man¬ 
agement  platform. 

IPnetWatcher  1.2  starts  at 
$5,000. 

©  Avesta:  (212)  209-1521 


Oracle 

Continued  from  page  41 

But  we  have  the  wherewithal  to 
run  large  data  centers.  We  have 
significant  involvement  from 
Sun  and  Hewlett-Packard  in 
setting  up  the  pilot  data  center. 
They’re  providing  servers,  tech¬ 
nical  architecture  resources 
and  service  resources. 

When  will  the  new  service  be 
available? 

We’re  starting  the  pilot  pro¬ 
gram  with  about  six  customers 


By  Paul  McNamara 

Menlo  Park,  Calif. 

Convinced  that  many  messag¬ 
ing  customers  prefer  simplicity 
to  bells  and  whistles,  a  start-up 
called  Mirapoint  this  week  will 
make  its  corporate  debut  by 
offering  a  single-purpose  Inter¬ 
net  e-mail  server  appliance. 

Mirapoint’s  M100 
and  M1000  thin 
servers  come  with 
standards-based 
e-mail  software  and 
can  be  up  and  run¬ 
ning  in  only  10  min¬ 
utes,  the  company 
says.  Targeted  at  cor¬ 
porations  with  up  to 
5,000  workers  and 
ISPs  with  less  than 
100,000  accounts, 
the  devices  can  be 
used  with  any  e-mail 
client  that  supports 
Internet  Message 
Access  Protocol  4  or 
Post  Office  Protocol 
3.  The  software  runs 
on  an  embedded 
proprietary  operat¬ 
ing  system  designed 
for  e-mail  purposes.  Mirapoint 
claims  this  “function-specific” 
approach  makes  the  devices 
more  reliable,  scalable  and  easi¬ 
er  to  manage  than  established 
messaging  systems  that  run  on 
Windows  NT  or  Unix  servers. 

Mirapoint  does  not  expect  to 
wrest  many  customers  from 
e-mail  market  leaders  Lotus 
Notes  and  Microsoft  Exchange. 
However,  it  does  see  its  devices 
meeting  a  growing  demand  for 
standards-based  e-mail  servers, 
as  well  as  the  migration  needs  of 
legacy  system  users  who  want 
neither  the  complexity  nor  the 


who  will  go  through  the  imple¬ 
mentation  process  with  us.  We’ll 
make  it  generally  available  in  the 
U.S.  during  the  first  half  of  1999. 
The  plan  is  to  start  with  horizon¬ 
tal  applications,  such  as  purchas¬ 
ing  and  order  entry.  Then  we’ll 
add  our  discrete  manufacturing 
applications,  along  with  applica¬ 
tions  from  our  independent 
software  vendor  partners,  in  the 
latter  half  of  1999. 

How  will  you  ensure  security 
with  different  customers  access¬ 
ing  the  same  data  center? 

There  is  a  separate  instance 


expense  of  more  feature-rich 
products  such  as  Notes  and 
Exchange. 

One  industry  expert  believes 
Mirapoint  makes  a  compelling 
case  for  its  new  appliance, 
although  he  remains  skeptical 
that  corporate  customers  will 
embrace  a  concept  that  other 


vendors  have  targeted  only  at 
small  office/home  office  users. 

“This  little  black  box  is  worth 
looking  at  to  see  exactly  what 
control,  functionality  and  per¬ 
formance  you  will  have,”  says 
Mark  Levitt,  research  manager 
at  International  Data  Corp.  in 
Framingham,  Mass. 

Mirapoint’s  products  are 
expected  to  ship  within  the  next 
few  weeks.  The  Ml  00  will  cost 
$14,895  and  include  a  300-user 
license,  while  the  M1000  is 
priced  at  $25,995  with  an  unlim¬ 
ited  number  of  user  licenses. 

©  Mirapoint:  (650)  470-7400 


copy  of  each  software  applica¬ 
tion  for  each  customer.  The  cus¬ 
tomers  may  share  hardware  at 
the  data  center,  but  that  should 
be  transparent  to  them. 

Customers  will  have  their 
own  data  circuits  to  access  the 
application,  and  we’ll  provide 
encryption.  Customers  adminis¬ 
ter  access  through  user  IDs, 
passwords  and  access  privileges. 

We  plan  to  have  a  third  party, 
such  as  one  of  the  major 
accounting  firms,  review  our 
security  controls,  and  we’ll  have 
off-site  backup  and  disaster 
recovery.  ■ 


MAKING  E-MAIL  EASY 


Support  for  E/SMTR  POP  and  IMAP 
messaging  standards. 

•  A  built-in  console  for  setup  and  admini¬ 
stration. 

•  Browser-based  management  capabilities. 
An  embedded  proprietary  0!  developed 
specificall  for  e-mail. 

Built-in  spam  controls. 
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Print  Speed:  Up  to  32  pages  per  minute 

Resolution:  1200  x  1200  dpi 

Duty  Cycle:  Up  to  150,000  pages  per  month 

Processor:  133MHz  RISC 

Memory:  32MB,  expandable  to  96MB 

Languages:  Adobe®  PostScript®  3,  PCL®  5e  emulation  with  PJL 

Std.  Interfaces:  Ethernet  10/100BaseT  and  10Base2,  IEEE  1284  parallel 

Paper  Input:  1,050  sheets  std.  with  automatic  collating; 

3,550  maximum;  up  to  11"  x  17" 


It's  the  first  in  a  new  generation  of  network  printers: 
GENICOM’S  microLaser  320N.  Powered  by  our  exclusive 
Intelliprint  controller  architecture,  the  microLaser  320N 
brings  you  a  superior  combination  of  print  speed  and 
resolution  —  up  to  32  ppm  at  true  1200  x  1200  dpi. 
The  microLaser  320N  includes  Adobe  PostScript  3  for 


THE  ONE  PRINTER 
FOR  YOUR  ENTIRE 
DEPARTMENT. 
NETWORK  READY! 


Adobe  PostScript'  3' 


Intelliprint Ifr 

Technology  * 


Copyright  ©  1998  GENICOM  Corporation.  GENICOM,  microLaser  and  Intelliprint  are  registered  trademarks  of  GENICOM  Corporation. 
Adobe,  PostScript  3,  and  the  PostScript  logo  are  trademarks  of  Adobe  Systems  Incorporated.  All  other  product  names  are  trademarks 
of  their  respective  owners.  One  gift  per  person,  while  supply  lasts. 


faster  image  processing,  increased  font 
capacity,  and  photo-quality  graphics! 
With  standard  collating/offsetting, 
remote  web-based  printer  management, 
and  optional  finisher/stapler  and  10-bin 
mailbox,  the  microLaser  320N  is 
versatile  enough  for  everyone  in  your 
department.  Call  GENICOM  today 
and  mention  “one  for  all"  to 
receive  a  free  gift. 


GENICOM 

www.genicom.com 

1-800-GENICOM,  Option  1,1 


Free  Product  info  enter  NWInfoXpress  #5  online  @  www.networkworld.com/infoxpress 
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THE  ONLY  RISK  IS  NOl  BUY!  YOUR  VPN 


For  network  managers  everywhere,  VPNs  offer  the  promise  of  increasing  network  capacity,  reducing  costs  and 
■  ensuring  security.  But  let's  face  it,  if  those  are  your  real  concerns,  you  need  more  than  promises.  That's  why  every 
Shiva  VPN  solution  is  backed  by  a  Shiva  30-day  money  back  guarantee.  It's  not  something  you’re  likely  to  get  from  most  VPN  providers.  But  then,  other  VPN 
providers  don't  have  the  largest  VPN  installed  base  or  can  look  you  straight  in  the  eye  and  tell  you  that  remote  business  access  is  the  only  business  they're  in.  We  can. 
Need  more  evidence  that  a  Shiva  VPN  adds  up  to  cost  savings  for  you?  Then  drop  in  to  our  VPN  Resource  Center  at  http://guaranteed.shiva.com. 

It  will  give  you  a  comprehensive  picture  of  how  your  business  can  benefit  from  the  power  of  Shiva  VPN  technology.  You'll  find  white  papers,  reviews, 
even  user  stories.  For  more  information,  contact  Shiva  at  1  -800-97-SHIVA.  After  all,  why  should  you  incur  any  risk  with  your  VPN  if  you  don't  have  to? 


©Copyright  1998  Shiva  Corporation.  All  rights  reserved.  Shiva,  the  Shiva  Logo  and  the  Shiva  Connects  Logo  are  trademarks  of  the  Shiva  Corporation 

Free  Product  info  enter  NWInfoXpress  #12  online  @  www.networkworld.com/infoxpress 


NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certi¬ 
fied  Novell  Engineer  and  Micro¬ 
soft  Certified  Systems  Engineer  in 
the  Lexington,  Ky.,  area,  tracks 
down  the  answers  to  your  ques¬ 
tions.  Call  (800)  622-1108,  Ext. 
7476,  or  send  your  questions  to 
helpdesk@networkref.com. 

I  have  just  taken  over  as  a  sys¬ 
tem  administrator  for  a  mid-size 
company.  I  need  to  know  how 
often  to  back  up  the  network 
and  what  type  of  backup  rota¬ 
tion  to  use.  Do  you  have  any 
suggestions? 

Via  the  Internet 
The  best  way  to  figure  out  how 
often  to  back  up  the  network  is 
to  decide  how  much  data  you 
can  afford  to  lose,  and  how  long 
it  would  take  to  re-create  infor¬ 
mation  lost  since  your  last  back¬ 
up.  There  are  several  types  of 
commonly  used  backup  cycles. 

The  first  step  in  picking  a 
backup  strategy  is  to  look  at  the 
logs  created  by  the  backup  soft¬ 
ware  and  check  how  long  the 
backup  takes.  Next,  see  how 
long  the  system  is  idle  (without 
users  trying  to  log  on  and  open 
files). 

If  your  company  runs  two 
shifts,  that  would  give  you  an 
eight-hour  window.  If  it  takes 
more  than  half  of  your  time  win¬ 
dow  to  back  up  the  server,  you 
may  want  to  consider  doing  a  full 
backup  on  Friday  evening  with 
incremental  backups  Monday 
through  Thursday.  An  incremen¬ 
tal  backup  only  backs  up  files 
that  have  changed  since  the  last 
full  backup. 

A  required  part  of  the  daily 
backup  procedure  should  be  to 
run  a  compare  pass  at  the  end  of 
the  backup  cycle.  Some  backup 
programs  let  you  run  a  full  com¬ 
pare  or  compare  the  first  10M 
bytes  of  the  backed-up  files  to  see 
if  the  data  on  the  tape  matches 
the  volume  being  backed  up.  A 
full  compare  is  preferred  because 
it  provides  the  best  level  of  pro¬ 
tection  from  data  dropout  on 
backup  tapes. 

Lastly,  you  should  run  a  clean¬ 
ing  tape  through  the  backup  drive 
at  the  intervals  recommended  by 
the  drive  manufacturer. 


Technology  Update _ 

Covering:  Evolving  Technologies  and  Standards 

Taking  a  look  at  the  basics  of  ASICs 


By  Chris  Lawler  and  Kurt  Melden 

Growth  in  the  demand  for 
bandwidth  and  advanced  func¬ 
tions  is  outpacing  die  perfor¬ 
mance  of  software  routers  based 
solely  on  Reduced  Instruction 
Set  Computing  (RISC)  proces¬ 
sors,  making  this  approach 
unsuitable  for  next-generation 
router  design. 

Many  router  designers  have 
begun  to  supplement  or  re¬ 


place  RISC  processors  with  full 
custom  Application  Specific 
Integrated  Circuits  (ASIC) . 

Basically,  ASICs  are  chips 
that  have  been  built  to  act  on  a 
particular  application.  ASICs 
can  consolidate  the  work  of 
many  chips  into  a  single,  small¬ 
er,  faster  package,  reducing 
manufacturing  and  support 
costs  while  boosting  the  speed 
of  the  device  built  with  them. 
ASIC  technology  is  now  so 
advanced  that  many  functions 
traditionally  implemented  in 
software  can  be  migrated  to 
ASICs. 

More  specifically,  ASICs  let 
designers  use  the  power  of  con¬ 
stantly  improving  silicon  tech¬ 
nology  to  build  devices  tar¬ 
geted  at  specific  functions, 
such  as  routing. 


Over  the  past  decade,  ASIC 
technology  has  seen  massive 
improvements  in  density  and 
performance  driven  by  the  ever 
smaller  processes  of  the  silicon. 
The  latest  0.25-micron  ASIC 
technology  supports  more  than 
five  million  gates  on  a  single 
150-MHz  chip.  Ten  years  ago, 
1.5-micron  technology  could 
sustain  25-MHz  performance. 
Density  was  commonly  10,000 


to  20,000  gates.  Five  years  ago, 
0.6-micron  technology  could 
sustain  66-MHz  performance 
and  density  was  commonly 
75,000  to  100,000  gates. 

A  gate  is  a  circuit  on  the 
ASIC,  and  gates  can  be  ar¬ 
ranged  in  a  number  of  ways. 

The  gate  array  and  number 
of  gates  on  a  chip  can  deter¬ 
mine  the  ASIC’s  overall  func¬ 
tion.  Experts  predict  there 
could  be  as  many  as  10  million 
gates  deployed  in  computer 
equipment,  and  the  ASIC 
industry  could  be  worth  some 
$8  billion  by  2005. 

Vendors  have  the  choice  of 
customizing  all  or  parts  of  the 
gates  and  the  logic  it  takes  to 
operate  them. 

ASIC  vendors  such  as  IBM 
offer  a  basic  ASIC  library  that 


other  vendors  can  choose 
from.  In  the  past,  basic  ele¬ 
ments  such  as  memory  were 
standard  ASIC  fare,  but  now 
complex  designs  —  such  as 
Gigabit  Ethernet  features  or 
support  for  PCI  controllers  — 
or  what  ASICs  vendors  call 
cores,  are  being  added  to  many 
ASIC  vendor  menus. 

These  technology  advances 
mean  that  more  functions  can 


be  moved  into  hardware,  dra¬ 
matically  reducing  the  number 
of  processing  cycles  and  in¬ 
creasing  performance  levels  as 
well  as  functions. 

Performance  improvements 
of  up  to  threefold  can  be 
achieved  through  the  use  of 
ASICs  when  compared  with  the 
same  functions  being  executed 
in  software. 

But  when  you  migrate  func¬ 
tions  to  silicon,  there  is  a 
trade-off.  A  fully  hard-wired 
implementation  of  a  router 
can  be  inflexible  and  risky. 
Standards,  particularly  as  they 
apply  to  the  WAN  edge,  are 
still  in  a  state  of  flux. 

For  example,  quality-of-ser- 
vice  (QoS)  mechanisms,  such 
as  the  IETF’s  Differentiated 
Services,  are  still  evolving.  New 


protocols,  including  Multi¬ 
protocol  Label  Switching  and 
Layer  2  Tunnel  Protocol,  are 
just  emerging.  New  IP  encap¬ 
sulation  schemes  are  being 
proposed. 

As  a  result,  it  would  be  ill- 
advised  to  hard-wire  various 
frame  processing  functions 
into  ASICs  for  quite  some  time. 

A  better  approach  might  be 
a  precise  blend  of  RISC  and 
ASIC  technology.  This  ap¬ 
proach  provides  the  ultimate 
flexibility  of  a  RISC  processor 
with  the  performance,  density 
and  cost  benefits  of  a  fully 
hard-wired  ASIC  solution. 

Generic  functions,  such  as 
buffer  management,  queue 
management,  QoS  scheduling, 
address  lookup  and  flow  classi¬ 
fication,  can  be  off-loaded  to 
ASIC  silicon  with  no  risk. 

Packet-header  processing 
functions,  such  as  Layer  2  and 
Layer  3  packet-header  parsing 
and  modifications,  along  with 
QoS  control,  statistics  harvest¬ 
ing  and  other  “likely-to-change” 
functions,  can  be  partitioned 
onto  RISC  processors  for 
flexibility. 

Deciding  how  many  packet- 
header  processing  functions 
should  be  hard-wired  and  how 
many  should  be  downloaded 
in  firmware  to  a  programmable 
RISC  processor  will  require  dif¬ 
ferent  trade-offs. 

The  correct  blend  ultimately 
depends  on  the  market  seg¬ 
ment  being  targeted  by  the 
designers  of  a  particular  switch 
or  router. 

Software-only  implementa¬ 
tions  of  switches  and  routers 
are  flexible  but  do  not  have 
adequate  performance,  partic¬ 
ularly  when  it  comes  to  imple¬ 
menting  advanced  features 
such  as  QoS.  Hard-wired  ASIC 
implementations  will  provide 
very  high  performance  but  will 
not  provide  the  flexibility  so 
important  to  the  WAN  edge. 

Lawler  and  Melden  are  co¬ 
founders  of  Redstone  Communi¬ 
cations,  a  start-up  specializing  in 
packet-switched  netivork  devices. 
They  can  be  reached  at  clawler@ 
redstonecom.com  and  kmelden @ 
redstonecom.  com. 


UP  CLOSE 

Application 

Specific 

Integrated 

Circuits 

ASICs  are  a  collection 
of  logic  and  memory 
circuits  on  a  single 
silicon  chip.  They  can 
be  customized  to 
handle  everything  from 
automobile  control 
systems  to  video  games. 
The  driving  ideas 
behind  ASICs  are 
improved  performance 
and  lower  cost  for  the 
systems  they  run. 


An  ASIC  design  is  submitted  by  a  user  or 
company  to  a  chip  vendor  using  a  standard 
hardware  description  language. 


Netlist 


Vendor  uses  logic  creation  tools  to  build 
logic  “cells,”  called  Netlists,  and  define  how 
those  cells  will  interoperate.  The  Netlist 
determines  the  functions  of  the  overall  ASIC. 
The  Netlist  is  placed  on  a  silicon  chip. 


Routing  and  connectivity  among  logic 
cells  is  added  into  the  design. 


Tests  are  done  on 
the  finished  chip  to 
determine  capacity 
and  throughput. 
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AOL,  Netscape  and  Internet  economics 


Netscape  ain’t  worth  $4.2  billion. 

There.  I  said  it.  When  it  comes  to  the  America  On¬ 
line  buyout  of  Netscape,  the  emperor’s  got  no  clothes. 
In  fact,  he’s  stark  bloody  naked. 

Now,  I’m  a  journalist,  not  a  business  expert;  I 
basically  fumble  through  corporate  financial  statements.  But  I  do 
know  what  it  means  when  the  number  on  the  “net  income  (loss)  ” 
line  is  in  parentheses.  It  means  the  company  is  in  the  red.  And 
that’s  what  I  see  on  Netscape’s  statement  —  a  net  loss  of  $1 15  mil¬ 
lion  last  year  and  a  1998  loss  of  $51  million  as  of  Oct.  31. 

So  how,  given  the  company  is  losing  money,  does  AOL  figure 
Netscape  is  worth  $4.2  billion? 

You  hear  talk  about  brand,  the  idea  that  Netscape  has  all  kinds  of 
people  coming  to  its  Web  site  —  excuse  me,  I  mean  its  “portal”  — 
and  these  folks  share  an  affinity  for  the  Netscape  brand. 

No,  they  don’t.  Folks  go  to  Netcenter  because  they’re  looking  for 
something  else.  If  they  find  it,  they’ll  probably  use  the  site  again.  If 
not,  they’ll  try  another  one.  Either  way,  how  does  Netscape  make 
money  out  of  the  deal?  “Because  people  click  on  ads,”  the  pundits 
say.  Oh,  really?  I  pretty  much  never  do.  Do  you?  I  didn’t  think  so. 
Maybe  AOL  is  after  the  Netscape  server  software  and  groupware 


applications.  OK,  that  makes  sense,  but  $4.2  billion?  Couldn’t  AOL 
just  hammer  out  some  kind  of  resale  arrangement?  As  part  of  the 
AOL/Netscape  deal,  Sun  paid  $350  million  for  the  right  to  resell 
Netscape  software.  Sounds  like  a  bargain  next  to  AOL’s  tab. 

The  same  goes  for  the  expertise  AOL  says  it  is  buying,  to  help 
users  build  electronic  commerce  sites.  Sure,  Netscape  has  some 
expertise  to  help  in  that  effort,  but  $4.2  billion  will  buy  you  an 
awful  lot  of  expertise  from  any  number  of  sources. 

It’s  not  just  AOL  that’s  gone  crazy  here.  The  same  thing  is  hap¬ 
pening  with  other  Internet  companies,  Yahoo!  being  a  good  exam¬ 
ple.  Yahoo!  went  public  in  1996,  has  a  market  cap  of  some  $19  bil¬ 
lion,  is  trading  at  around  $200  per  share,  but  has  yet  to  show  it  can 
consistendy  string  together  profitable  quarters.  It’s  another  portal 
company,  a  big  Internet  “brand”  with  some  amorphous  potential. 

Why,  when  it  comes  to  the  Internet,  do  basic  economic  ideas, 
such  as  turning  a  profit,  not  matter  anymore?  I  understand  invest¬ 
ing  in  something  you  think  will  eventually  be  successful,  but  it 
strikes  me  that  you  should  have  a  pretty  good  idea  where  the  profit 
will  come  from  —  especially  if  you’re  betting  $4.2  billion. 

Paul  Desmond,  features  editor  pdesmond@nww.com 


Venture  Over  the  Horizon 


Kevin  F  o 


"  g 


The  network  implications 
of  digital  television 

©ecently,  newly  public  Broadcast.com  got  a  big  boost  when  it 
made  available  on  the  Internet  the  full  video  of  President 
Clinton’s  testimony  before  the  grand  jury.  More  than  one 
million  ’Net  visitors  logged  on  to  watch  the  admittedly  poor-quality 
video  on  their  computers.  The  most  laudable  thing  about  this  event 
was  that  these  one  million  or  so  people  did  not  bring  down  Broad- 
cast.com’s  servers. 

In  fact,  as  everyone  knows,  the  Internet  is  ill-suited 
for  broadcasting  the  big  chunks  of  data  that  make  up 
video.  The  bandwidth  is  still  too  limited,  and  the 
’Net’s  architecture  introduces  latency,  which  is  death 
to  data  that  needs  to  be  sent  in  continuous  streams. 

A  better  way  to  broadcast  video,  however,  is  on  the 
horizon  and  will  radically  change  the  way  you  need  to 
think  about  your  network  architecture.  These  new  net¬ 
works  will  actually  owe  much  to  what  is  happening  to 
digital  television  (DTV) :  broadcast  video  meets  the  Web. 
The  excitement  over  DTV  largely  has  focused  on  the  crisp,  high- 
definition  entertainment  that  it  will  provide.  But  the  broadband 
spectrum  the  FCC  gave  broadcasters  for  transmitting  digital  pic¬ 
tures  could  also  become  a  data  network.  Once  TV  broadcasts  move 
from  today’s  analog  transmissions  to  digital  service,  it  will  be  possi¬ 
ble  to  take  traditional  TV  programming  as  well  as  Internet-  or  Web- 
cached  data,  combine  them  and  broadcast  them  as  one  digital 
stream  to  a  TV  or  PC. 

Data  broadcasting,  which  is  based  on  a  one-to-many  model,  should 
be  fast  and  inexpensive  enough  to  make  it  suitable  for  many  corpo¬ 
rate  applications.  A  number  of  companies  already  have  private  video 
networks  that  they  use  for  broadcasting  executive  speeches,  training 
videos  and  corporate  news.  But  the  advent  of  a  broadcast  infrastruc¬ 
ture  that  merges  MPEG  video  and  IP  data,  and  that  is  inexpensive 
and  ubiquitous,  will  lead  to  a  much  broader  set  of  applications. 

I  can  envision  a  kind  of  super  Bloomberg  service  in  which  finan¬ 
cial  data  is  combined  with  video  of  Alan  Greenspan  announcing  the 
latest  interest  rate  cuts  or  increases.  Weather  broadcasts  would  cer¬ 
tainly  be  of  interest  to  pilots.  Corporations  could  broadcast  price 
lists  that  are  continually  updated.  Workers  in  remote  offices  could 


easily  receive  the  bulk  data  they  need  from  headquarters. 

An  enormous  amount  of  work  needs  to  be  done  to  build  the 
infrastructure  for  these  broadcast  networks.  Codecs,  servers,  net¬ 
working  technology  and  broadcast  equipment  are  just  some  of  the 
pieces  necessary  to  make  the  transition  from  analog  to  digital 
video.  SkyStream,  one  of  Mayfield  Fund’s  investments,  has  pio¬ 
neered  a  new  category  of  broadcast  networking  equipment  called 
integrators  that  combines  MPEG  video  and  IP-based  data. 

Another  Mayfield  investment,  Omneon  Video  Networks,  is 
developing  a  network  architecture  to  enable  broadcasters  to  man¬ 
age  hundreds  of  channels  and  hundreds  of  hours  of  recording 
time.  This  same  video  network  infrastructure  can  be  used  in  cor¬ 
porations  for  mainstream 
communication. 

For  a  brief  and  shining 
moment,  it  looked  as  if  push 
technology  would  provide  peo¬ 
ple  with  data  that  they  them¬ 
selves  had  selected.  As  it 
turned  out,  push  could  not 
economically  provide  this  ser¬ 
vice.  Broadcast  networks,  on 
the  other  hand,  should  be 
able  to  provide  a  very  cost- 
effective  way  of  delivering  this 
select  data. 

As  video  becomes  inexpen¬ 
sive  and  easy  to  deploy,  using 
video  more  widely  for  corpo¬ 
rate  communications  saves 
dollars  and  makes  sense. 

Combining  video  with  the 
power  of  the  Web  brings  us  to 
the  threshold  of  a  brave  new 
world.  The  Web  plus  broadcast 
video  is  the  next  big  step  for 
the  Internet. 

Fong  is  a  general  partner  of 
Mayfield  Fund,  a  venture  capital 
firm  based  in  Menlo  Park,  Calif 
He  can  be  reached  at  kfong@ 
mayfield.com. 


Send,  letters  to  nvmews@nww.com  or John  Gallant, 
editor  in  chief,  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include  phone 
number  and  address  for  verification 

Hypocrites  are  fair  game 

Regarding  Mark  Gibbs’  col¬ 
umn  “Airing  your  dirty  little 
secrets”  (Nov.  9,  page  77),  in 
which  he  discusses  Dr.  Laura 
Schlessinger’s  fight  to  keep 
nude  photos  of  her  from  being 
displayed  on  the  Internet: 

It  seems  to  me  that  Gibbs 
didn’t  touch  on  the  key  point. 

Up  until  now,  all  of  the  dirty 
secrets  I’ve  seen  exposed  on 
the  Internet  have  been  those  of 
hypocrites.  Dr.  Laura  took  a 
holier-than-thou  stance,  and 
one  of  the  “thous”  got  fed  up 
with  it. 

The  situation  is  the  same 
with  Congress.  It  was  the 
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On  Security 


Winn  Schwart  a  u 


A  good  defense  goes  to  the 


desktop 


Oraditionally,  we  use  firewalls  to  protect  corporate  networks  from  the  inap¬ 
propriate  behavior  of  Internet  rebels  or  to  control  corporate  users’  actions 
on  the  ’Net.  Intranet  firewalls  isolate  corporate  networks  from  one  another 
according  to  prescribed  policy. 

But  there  is  a  problem  with  firewalls.  According  to  firewall  mavens  —  such  as 
Marcus  Ranum,  CEO  of  Network  Flight  Recorder,  and  Fred  Cohen,  principal  scien¬ 
tist  at  Sandia  Nadonal  Laboratories  and  “inventor”  of  the  computer  virus  —  buy¬ 
ing,  installing,  configuring  and  managing  a  firewall  properly  can  be  terrifically,  if 
not  prohibitively,  expensive.  Thus,  too  many  companies  leave  their  network  peri¬ 
meters  unprotected  due  to  the  sheer  cost  and  vigilant  effort  required  to  protect 
them.  Those  that  do  install  firewalls  often  do  so  incorrecdy.  And  through  miscon- 
figuradon,  firewalls  can  create  more  problems  than  they  solve. 

Here’s  where  the  concept  of  “defense  in  depth”  for  corporate 
networks  comes  into  play.  Defense  in  depth  means  you  don’t 
depend  on  a  single  security  approach  to  protect  yourself.  In 
other  words,  even  if  a  firewall  is  properly  managed,  don’t 
rely  solely  on  it;  use  something  else  for  additional  security. 

Many  companies  use  expensive  and  hard-to-manage  con¬ 
ventional  firewalls  for  Internet,  extranet  and 
intranet  protection  against  a  suite  of  weaknesses: 
denial-of-service  attacks,  network  sniffing,  and  wide- 
open  file  and  server  sharing.  But  what  about  securi¬ 
ty  at  the  desktop  itself?  Defense  in  depth  can  apply 
anywhere,  right? 

Signal  9  Solutions,  a  security  vendor  based  in  Ontario,  has 
introduced  a  product  that  might  well  address  this  problem. 

PCFirewall  is  a  unique  and  inexpensive  approach  to  network  protec¬ 
tion  at  the  desktop  that  can  add  an  additional  layer,  providing  defense  in  depth. 

PCFirewall  sits  at  the  data  link  layer,  below  the  operating  system,  and  examines 
packets  as  they  come  into  the  desktop  or  intranet  server,  before  they  can  do  dam¬ 
age.  Signal  9  claims  that  PCFirewall  summarily  dismisses  denial-of-service  attacks, 
which  would  be  a  boon  even  for  companies  whose  only  security  concern  is  keep¬ 
ing  their  Web  servers  up  and  running. 

However,  Signal  9  also  promotes  PCFirewall  as  a  personal  firewall,  potentially 
ideal  for  companies  that  have  telecommuters  or  road  warriors  who  connect  from 
anywhere  at  any  time.  Defense  in  depth  again:  Protect  the  remote  machine  as  it 
becomes  part  of  your  network  through  dedicated  IP  address,  dial-up  connectivity 
or  wider-band,  24-7  connections  such  as  cable  modems. 


Cable  modems  provide  users  with  fabulous,  inexpensive  bandwidth  —  but  not 
an  ounce  of  security.  Anyone  sharing  your  local  cable-modem  loop  can  search 
your  desktop  contents  without  your  knowledge  —  so  a  “down  and  dirty”  firewall  is 
critical  to  prevent  security  breaches. 

And  then  there’s  the  true  Wild  West  of  the  Internet:  Internet  Relay  Chat  (IRC). 
IRC  is  often  like  descending  into  Dante’s  Inferno.  Slam!  Blam!  Nuke!  And  you’re 
sent  careening  off  the  channel;  or  even  worse,  your  entire  PC  needs  a  reboot. 
Unpleasant  to  say  the  least,  but  PCFirewall  allows  infowarriors  to  withstand  the 
most  egregious  IRC  attacks,  as  well  as  the  new  breed  of  ugly  remote 
administrative  attacks  such  as  Back  Orifice  or  NetBus. 

However,  PCFirewall  is  not  a  panacea.  “It  won’t  protect  you  from 
Java  or  Active  X  attacks.  They  sit  at  the  application  layer  —  we 
don’t,”  says  Signal  9  CEO  Phil  Atfield.  (See  www.finjan.com  and 
www.nai.com  for  mobile  code  protection  products.)  Also, 
PCFirewall  does  not  attempt  to  challenge  the  high  end  of  the 
firewall  market  and  is  not  a  proxy  server.  But  by  combining 
PCFirewall  with  other  PC  Proxy  Server  products,  Signal  9 
claims  you  can  build  a  simple  yet  effective  gateway  firewall. 

But  all  things  are  not  emerald  in  Oz,  Dorothy!  The 
PCFirewall  documentation  is  not  as  understandable  as  it 
should  be.  Signal  9  needs  to  spell  out  in  clear,  nontechnical 
English  exactly  how  PCFirewall  can  be  configured  for  real- 
world  needs  and  give  lots  of  simple,  real-life  examples.  A 
poorly  documented  product  causes  an  inevitable  flood  of 
support  calls. 

You  can  take  PCFirewall  for  a  free,  30-day  test  drive  at  www. 
signal9.com.  But  if  you  like  it,  the  hard  part  comes  next:  You’ll  have  to 
shell  out  $49.95  for  a  single  copy.  The  NT  version  is  a  hefty  $150. 

I  haven’t  yet  found  another  product  that  compares  with  PCFirewall,  so  if  you 
hear  of  one,  please  let  me  know.  In  the  meantime,  I  don’t  see  how  you  can  go 
wrong  looking  into  this  novel  approach  to  desktop  security  or  adding  an  addition¬ 
al  layer  of  defense  in  depth.  A  senior  security  manager  at  a  large  financial  institu¬ 
tion  told  me,  “PCFirewall  does  97%  of  what  big  expensive  firewalls  do  —  at  3%  of 
the  cost.  We  take  this  approach  seriously.” 

Schwartau  is  chief  operating  officer  of  Security  Experts,  an  information  security  consult¬ 
ing  firm  in  Seminole,  Fla.,  and  president  of  InfoWar.Com,  a  leading  security  Web  site.  He 
can  be  reached  at  winn@securityexperts.com  or  winn@infowar.com. 


preaching,  posturing  and  mor¬ 
alizing  of  Henry  Hyde  and  Dan 
Burton  that  led  to  their  affairs 
being  exposed. 

The  Republicans  and  their 
allies  still  don’t  understand  the 
reason  that  the  American  peo¬ 
ple  refuse  to  turn  on  Clinton. 
The  people  don’t  like  his 
behavior,  and  they  especially 
don’t  like  his  lying,  but  they  are 
willing  to  tolerate  him  because 
he  hasn’t  spent  the  last  six  or 
however  many  years  preaching 
the  sanctity  of  marriage.  What¬ 
ever  else  Clinton  is,  he’s  no 
more  of  a  hypocrite  than  he’s 
forced  to  be  as  a  politician. 

Bill  Cleere 
Sunnyvale,  Calif. 

Address  unknown 

I  couldn’t  agree  more  with 
your  editorial  calling  for  com¬ 
panies  to  make  their  e-mail 
address  books  public  (“A  plea 
for  logic  in  e-mail  addressing,” 
Nov.  16,  page  50).  I’ve  tried  for 
years  to  get  my  boss  to  allow 
me  to  put  a  link  from  our  pub¬ 
lic  Web  site  to  our  phone  and 


e-mail  directory.  He  steadfastly 
refuses.  He  is  terrified  that  a 
recruiter  or  competitor  would 
use  it  to  solicit  our  staff  with 
job  offers. 

I  do  try  to  make  e-mail  aliases 
for  the  more  common  permu¬ 
tations  of  our  key  employees’ 
names.  And  I  have  our  mail  sys¬ 
tem  set  up  to  copy  me  on  any 
bounces  it  generates. 

If  I  see  that  the  message  is 
from  a  “real  person”  (for  exam¬ 
ple,  not  spam),  I  try  to  figure 
out  whom  that  person  was 
attempting  to  reach.  Then  I 
forward  the  message  on  to  the 
intended  recipient  and  write 
back  to  the  sender  to  tell  him 
the  correct  address  to  use  in 
the  future. 

Perhaps  if  more  corporate 
postmasters  were  to  do  this,  it 
would  alleviate  (at  least  some¬ 
what)  the  iterative  process  of 
guessing  somebody’s  e-mail 
address. 

Christopher  Wysocki 
Verona,  N.J. 

I  also  agree  that  everyone 


needs  to  standardize  on  an 
e-mail  addressing  scheme,  but 
it’s  hard  to  do. 

In  my  company,  we  first  had 
to  fight  this  out  in  the  Novell 
network  logon  scheme.  The 
problem  is  that  some  of  our 
end  users  have  the  same  initials, 
and  others  have  the  same  first 
and  last  names. 

So  I  got  together  with  our 
human  resources  department, 
and  we  standardized  on  a  con¬ 
vention  that  uses  the  first  five 
letters  of  an  end  user’s  last 
name  and  their  three-digit  tele¬ 
phone  extension  (for  example, 
smith407@ourcompany.com) . 

It’s  not  pretty,  but  it  works 
for  us. 

Rick  Weible 
Network  administrator 
ServCom  Associates 
Edina,  Minn. 

You  wonder  why  we  guard 
our  e-mail  addresses  as  if 
they  were  precious  jewels? 

The  answer  is  contained  in 
one  word  —  spam.  Stop  the 
unsolicited  e-mail,  and  you 


would  find  people  less  reluc¬ 
tant  to  give  out  their  e-mail 
addresses. 

I  never  give  my  e-mail 
address  on  subscription  forms 
or  response  cards  because  I  get 
enough  mail  that  deals  with  my 
job  as  it  is.  You  will  have  one 


more  convert  to  your  crusade 
when  those  who  are  given 
e-mail  addresses  use  them 
responsibly. 

Michael  Disabato 
Technologist 
McDonald’s 
Oak  Brook,  III. 
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call  center  customers 
feel  t  home. 


Symposium  is  a  portfolio  of  evolutionary  call  center  solutions  from  Nortel  Networks™  It  allows  your 
customers  to  contact  your  business  in  a  variety  of  ways.  And  today,  that's  more  important  than  ever  when 
you  consider  that  at  least  70  percent  of  your  customer  interaction  comes  through  your  call  center*  -  making 
it  a  virtual  storefront.  Plus,  Symposium  not  only  provides  fax,  e-mail  and  Internet  access,  it  integrates  simply 
into  your  existing  network,  thanks  to  its  breakthrough  server-based  architecture  and  industry-standard 
platform.  So,  no  matter  how  your  customers  choose  to  visit,  Symposium  can  help  make  sure  they  always 
feel  welcome.  To  find  out  more,  visit  www.noTtelnetworks.com/16CP  or  call  1-800-4  NORTEL,  dept.  16CP. 

N&RTEL 

NETWORKS' 

How  the  world  shares  ideas. 

Nortel  Networks,  Symposium,  the  Nortel  Networks  logo  and  "How  the  world  shares  ideas."  are  trademarks  of  Northern  Telecom.  ©  1998  Northern  Telecom.  All  rights  reserved.  "Source:  Business  Communications  Review,  June  1998. 
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BUYER'S  GUIDE 

Help  for  wearjk. 
Webmasters  % 

Ease  your  burden  with  tools  that  track  site  status, 
monitor  server  performance  and  identify  trouble  spots. 


WEB  MANAGEMENT  SOFTWARE 


By  Deni  Connor 

ouldn’t  you  rather  find  out  about  a  broken 
link  on  your  company’s  Web  site  on  your  own 
than  from  an  angry  boss  or  online  customer? 

And  wouldn’t  it  be  great  to  know  when  you’re  in  dang 
running  out  of  disk  space?  Or  to  have  some  warning  that 
need  to  restart  a  failing  Web  server? 


ISSUES 

ANDTRENDS 


Any  problem  that  threatens  to  interrupt  or 
slow  down  Web  service  is  cause  for  alarm. 
Fortunately,  software  tools  that  can  sound  the 
alarms  are  starting  to  appear.  These  tools  per¬ 
form  several  functions,  which  can  be  divided 
into  two  main  areas:  active  site  monitoring  and 
content  management. 

Active  site  monitoring  covers  server  configura¬ 
tion  and  availability,  as  well  as  traffic  manage¬ 


ment,  for  starters.  Content  management  involves 
site  mapping,  identifying  orphan  pages,  and 
checking  and  repairing  broken  site  links. 

Most  products  available  today  deliver  a  mix  of 
these  features,  combining  site  monitoring  and 
content  management  features.  Some  functions, 
such  as  load  balancing,  are  tough  to  find  in  the 
multifunction  products  we  looked  at;  others  are 
fairly  standard.  Link  checking,  for  example,  is 
common  to  18  of  the  20  products  in  our  online 
Buyer’s  Guide  chart.  Neither  WebSpective  2.1 
from  WebSpective  Software  (which  changed  its 
name  from  Atreve  Software  late  last  month)  nor 
Xpertrak/Net  2.5  from  TransOmega  perform 


Network  World 


r~N  SIDE 


Review: 


Tomorrow’s  heavyweight? 


Our  Blue  Ribbon  goes  to  WebTrends’  Enterprise  Suite  3.0  for  its  expert  log  file  analysis  and 
quality  assurance  reporting.  Page  56. 

Computer  Associates  is  adding  MasterIT  to  the  Web  management  ring.  Page  62. 

LINE 

iHome  in  on  the  product  that’s  just  right  for  you,  choosing  from  these  20  vendors: 


interactive  Buyer’s  Guide  chart: 


Advanced  Internet  Management 
Avesta  Technologies 
BiggByte  Software 
BMC  Software 
Coast  Software 
Computer  Associates 
Electronic  Software  Publishing 


Freshwater  Software 
Greyscale  Systems 
Heroix 

Mercury  Interactive 
Microsoft 

Platinum  Technology 
RSW  Software 


Tetranet  Software 
TransOmega 

WebManage  Technologies 
WebSpective  Software 
WebTrends 
WindDance  Networks 


pure  link  checking.  However,  both  can  unearth 
broken  links  indirectly  through  content  distribu¬ 
tion  checks  and  HTML  page  monitoring,  respec¬ 
tively. 

Another  standard  function  is  reporting. 

Only  BMC  Software’s  Patrol  Knowledge 
Module  for  Secured  Servers  doesn’t  include  a 
selection  of  predefined  reports,  though  it  does 
display  client  usage  statistics  in  real  time.  .And 
all  but  four  products  include  filters  to  cus¬ 
tomize  reports. 

We  start  to  see  some  differentiation  in  the 
products’  alerting  features,  which  plav  a  critical 
role  in  keeping  you  one  step  ahead  of  dissatis¬ 
fied  users.  If  certain  thresholds  are  reached  or 
certain  events  occur,  most  products  cart  send 
alerts  by  multiple  means,  such  as  pager,  e-mail, 
SNMP,  server  console,  or  writing  to  a  log  file. 
However,  sLx  products  in  our  chart  fail  to  in¬ 
clude  any  alerting  mechanism. 

Stay  in  control 

Webmasters  need  to  be  able  to  control  Web 
servers  and  applications  from  a  centralized  loca¬ 
tion,  to  perform  tasks  such  as  adding  and  remov¬ 
ing  hosts,  deactivating  Web  servers  for  mainte¬ 
nance,  and  viewing  the  status  of  all  site  compo¬ 
nents,  for  example.  The  more  robust  tools  allow 
you  to  apply  changes  to  individual  servers  or 
entire  Web  applications. 

You  should  expect  an  active  site  monitoring 
tool  to  provide  real-time  server  monitoring  and 
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failure  detection  and  be  able  to  restart  a  failed 
server.  For  a  cut  above  the  rest,  look  for  those  few 
products  that  can  distribute  traffic  around  a  bro¬ 
ken  server  link  and/or  a  failed  server.  Only  Web- 
Spective  and  WebManage  Technologies’  Site- 
MARC  do  both.  WindDance  Networks’  Web- 
Challenger  (which  was  just  renamed  JetStream) 
will  distribute  traffic  around  a  failed  server  but 
not  around  a  broken  server  link. 

If  you’re  in  the  market  for  a  strong  content 
management  application,  consider  products  that 
can  do  more  than  just  pinpoint  broken  links  or 
access  problems.  Some  products  allow  you  to  edit 
and  repair  broken  links  from  within  the  applica¬ 
tion;  others  allow  you  to  search  for  and  replace 
one  or  more  incorrect  links  on  all  pages  at  once. 
Two  products  in  our  chart  offer  all  of  the  above 
link  functions:  Coast  Software’s  WebMaster  3.0 
and  Greyscale  Systems’  SiteMan  Website  Manager. 

Mapping  features  can  help  you  identify  key 
usage  patterns  for  improving  Web  site  effective¬ 
ness.  For  example,  you  can  find  the  most  tra¬ 
versed  path  through  your  site,  or  ask  to  see  a  spe¬ 
cific  user’s  path.  Typically,  products  support  one 
or  more  ways  to  view  lists  of  files,  such  as  by  path, 
filename,  title,  author,  size  or  creation  date.  The 
creation  date  option  is  important  if  you  need  to 
be  able  to  compare  maps  as  your  site  changes. 
Also  be  aware  that  not  all  site-monitoring  prod¬ 
ucts  can  map  local  and  remote  Web  servers. 

As  Web  sites  grow  in  complexity,  so  do  the 


Get  more  online: 

•  The  Interactive  Buyer’s  Guide,  featurin 
Web  management  software  from  20 
vendors 


•  Management  tips  from  Microsoft  Webmasters 


•  The  scoop  oiHoad'balancing  algorithms 


demands  users  place  on  them.  Visitors  expect 
faster  response  times  and  greater  availability.  One 
way  to  improve  service  is  to  provide  dynamic, 
intelligent  load  balancing  across  distributed  Web 
servers.  If  you  decide  to  go  this  route,  pay  special 
attention  to  load-balancing  algorithms.  Do  they 
only  factor  in  the  availability  of  the  Web  servers? 
Or,  do  they  look  at  the  big  picture,  taking  into 
account  the  complete  application,  including 
back-end  databases  and  pages,  as  WebSpective 
and  SiteMARC  do? 

Managing  Web  content  is  no  small  task  when 
you  have  multiple  applications  running  across 
mirrored  servers  throughout  a  geographically  dis¬ 
persed  Web  site.  In  this  scenario,  content  distrib¬ 
ution  is  a  critical  part  of  Web  site  management. 
You  need  to  make  sure  you  have  control  over 
how,  when  and  where  content  is  distributed.  You 
will  also  want  to  find  tools  that  can  automate  syn¬ 
chronous  and  secure  updates.  The  product  also 
should  ensure  that  users  always  have  access  to 


appropriate  content,  even  when  the  Web  server 
they  are  connecting  to  is  being  updated. 

Analysis  and  reporting 

Web  management  software  should  play  a  pro¬ 
active  role  in  server  and  application  perfor¬ 
mance  management.  This  effort  involves  moni¬ 
toring  statistics  regarding  the  load  and  perfor¬ 
mance  of  Web  applications,  Web  servers,  host 
machines  and  network  interfaces. 

A  comprehensive  tool  will  collect  real-time  and 
historical  information  and  display  it  in  adminis¬ 
trator-configurable  graphs.  You  may  want  an 
application  that  centralizes  the  data  in  a  relation¬ 
al  database  for  flexible  reporting  and  analysis.  Or 
you  may  choose  an  application  that  simply  reads 
and  analyzes  the  data  from  the  existing  log  file. 

Whichever  route  you  take,  you  want  a  tool  that 
lets  you  perform  historical  trend  analyses  and 
capacity  planning  and  then  generate  meaningful 
reports.  Look  for  as  much  customization  as  possi¬ 
ble,  such  as  the  ability  to  use  third-party  report¬ 
ing  tools  and  to  manipulate  report  layouts. 

You  may  not  find  one  tool  that  will  do  every¬ 
thing  you  want,  just  as  one  brand  of  Web  server 
or  operating  system  might  not  suffice  for  your 
particular  environment.  It’s  all  right  to  mix  and 
match,  as  long  as  you  cover  all  the  bases. 

Connor  is  a  senior  editor  with  Network  World.  She 
can  be  reached  at  dconnor@nww.com. 


Web  site  sentinels 

These  three  Web  management  tools  have  different  styles,  but  one  proves 
best  at  keeping  your  site  running  smoothly:  WebTrends’  Enterprise  Suite  3.0. 


Product:  WebTrends’  Enterprise 
Suite  3.0 


Vendor:  WebTrends 


Ease  of  use  distinguishes 
WebTrends’  newly  released 
Enterprise  Suite  3. 0,  which 
delivers  comprehensive  log  file 
analysis  and  solid  site  quality  reports. 
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By  Thomas  Powell 


REVIEW 


Web  management  is  hot,  and  a  hot  market 
means  one  sure  thing:  Don’t  blink  or  you’ll  miss 
something.  Take  the  three  vendors  that  accepted 
our  invitation  to  test  their  Web  management 
software  and  the  one  vendor  that  gave  us  a  sneak 
peek  at  its  upcoming  product;  each  company  is 
in  the  throes  of  revamping  an  existing  package 
or  introducing  a  brand-new  product. 

Why  the  push?  Because  all  of  a  sudden,  the 
reliability  and  speed  of  corporate  Web  sites  are 
top  priorities.  What  were  once  internal  skunk 


works  projects  are  now  critical  electronic  busi¬ 
ness  venues.  Web  site  administrators  need  help 
monitoring  server  conditions,  planning  for 
capacity,  managing  site  traffic  and  analyzing 
usage  trends.  While  we  found  no  product  that 
performs  all  of  these  Web  management  tasks 
flawlessly,  each  of  the  products  we  reviewed 
solves  a  portion  of  the  problem. 

Released  in  late  November,  WebTrends’ 
Enterprise  Suite  3.0  earns  our  Blue  Ribbon 
award  for  its  ease  of  use  and  its  detailed  quality 
assurance  reports.  WebTrends  has  a  firm  hold  on 
site  content  management  and  log  file  analysis, 
and  Enterprise  Suite  3.0  is  clearly  a  market 
leader  in  these  areas.  Enterprise  Suite  3.0’s  site 
monitoring  facilities  are  adequate  for  smaller 
sites,  and  its  basic  alerting  will  be  useful  for 
many  administrators  who  currently  have  no 
alarm  provisions. 


A  great  complement  to  WebTrends’  Enter¬ 
prise  Suite  3.0  is  Freshwater  Software’s  Site- 
Scope  3.1,  which  excels  at  monitoring  and 
alerting,  though  it  lags  in  content  management. 
We  tested  SiteScope  3.1;  Freshwater  released 
Version  3.2  in  mid-November,  and  Version  4.0 
is  due  in  early  1999. 

WindDance  Networks’  WebChallenger  con¬ 
tains  a  powerful  arsenal  of  tools,  including 
benchmarking  and  server  discovery  features  not 
found  in  other  Web  management  suites.  How¬ 
ever,  there’s  no  Web  management  task  at  which 
WebChallenger  truly  excels.  Also,  WebChallen- 
ger’s  user  interface  is  woefully  poor.  Stay  tuned, 
though,  because  it  too  is  a  work  in  progress.  As 
we  go  to  press,  WindDance  Networks  is 
relaunching  WebChallenger  as  JetStream.  The 

Continued  on  page  60 
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alerting  (40%) 
7x.40-2.80 
9x.40-  3.60 


Site  quality  analysis 
(30%) 

Log  file  analysis 
(10%) 

User  interface 

(10%) 

Installation 

(5%) 

Documentation 

(5%) 

Total 

score 

9x  .30  =  2.70 

IOx.10-  1.00 

10x.l0-  1.00 

10X.O5-  050 

9x.05-  0.45 

8.45 

7x  .30  =  2.10 

4x.10-0.40 

9x.10-0.90 

10x.05-0.50 

9x.05-0.45 

7.95 

7x.30  =  2.10 

7x.10-0.70 

5x.l0-  0.50 

10x.05-  0.50 

6x.05-  0.30 

6.90 

SiteScope  3.1 


WebChailenyer  7  x.  40  =  2.80 

- - - - - - - - - - - - - - - - -  — - 

Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category  in  determining  the  total  score. 


56  •  Network  World  •  December  7, 1998  •  www.nwfusion.com 


IBM  ANNOUNCES 
A  WEB  SERVER 
THAT  CAN  HANDLE 
20  MILLION 

TRANSACTIONS  A  DAY. 


CAN  SUPPORT  UP 
TO  50,000  USERS. 

CAN  DELIVER  99.999% 
AVAILABILITY. 

AND  IS  A  HACKER’S  WORST 
NIGHTMARE. 


URPRISE,  IT’S  YOUR  IBM  S/390  ENTERPRISE  SERVER,  e-business  isn’tjust  about  having  a  Web 
site.  It’s  far  beyond  that,  e-business  is  about  conducting  a  huge  amount  of  electronic  transactions  between  you,  your  customers, 
your  suppliers  -  everyone.  So  the  large  enterprise  server  you  bought  a  while  back  has  become  the  best  Web  server  available. 
Suddenly,  all  those  issues  which  led  to  your  original  S/390  decision  are  at  play  on  a  scale  larger  than  ever  envisioned. 

Which  means  your  S/390  server  wasn’t  as  much  a  hardware  purchase  as  it  was  a  strategic  choice.  Placing  your  enterprise 
data  on  your  S/390  means  that  information  doesn’t  need  to  be  replicated  and  can  always  be  up-to-date. 

As  it  stands,  you  have  a  Web  server  with  the  security  and  availability  you’ll  need  in  the  next  century:  your  S/390. 
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To  date,  1,700  new  or 
modernized  Web  applications 
are  available  for  the  S/390, 
with  close  to  a  thousand 
new  ones  on  the  way. 


The  IBM  S/390  hums 
along  with  no  more  than 
five  minutes  of  planned  or 
unplanned  downtime. 

A  year. 


IBM  S/390.  INSTANT  WEB  SERVER. 


If  you  think  about  it,  you  have  an  enormous  wealth  of  data  on  your  S/390.  By  transforming  their  own  S/390  enterprise 
server,  many  e-businesses  have  found  themselves  able  to  extend  their  existing  system  and  leverage  the  data  that  resides  there. 

Take  Volvo,  for  example.  They  Web-enabled  an  S/390  to  access  corporate  data,  thereby  integrating  delivery  schedules 
and  spare  parts  and  technical  information  for  dealers.  The  results  are  greatly  improved  customer  service  and  higher  profit. 

The  Web  conversion  happens  at  the  software  level  and  involves  minimum  hassle.  In  fact,  you  can  create  a  secure,  24-hour 
front  door  to  your  business  without  needing  to  cobble  together  additional  servers  and  software. 

Customers  can  track  orders  and  check  the  status  of  their  accounts  online.  Partners 
can  collaborate  with  you  at  all  hours  to  wring  time  out  of  the  production  cycle.  Suppliers 
can  post  to  your  payment  systems  in  real  time. 


24/7/365  ISN’T  A  LOCKER  COMBINATION. 


After  three  decades  of  transformation,  the  IBM  S/390  server 
sets  the  standard  for  e-business  transaction  serving. 


The  hottest  topics  in  computing  today  are  scalability,  security,  and  most  of  all,  availability  -  issues  that  were  once 
talked  about  primarily  at  the  mainframe  level.  Now  server  companies  are  claiming  mainframe  attributes  for  their  UNIX’ 
and  PC  servers  (in  fact,  chances  are  that  at  least  one  of  your  PC  or  UNIX  servers  is  down  right  now). 

These  distributed  servers  are  not  an  S/390  enterprise  server  and  never  will  be.  Not  alone,  not  clustered  together.  And 
in  an  e-business  environment,  deploying  a  clutch  of  servers  that  can’t  deliver  24x7  availability  is  like  locking  customers  out 
of  the  store.  Customers  who  can  go  to  a  competitors  site  with  two  clicks  of  the  mouse. 

However,  with  the  latest  generation  of  S/390  Parallel  Sysplex®  technology,  you  are  guaranteed  the  closest  thing  to  continuous 
computing,  with  a  design  point  of  99.999%  availability.  As  a  Web  server,  it’s  capable  of  handling  up  to  400,000,000  hits  or 
20,000,000  transactions  a  day,  or  up  to  50,000  users  simultaneously. 


A  network  based  on 
multiple  servers  can  be  open 
to  multiple  problems. 

And  enormous  complexity 
equals  enormous  costs. 


2,300  organizations  have 
Web-enabled  large  enterprise 
servers.  By  2000,  more  than 
10,000  will  be  operational. 


e-business 


RUN  A  DATA  MINE,  NOT  A  SERVER  FARM. 

An  infrastructure  built  on  multiple  servers  can  be  open  to  multiple  management  problems.  Just  deploying  a  new  major 
application  requires  a  visit  to  each  and  every  server.  And  in  the  environment  of  enterprise  computing,  its  a  mathematical 
fact  that  enormous  complexity  equals  enormous  costs  (no  wonder  Wachovia  chose  to  eliminate  90  percent  of  the  office 
automation  servers  in  their  information  services  department  through  an  S/390  consolidation). 

With  your  S/390  only  a  single  copy  of  a  program  needs  to  be  changed  on  the  server  in  order  to  improve  the  interface  of 
your  Web  site,  deploy  a  new  ERP  program  or  upgrade  your  e-mail  capabilities. 

Instead  of  putting  critical  business  applications  at  the  fingertips  of  the  users  who  need  them,  PC,  and  even  many  UNIX 
servers,  create  islands  of  information  that  can  be  nearly  impossible  to  keep  up-to-date. 

Your  bulletproof  S/390,  on  the  other  hand,  is  a  network  of  one,  and  has  the  ability  to  extract  insight  from  mountains  of 
information  and  reveal  relationships  and  trends  that  were  previously  invisible. 

LOWER  COSTS. 

The  transactional  costs  of  e-business  can  be  a  fraction  of  those  of  traditional  commerce.  You  already  know  that. 

But  costs  can  still  vary  wildly  depending  on  what  hardware  strategy  you  use.  As  their  Web  volume  grows  and  companies 
use  the  network  to  perform  vital  tasks  like  managing  their  supply  chains  or  implementing  customer  service  apps,  the 
benefits  of  one  scalable  enterprise  server  over  dozens  or  even  hundreds  of  smaller  servers  become  apparent. 

An  International  Technology  Group1  survey  found  that  with  true  enterprise  servers,  the  average  cost  per  use  in  transaction 
processing  was  76  percent  lower  than  for  centralized  UNIX  servers. 

That’s  a  staggering  difference.  With  your  S/390  server,  you  get  what  is  described  by  industry  consultants  as  the  lowest 
cost-per-user  computing  environment  in  the  industry. 

SO  WHERE  DO  YOU  GO  FROM  HERE?  Whom  do  you  talk  with  to  transform  your  S/390  into  your  enterprise  Web 
server?  IBM  can  provide  a  way  to  get  your  existing  set  of  servers  consolidated  and  to  train  your  staff  to  manage  and  continue 
the  process.  Our  entire  organization  is  ready  to  help  your  company  run  more  efficiently,  more  quickly  and  more  profitably. 

To  learn  how  the  S/390  is  the  defining  standard  in  enterprise  computing,  type  in  www.lbm.com/s390/web 
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WebTrends’  Enterprise  Suite  3.0  A  Detailed  log  file  analysis  and  ▼  Lacks  detailed  monitoring 

WebTrends  quality  assurance  reports  choices 

(503)  294-7025  A  Easy  to  use 

www.  webtrends.  com 

Pricing:  $1,499 for  1,000  domains 

SiteScope  3.1  ▲  Detailed  alert  capabilities  ▼  Lacks  site  and  log  analysis 

Freshwater  Software  A  Easy  to  use  tools 

(303)443-2266 

www.freshtech.  com 

Pricing:  $495  per  NT  server,  $1,295  per  Unix  server 

WebChallenger  ▲  Includes  load  simulation  and  ▼  Poor  interface 

WindDance  Networks  network  analysis  tools  ▼  Allows  minimal 

(613)  728-1 700  A  Passive  network  monitoring  customization  for  alerts 

www.  winddancenet.  com 

Pricing:  See  Interactive  Buyer’s  Guide  (www.nwfusion.com,  DocFinder:  9421)  for  new  JetStream  pricing 


Continued  from  page  56 

features  we  tested  are  the  same,  but  the  name  is 
new  and  the  repackaged  version  will  have  a  new, 
purportedly  cleaner  interface. 

Finally,  we  looked  at  a  late  beta  version  of 
Masterin'  from  Computer  Associates  International 
(see  story,  page  62) .  MasterIT  is  a  new  product 
from  Computer  Associates,  which  has  a  history  in 
network  management,  and  it’s  a  good  one.  Our 
initial  inspection  indicates  that  MasterIT  may  set  a 
new  high  mark  for  site  monitoring  and  alarming 
when  it’s  released  this  month. 

Monitoring  fundamentals 

Originally  a  simple  log  file  analysis  tool, 
WebTrends’  Enterprise  Suite  3.0  today  is  a  Web 
management  tool  that  monitors  site  quality, 
checks  links,  conducts  proxy  file  analysis  and 
alerts  you  when  your  site  needs  attention.  It’s  a 
reasonably  powerful  program  with  minimal 
needs:  You  can  run  Enterprise  Suite  3.0  from 
any  Windows  95,  98  or  NT  system  with  16M 
bytes  of  RAM  and  20M  bytes  of  disk  space. 

Monitoring  functions  track  server  availability, 
document  availability  by  URL,  SNMP  traps,  disk 
space  use,  Web  server  logs,  NT  logs,  and  the  status 
of  various  IP-based  services  such  as  Domain  Name 
System  (DNS) .  Enterprise  Suite  3.0  lets  you  check 
thresholds  at  regular  intervals  and  designate  alert 

WEBTRENDS'  ENTERPRISE  SUITE  3.0 


mechanisms,  including  audible  alarms,  e-mail 
messages  and  pages.  The  product  also  addresses 
recovery:  Alarms  can  trigger  as  many  as  three 
actions,  including  running  a  program,  restarting  a 
service  or  rebooting  a  system. 

In  general,  however,  we  found  Enterprise 
Suite  3.0’s  monitoring  features  pretty  basic.  For 
example,  the  software  doesn’t  allow  you  to 
monitor  server  performance,  network  utiliza¬ 
tion  or  the  contents  of  a  file.  These  checks  are 
crucial  if  you’re  trying  to  deal  proactively  with 
traffic  increases,  rather  than  simply  responding 
after  a  service  fails. 

Enterprise  Suite  3.0’s  file  integrity-checking 
function  is  also  simplistic.  The  feature  looks  pri¬ 
marily  at  file  size  and  time  stamps;  more  complex 
integrity  checkers  can  search  for  a  particular 
string  in  the  contents  of  a  file.  This  distinction  is 
important  when  you  consider  monitoring  a 
dynamically  generated  page.  What  happens  if 
pages  are  built  properly  but  the  program  fails 
and  the  content  isn’t  placed  on  the  page?  A  sim¬ 
ple  URL,  checker  wouldn’t  notice  a  problem,  and 


because  the  page 
is  dynamically 
built,  a  file  size 
or  time  stamp 
checker  would 
be  inappropriate. 

Enterprise 
Suite  3.0’s  link 
checking  and 
site  quality  fea¬ 
tures  identify 
broken  links, 
large  or  slow 
pages,  very  old 
or  very  new 
pages  and  gen¬ 
eral  HTML 
problems,  such  as  missing  height  and  width 
attributes  for  images.  You  can  run  link  checks  at 
any  time  or  schedule  runs  for  later,  and  you  can 
customize  reports  or  make  use  of  predefined 
reports,  such  as  one  that  displays  all  images 
used  in  a  Web  site. 

While  the  ability  to  check  links  is  nothing  new, 
Enterprise  Suite  3.0’s  handy  integrated  site  man¬ 
agement  console  is.  WebTrends  can  display  site 
analysis  information  in  a  variety  of  formats,  in¬ 
cluding  an  interactive  hyperbolic  tree,  file  view, 
link  view,  Web  chart  and  grouping  view.  The 

graphic  views  allow 
you  to  look  at  site 
structure,  navigate 
the  site  and  even  view 
the  underlying 
source.  Once  you  iso¬ 
late  a  problem,  you 
can  launch  a  third- 
party  HTML  editor 
directly  from  the 
management  console. 

Given  its  origins, 
it’s  not  surprising  that 
we  found  the  strong¬ 
est  aspect  of  Enter¬ 
prise  Suite  3.0  to  be 
its  log  file  analysis 
support.  Like  previ¬ 
ous  versions,  this 
product  balances  sim¬ 
plicity  with  power.  The  built-in  log  file  reports 
range  from  basic  executive  summaries  showing 
site  usage  patterns  to  advanced  reports  that 
include  banner  ad  tracking  and  search  engine 
phrase  monitoring.  You  can  save  the  fully  cus¬ 
tomizable  reports  in  a  variety  of  formats,  includ¬ 
ing  HTML,  Microsoft  Word,  Excel  and  comma- 
delimited  or  ASCII  text.  A  scheduler  can  auto¬ 
matically  retrieve  logs  from  a  disk,  by  File 
Transfer  Protocol  (FTP)  or  even  HTTP.  Once 
the  results  are  processed,  you  can  save  the  results 
to  a  disk,  upload  them  via  FTP  to  a  remote  sys¬ 
tem,  or  e-mail  a  report  to  interested  parties. 

While  log  files  show  historical  site  informa¬ 
tion,  you  can  set  the  program  to  constantly 
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refresh  the  log  information  for  your  reports. 

That  feature,  along  with  this  version’s  improved 
processing  speed,  makes  near  real-time  monitor¬ 
ing  possible.  Speed  improvements  are  partially 
due  to  the  inclusion  of  FastTrends,  a  caching 
database  that  stores  the  results  of  processed  logs. 

Other  interesting  log  analysis  features  include 
support  for  clusters  and  proxy  server  logs,  filters 
to  sort  out  multiple  domains  served  from  a  sin¬ 
gle  machine,  Open  Database  Connectivity  sup¬ 
port  for  access  to  log  files  stored  in  databases, 
and  the  ability  to  run  reports  from  a  remote  Web 
browser.  Finally,  intranet  users  may  appreciate 
the  ability  to  provide  meaningful  naming 
schemes  for  IP  addresses  and  machines.  This  fea¬ 
ture  allows  you  to  associate  addresses  and 
machines  with  departments  or  other  groupings 
in  internal  log  file  reports. 

Focus  on  site  status 

For  Web  site  alerting  and  monitoring,  Fresh¬ 
water  Software’s  SiteScope  is  hard  to  beat.  The 
program  runs  on  Windows  NT,  Irix  and  Solaris, 
and  consists  of  a  Java  server  application  accessed 
via  a  Web  browser  interface.  The  interface  pro¬ 
vides  a  simple  control  panel  that  lets  you  visually 
monitor  Web  services.  You  can  set  alarms  graphi¬ 
cally  to  be  sent  via  e-mail,  SNMP  trap  and  pager. 

Setting  up  site  monitors  with  SiteScope  is  fairly 
simple.  Like  the  other  products,  SiteScope  offers 
ping  checks  and  monitors  the  availability  of  ser¬ 
vices  including  DNS,  FTP,  news  and  mail.  You 
can  also  watch  basic  system  services  such  as  disk 
space  availability,  memory  use  and  CPU  utiliza¬ 
tion;  and  you  can  request  that  warnings  be 
issued  when  thresholds  are  reached. 

Additionally,  SiteScope  monitors  log  files  for 
error  messages  and  checks  statistics  logs  to  deter¬ 
mine  hits  per  minute  or  bytes  transferred  per 
minute,  for  example. 

One  interesting  aspect  of  SiteScope ’s  moni¬ 
toring  is  its  robust  URL  and  file  monitoring 
function.  Like  most  Web  management  suites, 
SiteScope  can  check  for  the  existence  of  a  file 
as  well  as  monitor  the  size  and  date  of  the  last 
file  modification.  However,  as  we  noted  with 
WebTrends’  Enterprise  Suite  3.0,  these  checks 
are  not  useful  when  you’re  dealing  with  dynam¬ 
ically  generated  pages.  For  this  reason,  Site- 
Scope  lets  you  examine  the  contents  of  a  gener¬ 
ated  file  for  a  particular  string  as  well  as  check 
for  the  proper  execution  of  a  script  that  may 
generate  a  file. 

Besides  monitoring  files,  SiteScope  can  also 
watch  a  sequence  of  URLs  or  actions  that  emu- 


How  to  specify  Web  site  benchr 


Site  management  console  combines  a  graphic  view  of  site  structure  and  text  details. 
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late  a  topical  user  transaction,  such  as  filling  out 
a  sequence  of  forms  and  downloading  a  soft¬ 
ware  package.  Using  a  facility  called  Deep 
Monitoring,  SiteScope  not  only  monitors  the 
success  or  failure  of  the  transaction  as  a  whole, 
but  lets  you  look  at  the  steps  that  comprise  a 
transaction  if  a  failure  occurs. 

One  interesting  twist  to  Freshwater’s  Web 
monitoring  approach  is  an  optional  subscrip¬ 
tion  service  called  Global  SiteSeer,  which  moni¬ 
tors  your  Web  site  from  various  locations  on  the 
Internet.  Public  Web  site  administrators  may 
find  the  user-oriented  perspective  that  Global 
SiteSeer  provides  more  interesting  than  any 
internal-based  alarm  system. 


Up  to  the  challenge? 

WebChallenger  from  WindDance  Networks 
has  some  of  the  most  interesting  features  we 
found  in  our  tests,  but  the  product  is  hampered 
by  a  clunky  interface.  If  you  have  l,024-by-768- 
pixel  resolution  or  better  and  are  willing  to  deal 
with  an  unpolished  HTML-  and  Java-based 
browser  interface,  you’ll  discover  a  wealth  of  use¬ 
ful  tools. 

WebChallenger  requires  an  NT  4.0  worksta¬ 
tion  or  server  with  32M  bytes  of  RAM  and  more 
than  100M  bytes  of  free  disk  space. 
WebChallenger  does  not  run  on  the  same 
machine  as  the  Web  server  and  does  not 
require  a  remote  component  on  monitored 
servers.  Even  so,  it  provides  sophisticated  net¬ 
work  and  server  monitoring. 

Once  installed  on  a  client  PC,  WebChallen- 


WEBCHALLENGER 


Web  Verify  Report 


WindDance  Networks  is  giving 
WebChallenger  a  new  name, 
JetStream,  and  a  new  look 
(below). 
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ger  passively  watches 
traffic  on  its  network 
segment.  It  can  moni¬ 
tor  bandwidth  usage 
and  page  requests  sent 
to  any  Web  server  on 
the  network,  regardless 
of  operating  system  or 
server  version. 

The  product  is  built 
around  six  primary 
tools:  Web  Alarm,  Web 
Benchmark,  Web  Diag¬ 
nosis,  Web  Explorer, 

Web  Statistics  and  Web 
Verify. 

Web  Alarm  includes  some  nice  features  that 
are  useful  for  catching  server  failures  before 
they  happen.  For  example,  Web  Alarm  can 
notify  you  if  server  response  time  falls  below  a 
specified  threshold  or  if  server  throughput 
slows  to  less  than  a  specified  level.  Basic  moni¬ 
toring,  such  as  probing,  to  see  if  a  server  is 
available  or  if  a  network  service  port  is  live,  can 
also  trigger  an  alarm. 

In  general,  however,  we  found  WebChallen- 
ger’s  alarm  configuration  to  be  subpar.  You  can 
designate  only  one  e-mail  address  to  send  alerts 
to,  regardless  of  the  type  of  alarm.  Furthermore, 
the  simple  pager  interface  lacks  configuration 
capabilities.  For  example,  you  can’t  direcdy  pro¬ 
vide  complex  pager  access  scripts  that  deal  with 
alphanumeric  paging  systems. 

We  were  more  impressed  with  the  Web 


Benchmark  component,  which  tests  server 
capacity  and  response  time.  You  can  set  loads  to 
simulate  multiple  clients,  and  you  can  program 
each  client  to  look  at  a  particular  number  of 
URLs  per  test  cycle.  After  benchmarking  a  serv¬ 
er,  WebChallenger  produces  a  report  that 
includes  transactions  per  minute,  as  well  as 
throughput  and  response  time  in  milliseconds. 
While  more  complex  Web  server  load-testing 
products  exist,  Web  Benchmark  does  an  ade¬ 
quate  job  for  general  capacity  planning. 

Web  Diagnosis  provides  raw  access  to  net¬ 
work  traffic.  While  it  may  be  useful  to  isolate 
data  problems  closer  to  the  packet  level,  it’s 
probably  of  litde  help  to  Web  administrators. 

More  useful  is  Web  Explorer,  which  checks  a 
network  for  the  existence  of  various  IP-based 
services,  including  HTTP,  FTP,  DNS  and  Simple 


Tomorrow’s  heavyweight? 


©e’ve  wondered  why  traditional  network  management  ven¬ 
dors  haven’t  attacked  the  Web  management  segment 
more  aggressively  —  until  now,  that  is.  Computer 
Associates  International’s  forthcoming  MasterIT  Web 
management  suite  may  shift  the  focus  of  Web  management 
back  to  traditional  network  management  vendors. 

We  took  a  quick  look  at  a  late-beta  version  of  MasterIT  and  found  it 
matches  all  of  the  site  monitoring  and  alerting  functions  of  the  other 
products  we  looked  at.  Given  CA’s  strength  in  network  management, 
we  expect  this  product  to  raise  the  bar  when  it  comes  to  must-have  Web 
management  features. 

MasterIT  runs  on  Windows  NT  Server  4.0  as  well  as  on  major  versions 
of  Unix,  including  Solaris,  AIX  and  HP/UX;  it  can  monitor  Web  servers 
running  on  these  platforms.  MasterIT  consists  of  three  components:  Web 
server  agents,  which  run  on  the  servers  and  monitor  their  health;  Web 
response  monitors,  which  remotely  evaluate  monitored  Web  sites  from  a 
user  perspective;  and  a  management  console  that  can  run  on  a  client  PC. 

Like  WindDance  Networks’  WebChallenger,  MasterIT  provides  real¬ 
time  statistics  on  a  variety  of  server  aspects,  including  disk  usage,  bytes 
transferred  per  second  and  CPU  utilization.  The  monitoring  interface  is 
clean  and  easy  to  follow.  Like  Freshwater  Software’s  SiteScope,  MasterIT 
provides  a  complete  suite  of  Web  monitoring  and  alarm  functions.  The 
product  can  be  triggered  not  only  by  server  availability,  but  by  response 
time  and  page  content.  And,  like  the  more  sophisticated  monitors  avail¬ 
able  in  SiteScope,  MasterIT  provides  a  high  degree  of  granularity  and 
can  examine  individual  steps  of  transactions  and  page  contents. 

For  content  management,  MasterIT  provides  basic  link  checking,  qual¬ 
ity  assurance  and  log  tile  analysis.  While  MasterlT’s  log  file  and  link  analy¬ 
sis  capabilities  are  similar  to  WebTrends’  Enterprise  Suite  3.0’s  functional- 


MASTERIT 

Web  server  agents  monitor  server  health,  including  CPU  usage,  number  of  requests 
per  second  and  throughput. 
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ity,  MasterIT  does  not  have  the  same  degree  of  depth  and  polish. 

MasterIT  can  also  be  used  like  WebChallenger  for  basic  load  testing, 
although  that’s  not  one  of  the  product’s  primary  functions.  Unlike 
WebChallenger,  MasterIT  doesn’t  address  server  discovery.  But  CA’s 
Unicenter  TNG  does  offer  this  along  with  other  network  management 
and  analysis  features,  and  MasterIT  is  compatible  with  Unicenter  TNG. 

—  Thomas  Powell 
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It  takes  more  than  encryption  to  implement  a  secure, 
reliable  virtual  private  network.  More  than  authentication. 
More  than  any  single  point  tool  can  offer.  A  complete 
VPN  solution  integrates  comprehensive  security,  traffic 
control  and  enterprise-wide  management.  Which  is  exactly 
what  Check  Point  Software  Technologies  delivers  for  our 
more  than  5,000  VPN  customers  worldwide. 

Whatever  your  VPN  implementation  -  intranet,  remote 
access  or  extranet  -  Check  Point  meets  all  of  your  security, 
reliability  and  manageability  requirements: 

Comprehensive  security:  Access  control  with  standards- 
based  authentication  and  encryption  guarantees  the  security 
of  network  connections,  the  authenticity  of  local  and  remote 
users,  and  the  privacy  and  integrity  of  data  communications. 

Traffic  Control/QoS:  Only  the  Check  Point  VPN  solution 
allows  customers  to  assign  a  higher  priority  to  VPN  traffic, 
precisely  controlling  the  bandwidth  for  improved  VPN 
quality  of  service  and  performance. 


Enterprise  management:  The  ability  to  define  a  single 
enterprise-wide  security  policy  that  includes  VPNs,  to 
distribute  this  policy  to  multiple  enforcement  points  and  to 
manage  it  from  a  central  management  console  is  available 
only  from  Check  Point. 


Check  Point  is  the 
market  leader  in 
VPN  installations. 


Worldwide  VPN  installations 

No  one  defines  a  complete  VPN  like  Check  Point. 

For  more  information  visit  our  VPN  reference  site 
and  download  our  VPN  White  Paper  at 

www.checkpoint.com/VPN. 


Check  Point  delivers  security, 
reliability  and  manageability  for 
all  VPN  implementations. 
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Mail  Transfer  Protocol,  among  others. 
Web  Explorer  helped  us  isolate  some 
rogue  Web  servers  on  a  large  intranet. 

The  Web  Statistics  tool  lets  you  easily 
watch  Web  traffic  in  near  real  time  on 
a  variety  of  servers. 

Finally,  Web  Verify  provides  basic 


site  link  checking  and  some  quality 
assurance  measures,  such  as  linking 
statistics,  and  the  age  and  size  of  a 
page.  While  useful  and  fast,  Web  Verify 
doesn’t  provide  any  visualization  tools, 
which  are  helpful  when  you’re  trying 
to  decide  how  to  fix  a  problem. 


What  we  learned 

While  no  currendy  shipping  Web 
management  product  addresses  all 
administradve  needs,  each  of  the  three 
products  reviewed  here  can  help  you  bet¬ 
ter  manage  your  Web  site.  For  site  con¬ 
tent  management  and  log  file  analysis, 
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Program  Overview 

Implementing  a  fully  converged 
network  requires  the  careful 
orchestration  of  a  number  of 
elements  including  terminals,  voice 
and  video  codecs,  gatekeepers  and 
gateways  to  other  networks.  And  for 
a  successful  implementation,  you 
need  all  of  those  components  to 
interoperate  -  an  awesome  task  that 
involves  adherence  to  a  multitude  of 
standards. 

Instruction  and  guidance  are  what 
you  need  to  accomplish  this  goal. 
Specifically,  you  need  a  complete 
understanding  of  the  multimedia 
applications  requiring  integrated 
voice/data/video/fax  transmission, 
the  network  architectures  necessary 
to  support  those  applications  and 
the  standards  in  place  to  ease  your 
interoperability  concerns.  This 
seminar  will  teach  you  the  steps  to 
designing  and  implementing  an 
integrated  network  that  delivers 
cost  savings  and  increased 
manageability. 

Presented  by  Mark  A.  Miller,  P.E., 
DigiNet  Corporation 


Benefits  of  Attending 

•  Understand  the  key  driving  factors 
behind  the  Voice  over  IP  initiatives: 
client  applications  and  economic 
benefits 

•  Realize  the  importance  of 
implementation  agreements  and 
interoperability  testing  for  a 
successful  roll-out  of  these 
services 

•  Understand  how  the  multimedia 
standards  for  audio/video  coding, 
signaling,  and  call  management  fit 
together 

•  Understand  how  Quality  of  Service 
(QoS)  issues  become  key  factors  for 
a  successful  multimedia  network 
implementation 

•  Understand  how  network  traffic 
patterns  can  impact  a  Voice  over  IP 
implementation 

•  Speak  with  representatives  of 
sponsoring  companies  and  see  live 
demonstrations  of  desktop 
multimedia  applications 
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WebTrends’  Enterprise  Suite  3.0  is  clearly 
the  market  leader  in  its  price  range. 

While  Enterprise  Suite  3.0  provides 
some  site  monitoring  facilities  that  may 
be  adequate  for  smaller  sites,  it  is  out¬ 
classed  by  Freshwater  Software’s 
SiteScope.  With  its  emphasis  on  moni¬ 
toring  and  detailed  alerting  capabili¬ 
ties,  SiteScope  would  be  very  useful  for 
organizations  that  need  to  monitor 
small  server  farms  or  collections  of 
intranet  servers. 


SITESCOPE  31 

View  Web  conditions  at  a  glance  with 
SiteScope’s  compact  console. 


WebChallenger  —  with  its  “jack-of- 
all-trades,  master  of  none”  approach 
—  may  be  appropriate  for  organiza¬ 
tions  looking  for  technical  and  net¬ 
work  probing  information  at  a  reason¬ 
able  cost.  In  renaming  and  relaunch¬ 
ing  the  product  as  JetStream,  we  hope 
WindDance  Networks  will  solve 
WebChallenger’s  biggest  weakness:  a 
poor  user  interface. 

Powell  is  the  founder  and  president  of 
PINT  ( www.pint.com ),  a  San  Diego-based 
Web  development  firm,  and  the  author  of 
Web  Site  Engineering  and  HTML:  The 
Complete  Reference.  He  can  be  reached 
at  tpowell@pint.com. 


How  we  did  it 


We  installed  each  product  on  a  Pen¬ 
tium  II  350-MHz  Windows  NT  server  with 
128M  bytes  of  RAM  and  monitored  three 
Web  servers:  a  Windows  NT  server  run¬ 
ning  Internet  Information  Server,  a  Sun 
SPARC-5  running  Netscape  Enterprise 
server,  and  a  Linux  machine  running 
Apache.  When  possible,  we  set  monitors 
to  scan  for  server  availability,  bandwidth 
utilization  and  URL  availability. 

We  used  a  load  simulator  to  create 
loads  of  20, 50  and  100  simultaneous 
users  on  the  machines  to  trigger  band¬ 
width  alarms.  To  set  off  additional  alarms, 
we  stopped  the  servers  and  removed 
URLs.  We  performed  link  analysis  on  a 
production  site  containing  a  few  dozen 
broken  links  out  of  2,500  pages  and  a 
total  of  more  than  10,000  links;  and  we 
performed  log  analysis  using  day-,  week-, 
and  month-size  log  files  with  a  maximum 
size  of  approximately  55M  bytes. 
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If  You’re  About  To  Design 


A  Market  Entry  Plan, 


Engineer  A  Telecom  Network, 


Negotiate  Rights  Of  Way, 


Lay  Cable,  Connect  Customers 


-2nd  Monitor  Everything  — 


Getting  All  Your  Ducks  In  A  Row 


Is  A  Lot  Easier  When  You 


That’s  a  lot  of  work.  Until  now,  you  needed  a 
flock  of  different  companies  to  do  it.  But  there  is  a 
better  way  -  ACSI  Network  Technologies,  Inc. 
You  could  spend  too  much  time  and  too  much 
money  picking  from  the  myriad  "experts”  in  each 
discipline,  or  you  could  find  the  turnkey  solution 
you  need  from  one  supplier  with  a  proven  record. 
Our  team  offers  what  you  need  to  design,  install 
and  monitor  a  telecom  network,  data  or  voice, 
from  the  drawing  board  to  long  after  the  ribbon 
cutting.  Or  just  have  us  handle  a  specific  job 
during  the  process.  Either  way,  we  have  the 
experience  you’ll  need  to  do  it  right. 

The  collective  experience  of  our  team  members 
includes  involvement  in  the  design  and 


Only  Have  One  Duck. 


building  of  major  networks  for  companies  like 
MFS,  TCG  and  MCI.  But  we’re  most  proud 


\c  si 


of  what  we  did  for  our  parent  company. 
We  made  a  name  for  e. spire  Communications, 
Inc.,  installing  over  1000  miles  of  fiber 
optic  network  in  30  cities  in  30  months.  So  when 
you’re  ready  to  get  your  company  going, 
give  ACSI  Network  Technologies,  Inc.  a  call. 

Just  one  call 


will  do. 


NETWORK  TECH  NOLOGI  ES,  INC.  131  NATIONAL  BUSINESS  PARKWAY,  SUITE  100,  ANNAPOLIS  JUNCTION,  MARYLAND  20701  1  &  0  0  6  8  4  6  3  9  3 

Free  Product  info  enter  NWInfoXpress  #3  online  @  www.networkworld.com/infoxpress 


Relax.  Now  There’s  A  Pain- Free  Host  Access  Management 
Solution  For  Evolving  To  e-Business.  Attachmate®  e-Vantage™  is 
the  only  solution  that  centralizes  management  of  every  host 
connection  or  custom  web  application  across  your  entire  enter¬ 
prise.  Without  it,  the  complexities,  pressures  and  uncertainties 
of  evolving  to  e-business  can  overwhelm  even  the  most  savvy 
IT  professional. 

Attachmate  e-Vantage  gives  you  the  power  to  manage  your 
evolution  to  server-based  e-business  so  employees,  partners 
and  customers  get  the  information  they  need.  It’s  the  only  solu¬ 
tion  compatible  with  IBM?  Java™  and  Microsoft®  standards — in 


any  combination.  Now  you  can  go  from  traditional  thick  clients  to 
thin  with  no  hassles  or  security  issues.  And  to  make  the  transition 
even  easier,  we  offer  comprehensive  consulting  solutions  and 
back  up  e-Vantage  with  world-class  technical  support. 

Find  out  why  four  out  of  five  Fortune  500  companies  and 
over  10  million  users  worldwide  rely  on  Attachmate  to  boost 
productivity  and  reduce  costs.  Call  1-800-933-6751  or  visit  us  on 
the  web  at  www.attachmate.com/ad/evolve16.asp  for  your  free 
Web-to-Enterprise  Solutions  Guide. 

^Attachmate. 

The  Advantage  of  Information - 


©  1998  Attachmate  Corporation  All  Rights  Reserved.  Attachmate  is  a  registered  trademark  and  Attachmate  e-Vantage  is  a  trademark  of  Attachmate  Corporation.  IBM  is  a  registered  trademark  of 
International  Business  Machines  Corporation.  Microsoft  is  a  registered  trademark  of  Microsoft  Corporation.  Java  is  a  trademark  or  registered  trademark  of  Sun  Microsystems,  Inc.  in  the  United  States  and  other  countnes. 
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across  the  Internet.  “Where  other  folk¬ 
lorists  talk  about  hundreds  of  years  of 
diffusion,  I  talk  about  hours  of  spreading. 
E-mail  lists  are  an  immediate  indicator  of 
what  people  are  thinking,  what  their  con¬ 
cerns  are,  and  what  topics  are  on  the  tops 
of  their  heads.  When  something  resonates, 
it  gets  sent  everywhere,”  Fisher  says. 

Ben  Zimmer  of  the  University  of  Chicago’s 
anthropology  department  adds  that  the  John 
Glenn  joke  took  off  because  it  was  funny, 
time-sensitive  and  made  people  feel  as  if  they 
were  in  on  a  big  practical  joke.  Also,  the 
Planet  of  the  Apes  reference  resonated  particu¬ 
larly  well  in  what  Zimmer  describes  as  “the 
geeky  world  of  the  Internet.” 

“Seen  in  a  broader  historical  perspective, 
topical  jokes  have  often  been  linked  to  the 
rise  of  various  forms  of  mass  media,  from 
newspapers  to  movies  to  TV  to  the  Inter¬ 
net,”  Zimmer  says.  The  TV  era  spawned  the 
phenomenon  of  people  watching  The 
Tonight  Show  and  repeating  Johnny 
Carson’s  jokes  the  next  day  at  work.  “Now, 
with  the  Internet,  topical  jokes  don’t  need 
to  rely  on  the  traditional  mass  media  to  get 
circulated,”  he  says. 

Aside  from  some  people  who  didn’t 
appreciate  getting  so  many  copies  of  the 
same  thing,  most  Netizens  see  the  John 
Glenn  joke  as  a  harmless  diversion  that 
helps  build  community  on  the  Internet. 

“Once  we  all  watched  Ed  Sullivan;  now 
we  send  each  other  ape  jokes,”  says  David 
Rothman  of  Alexandria,  Va.,  author  of  the 
book  Networld!  “It’s  something  that  binds 
us  together.” 


Ot  swept  across  the  vast  expanse 
of  cyberspace  like  an  elec¬ 
tronic  firestorm,  jumping 
from  private  mailbox  to  joke 
forum  to  Usenet  newsgroup 
until  it  seemed  to  engulf  the 
entire  World  Wide  Web. 

“Pssssst.  This  is  a  secret.  When  John 
Glenn  returns  from  space,  everybody  dress 
i  in  ape  suits.  Pass  it  on.” 

Glenn  lifted  off  on  Thursday,  Oct.  29, 

;  circled  the  globe  134  times  and  traveled  a 
total  of  3.6  million  miles. 

There’s  no  way  to  track  how  many  times 
the  John  Glenn  joke  circled  the  globe  or 
j  how  many  people  it  reached,  but  by  most 
;  accounts,  it  ranks  as  the  most  popular  joke 
1  in  Internet  history. 

Glenn  touched  down  nine  days  later  on 
i  Nov.  7,  ending  his  extraordinary  space 
(  mission.  But  by  then  the  joke,  which  refers 
j  to  the  movie  Planet  of  the  Apes,  had  taken 
f  on  a  life  of  its  own.  There  were  new  post- 
;  ings  on  the  DejaNews  newsgroup  archive 
J  as  late  as  Nov.  22,  more  than  two  weeks 
I  after  Glenn’s  landing. 

And  ’Net  watchers  are  still  buzzing  about 
I  the  phenomenon.  “It  is,  in  my  seven  years 
•  of  e-mail  experience,  the  fastest  spreading 
I  joke  that  I  have  encountered,”  says  Ingrid 

I;  Moon,  a  Web  designer  based  in  Studio  City, 
|  Calif  She  received  the  joke  from  15  differ- 
|  ent  people. 

In  fact,  Danyel  Fisher,  a  computer  sci- 
I  ence  graduate  student  at  the  University  of 
|  California  at  Berkeley,  created  a  Web  site 
|  devoted  to  the  joke  and  its  origins  (www.es. 

I  berkeley.edu/~danyelf/ Apes/first.html) . 

Fisher,  who  is  also  a  student  of  folklore, 

:  has  become  fascinated  with  the  way  jokes 
spread  or,  as  Netizens  like  to  say,  vector 


Neal  Weinberg  is  Network  World’s  features 
reporter.  He  can  be  reached  at 
nweinberg@nww.  com. 


Sunday,  Nov.  22: 

Someone  in  the  U.K.  posts 
the  joke  two  weeks  after 
Glenn  lands.  The  joke  tops 
out  at  34,000  DejaNews 
entries. 


Thursday,  Oct.  29: 

Space  Shuttle  Discovery 
lifts  off  with  Sen.  John  Glenn 
aboard. 


Friday,  Oct.  30: 

The  John  Glenn  joke  is 
mentioned  on  the  John  Boy 
&  Billy  Big  Show,  a  drive-time 
radio  program  beamed  to 
stations  in  13  states  in  the 
South  and  Midwest.  The 
show’s  hosts  say  the  joke  was 
e-mailed  to  them  that  day  by 
an  unidentified  listener. 


Saturday,  Nov.  7: 

Glenn  lands  safely,  and  no 
one  wearing  an  ape  suit  is 
anywhere  to  be  found.  But 
Australian  comedian  Brett 
Sheargold  steps  up  and 
claims  credit  for  originating 
the  joke.  He  says  he’s  been 
telling  it  Down  Under  since 
1989  and  updates  it 
whenever  another  space 
shuttle  is  launched. 

Sheargold  claims  to  be 
upset  about  the  spread  of  his 
joke  because  he  says  it's  now 
so  well-known  he  can  no 
longer  tell  it. 

Friday,  Nov.  6: 

The  joke  appears  in  the 
New  York  Daily  News,  USA 
Today  and  the  Los  Angeles 
Times. 


Tuesday,  Nov.  3: 

Leandro  Asnaghi-Nicastro, 
who  received  the  joke  from  a 
friend  a  couple  of  days 
earlier,  posts  it  on  his  online 
magazine  called  Capital  of 
Nasty.  By  the  end  of  the  week, 
the  joke  will  be  e-mailed  back 
to  Asnaghi-Nicastro  48  times. 


Frank  Ortiz  of  Spring,  •  ^  m 
Texas,  spots  the  joke  on  the  Sm 

.alt.autograph. collectors  ljjj 

newsgroup  and  sends  it  to  ^  S| 
10  people,  one  of  whom  runs  att 

the  alt.gossip. celebrity 
newsgroup,  where  it’s  quickly  fSjjj 
’  posted.  Three  days  later,  the 
joke  is  returned  to  Ortiz  in  an  *  WA. 

e-mail  with  more  than  2,000  . 

'  > 

names  on  it.  * 

In  Denmark,  Rune  Jensen  .  * 

gets  the  joke  from  a  friend 
and  posts  it  to  a  Danish 
newsgroup. 

Derek  Cashman  receives  the  joke 
from  someone  at  the  ICQ  instant 
messaging  site  and  posts  it  on  the 
rec. humor  Usenet  site,  which  claims 
more  than  700,000  readers.  That’s  where 
“it  really  exploded,”  Cashman  says. 


Thursday,  Nov.  5: 

Web  cartoonist  J.D.  Frazer, 
known  as  llliad,  transforms 
the  joke  into  one  of  his 
cartoons  and  posts  it  on  his 
User  Friendly  site,  which  he 
claims  is  frequented  by  more 
than  three  million  readers 
each  month. 

Rush  Umbaugh  and  Tom 
Snyder  mention  the  joke  on 
their  respective  radio  and  TV 
shows,  brief  articles  appear 
in  The  Washington  Post  and 
Toronto  Sun,  and  there’s  a 
report  on  National  Public 
Radio. 

The  joke  reaches  5,200 
entries  on  DejaNews.  'fpp 


Wednesday,  Nov.  4: 

A  Web  site  called  Planet  of  the  Apes,  The  Forbidden 
Zone,  posts  this  bulletin: 

‘‘Please  distribute  to  everyone  you  know  on  Earth. 
When  John  Glenn  returns  from  space,  everybody  dress 
up  in  ape  suits.  We  have  six  days  in  which  to  bury  the 
Statue  of  Liberty  up  to  her  head.  EVERYBODY  HURRY!" 

The  number  of  times  the  joke  appears  in  the 
DejaNews  archives  hits  3,600,  up  from  400  on  Nov. 
3  and  one  on  Nov.  2. 
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Management  Strategi 

Save  money 

Five  fundamentals  that  can  help  you  save  thousands  in  telecom  costs. 


uccessful  sports  teams  emphasize 
fundamentals;  if  they  are  neglected, 
the  chance  for  success  is  minimal. 

The  same  is  true  when  it  comes 
to  ensuring  that  you’re  not  paying 
too  much  for  telecommunications 
services. 


s  ■ 

analyst  and  network  engineer  for 
j§P^  several  banking  institutions,  I’ve 
devised  my  own  list  of  fundamentals  for  man¬ 
aging  telecom  expenses  that  could  help  you 
keep  carriers  in  check. 

1.  Audit  local  invoices. 

The  need  to  audit  your  local  invoices 
cannot  be  emphasized  enough. 

Immediately  after  making  a  ser¬ 
vice  change,  you  should 
make  sure  it  is  reflected  cor¬ 
rectly  on  your  bill.  Addition¬ 
ally,  it’s  wise  to  conduct  a  full 
audit  at  least  every  six 
months.  Specific  items 
to  look  for  are: 

•  Billing  for  unused 
or  previously  discon¬ 
nected  business  lines, 
trunks,  Off-Premises 
Extension  (OPS)  lines 
and  other  services.  Local 
exchange  carriers  (LEC)  are 
famous  for  billing  for  cir¬ 
cuits  long  after  they’ve 
been  disconnected. 

•  Casual  billing.  For 
every  site,  you  choose  a  primary 
interexchange  carrier  (PIC),  which  is  the  car¬ 
rier  you  want  to  carry  long-distance  calls.  But  if 
your  interexchange  carrier  (IXC)  doesn’t 
know  you’ve  chosen  it  as  your  PIC,  the  IXC 
may  impose  a  “casual  billing”  surcharge  of  70 
cents  to  $1.30  on  each  call.  Generally,  IXC 
billing  on  LEC  invoices  ranges  from  9  cents  to 
30  cents  per  minute.  If  you  see  long-distance 
calls  on  LEC  invoices  that  appear  much  higher 
than  that,  you  may  be  the  victim  of  casual 
billing.  To  fix  the  problem,  make  certain  the 
LEC  and  IXC  know  which  is  the  proper  PIC. 
Also  ensure  that  billing  occurs  on  the  correct 
invoice,  which  is  typically  the  IXC  invoice. 

•  Partial  charges.  Each  line  and  trunk  has 
several  rate  elements,  such  as  charges  for  the 
trunk,  access,  touch  tone  and  hearing  im¬ 
paired  service.  In  examining  an  invoice,  you 
may  find  some  portions  of  a  trunk  have  been 
disconnected,  but  not  others.  For  example, 


By  To 


Ttl 


Thorn 


the  invoice  may  show  20  trunk  charges  at  $80 
per  trunk  and  only  16  access  charges.  In  this 
case,  you  may  be  being  billed  for  four  more 
trunks  than  you  have. 

•  Charges  for  psychic  hotlines,  sports  lines 
and  the  like.  Incredible  as  it  may  seem,  it’s 
not  uncommon  for  an  employee  to  sign  up 
for  expensive  calling  services  and  list  his  work 
phone  number,  in  which  case  his  employer 
gets  the  bill.  Charges  for  these  services  may 
range  from  $1  to  $40  per  month  with  an  out¬ 


rageous  cost  per  minute.  Keep  an  eye  out 
for  such  charges,  and  make  it  clear  to  em¬ 
ployees  that  they  should  only  give  out  their 
business  telephone  number  for  business- 
related  matters. 

2.  Watch  for  unnecessary  switched  access  services. 

In  most  instances,  switched  access  services 
should  not  exist  at  locations  where  you  have 
inbound  or  outbound  dedicated  T-l  access. 
Instead,  configure  the  switched  services  to 
ride  the  dedicated  T-l  lines  as  much  as  possi¬ 
ble.  Usage  charges  generally  are  30%  to  50% 
less  with  dedicated  access. 

3.  Check  for  phantom  long-distance  charges. 

When  Company  A  disconnects  a  local  line, 
the  IXC  and  the  LEC  must  be  notified.  If 
only  the  LEC  is  notified,  the  number  will 


remain  in  the  long-distance  carrier’s  database 
as  belonging  to  Company  A.  When  the  num¬ 
ber  is  reassigned,  its  new  owner  will  be 
charged  for  the  local  portion,  and  Company 
A  will  still  be  billed  for  the  long-distance 
charges.  Make  a  point  to  check  your  bill  for 
such  phantom  charges. 

4.  Be  prepared  to  push  for  a  deal. 

Competition  for  your  long-distance  dollar  is 
fierce.  The  carriers  want  your  money,  and 
many  of  them  will  make  some  incredible  deals 
if  you  demand  it.  If  you  have  not  reached  a 
special  agreement  with  your  carrier,  the  time 

to  do  so  is  now. 

Alternatively,  it  may  be  time  to  renego¬ 
tiate.  For  larger  companies,  a  method 
that  has  often  proven  success¬ 
ful  is  to  give  your  favored 
carrier  about  70%  to  80% 
of  your  business  and  give 
a  second  carrier  20%  to 
30%.  This  way,  both  carriers 
will  be  striving  for  more  of  your 
business  and  will  be  more  likely 
to  give  you  the  best  possible 
rates. 

5.  Watch  for  off-contract  IXC  invoices. 

Normally,  invoices  for  services  cov¬ 
ered  under  a  contract  come  in  a  dis¬ 
tinct  package  from  an  IXC,  usually  just  a 
few  times  a  month.  If  you  are  get¬ 
ting  additional  straggling 
invoices  from  an  IXC, 
there’s  a  good  chance 
the  contracted  rates  are  not 
being  applied  to  the  services  covered  on 
those  invoices  and  you’re  paying  more  than 
you  should  be. 

The  circumstances  presented  here  are  not 
rare  or  extreme;  they  are  real  examples  of 
what  often  occurs.  Knowing  what  to  look  for 
gives  you  the  potential  for  tremendous  sav¬ 
ings.  If  you  cut  your  cost-per-minute  by  half  a 
cent,  you’ll  save  $5,000  for  every  million  min¬ 
utes  of  usage.  Similarly,  if  you  find  five  discon¬ 
nected  central  office  trunks  and  five  discon¬ 
nected  OPS  lines  that  you’re  still  being  billed 
for,  you  can  easily  eliminate  $500  to  $1,000 
per  month  —  and  you  may  get  a  credit  on  top 
of  that. 

So  the  message  is  simple:  Stick  to  the  fun¬ 
damentals,  and  you’ll  find  the  savings. 

Thome  is  a  voice  network  engineer  for  Bank  of 
America.  He  can  be  reached  at  tgalthorne@aol.com. 
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Exploring  an  unexpected  opportunity 

won’t  just  change  your  life, 

it  could  change  the  world. 


Through  data,  video,  wireless  and  telephony,  Nortel  Networks  empowers  people  with  the  effortless 
exchange  of  ideas  anywhere,  anytime.  This  completely  new  class  of  company  has  a  proven  track  record  in 
innovation,  IP  technology  and  internet  driving  applications.  Connect  with  Nortel  Networks,  and  join  a 
new  era  of  networking. 


Software  Engineering 
Hardware  Engineering 
System  Test  Engineering 
Product  Management 
Customer  Service/Technical  Support 


Information  Systems 
Educational  Services 
Sales  &  Marketing 
Finance  &  Administration 
Opportunities  for  Recent  College  Grads. 


We  have  opportunities  in  the  following  areas: 

Send  your  resume  to  Human  Resources,  Nortel  Networks,  4401  Great  America  Parkway  Santa  Clara  CA 
95052;  fax:  (408)  495-1898;  or  600  Technology  Park  Drive,  Billerica,  MA  01821;  fax:  (978)  916-3510;  email: 
nortelnetworks@isearch.com  (send  ASCII  text  only).  We  are  proud  to  be  an  equal  opportunity  employer. 

Please  check  out  our  web  site  for  a  complete  list  of  openings  at: 

www.nortelnetworks.com 


Software  Engineer 

Bridgeway  Corp.  has  mul¬ 
tiple  openings  for  talent¬ 
ed  engineers  to  work 
on  developing,  testing  & 
supporting  network  man¬ 
agement  software.  Must 
have  a  B.S.  and  a  mini¬ 
mum  of  2  yrs  exp.  OR  a 
Masters.  Send  cover  letter 
&  resume  to:  Bridgeway 
Personnel  Dept,  1750- 
112th  Ave  NE,  Bellevue, 
WA  98004  or  email  bwy- 
jo-1001@bridgeway.com. 
Pis  inch  position  title  and 
how  you  heard  about  this 
iob  opening  in  your  cover 
letter.  For  addtl  info,  see 
www.bridgeway.com  or 
write  to  above  address  and 
info  will  be  mailed  to  you. 


free 

http://www.nmffusion.com 

free 

If  you  are  interested  in  management  strategies,  career  information 
and  job  listings,  visit  the  Networking  Careers  section  of  Network 
World  Fusion  at  the  above  address. 

free 

free 

Network  World’s  new  Web  offering  Network  World  Fusion  is  the  most 
comprehensive  and  educational  advertising  environment  on  the 
WWW  Recruitment  print  ads  will  be  placed  on  Network  World 
Fusion  for  8  weeks  -  free. 

free 

Advertisers  who  would  like  more  information  on  the  Network  World 
Fusion  options  should  call  Recruitment  at  (800)  622-1108. 

Systems  Consultant.  Provide 
services  in  design  fr  dev.  of 
business  systems  &  applica¬ 
tions  to  support  shipping, 
receiving,  tracking,  invoicing, 
&  other  managerial  activities 
using  AS/400,  CL/400, 

RPG/400,  SQL/400,  Client- 
Access/400,  Rumba/400, 
Query/400,  ADTS  (Applica¬ 
tion  Development  Tbol  Set), 
SDA  (Screen  Design  Aid), 
C++  &  TCP/IP;  dev.  mod¬ 
ules,  report  generators,  test, 
&  perform  code  conversion; 
provide  Internet  &  network¬ 
ing  capabilities;  convert  from 
client  systems  to  AS/400  env¬ 
iron.;  provide  system  security 
&  user  support.  $62,774/yr. 
40  hrs/wk.  B.S.  in  Computer 
Sc.,  Computer  Eng.,  or  Math 
S'  2  yrs.  exp.  in  job  offered  or 
2  yrs.  related  exp.  as  Systems 
Analyst,  Programmer  Ana¬ 
lyst,  Systems  Eng.,  or  Sys¬ 
tems  Executive.  Related  exp. 
must  include  use  of  noted 
skills  in  job  duties.  M.S.  S'  1 
yr.  exp  accepted  in  lieu  of  B.S. 
S'  2  yrs.  exp.  B.S.  or  M.S.  may 
be  foreign  equiv.  Degree.  Will 
work  at  unanticipated  loca¬ 
tions  in  the  U.S.  Submit  2 
resumes  or  apply  to  the  GA 
Dept,  of  Labor,  1535  Atkinson 
Rd.,  Lawrenceville,  GA  30243- 
5601  or  the  nearest  Dept,  of 
Labor  Field  Service  Office. 
Job  Order  #GA6298871. 
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Transcender 


[Microsoft! 


NEW 

TEST  ENGINE 
on  CD  ROM! 

Order  and 
download  products 
TODAY! 


<&  1 998  Transcender  Corp.  All  Rights  Reserved.  Microsoft  is  a  registered  trademark  of  Microsoft  Corporation.  Multi-user  licenses  are  available. 4 Call  or  see  our  Web  site  for  details. 


Seekin 


?  Microsoft  Certification? 


Meet  Your  Guide 


The  path  to  Microsoft  Certification  is  a  tricky  one. 

What  you  need  is  direction.  Jack  and  the 
Transcender  team  of  exam  simulation  experts  can 
lead  you  through  the  short  cuts,  switchbacks  and 
treacherous  pitfalls  of  the  Microsoft  exams.  Pass 
our  exam  and  fail  to  pass  Microsoft’s  and  we’ll  give 
you  your  money  back.  Guaranteed.* 

Transcender.  America’s#!  Exam  Preparation  Software. 


°  Realistic  MCSE  &  MCSD  Questions 
o  From  $129-  $179 

°  Money  Back  If  You  Don’t  Pass  Guarantee* 


°  Detailed  Answers  &  Explanations 
°  Citations  to  Microsoft®  References 
°  Predictive  Score  Reports 


To  order  call  Jack  @  (615)  726-8779  or  fax  (615)  726-8884 
242  Louise  Ave.;  Nashville, TN  37203 


www.transcender.com 
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Internal 

Network 

Security 


Firewalls 


VPNs 


7  ^ 

Anti-Virus 


Browser 

SSLs 


File 

Encryption 


Access 

Control 


Software 


For 


’  . 


to  try  NetLOCK  today  (602)  508-6175 

it  Boulevard  *  Fremont,  CA  94538  •  A  division  of  Interlink  i 
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Remote  Trouble-Shoot  &  Reboot 


^  Dial-up  and  telnet  access  to  Remote  Sites 
Select  Multiple  Console/AUX  Ports 
^  Reboot  power  on  selected  devices 


When  it  comes  to  Remote  Site  Management,  no  one  offers  more  choices  to  access 
multiple  console/AUX  ports  and/or  reboot  power  than  NetReach  products  from 
Western  Telematic.  We  offer  the  flexibility  you  need  to  mix  and  match  equipment  for 
small  or  large  remote  management  strategies.  NetReach  products  are  now  installed  in 
thousands  of  network  sites  world  wide.  Our  customers  know  they  can  depend  on  our 
superior  quality  and  reliability  for  their  mission-critical  operations. 


QJLQfe 


□  western 
l  D  telematic  inc. 


Console/AUX  Fbrt  Managers 

Remote  access  to  multiple  RS-232  Console/AUX  Ports 

•  TCF7IP  (telnet)  and  dial-up  (modem)  •  Continuous  off-line 
buffering  •  Password  Protected  •  Any-to-Any  Port  Matrix 
Switching  •  AC  or  -43V  DC  power  options  •  Various  models 
from  4  to  64  ports 


Intelligent  Remote  Fbwer  Switches 

Reboot  “locked-up”  network  equipment 

•  AC  and  -45>V  DC  versions  •  Password,  Site  ID,  Plug  Labels 

•  On/Off/Reboot  power  switching 


Rack  Mount  Modem 

Single  modem  for  Dial-up  acces  to  console  ports 

•  AC  and  -4fi>V  DC  powered  •  33.6Kbps  V34+  •  Requires 
only  one  19”  rack  space 


(800)  854-7226  •  www.wti.com 


5  Sterling,  Irvine,  CA  92618-2517 
Facsimile:  (949)  583-9514 
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The  mb  of  the  Network  Buy 


It  used  to  be  that  salespeople  out  in  the  field  were  simply  out  in  the  cold  when  it  came  to  having  cheap,  easy 
access  to  centralized  data.  But  now,  thanks  to  IntraPort™  VPN  Access  Server  from  Compatible  Systems, 

you  can  get  secure  remote  access  at  a  fraction  of  the  traditional  cost. 

IntraPort  allows  you  to  create  a  Virtual  Private  Network  (VPN)  using  the  Internet  to  connect  remote  offices 
to  a  central  database.  For  Heritage  Broadcasting  Group,  owner  of  CBS  affiliates  in  Northern  Michigan,  that 
meant  remote  and  SOHO  salespeople  can  send  and  receive  data  without  long  distance  charges.Their 
phone  bills  went  from  an  average  $400  per  salesperson  to  just  under  $20! 

IntraPort  supports  IP  and  IPX,  increases  security  with  two  levels  of  encryption,  and  decreases 
network  administration.  Find  out  how  to  cut  your  remote  access  costs  immediately  and  register 
at  www.compatible.com/vpn_now/  to  receive  your  free  VPN  Handbook  subscription. 


www.compatible.com/vpn_now/ 


"IntraPort™  cut  our  remote  access  costs  by  95%." 

Mark  Schmidt,  Heritage  Broadcasting 


1.888.356.0283 
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The  Ultimate  View! 


EiEcmamcs 


Ultraview:  the  keyboard-monitor-mouse  switch  all< 
to  control  multiple  platform  systems  on-screen  from  one 

Create  space  in  your  computer  room  by  eliminating  extra  equipment. 
UltraView  allows  one  keyboard,  monitor,  and  mouse  to  control  all  of 
your  computers,  any  mix  of  PC,  MAC,  SUN,  HR  SGI,  and  more. 

UltraView  accesses  each  CPU  from  menus  that  pop  up  over  your  existing  video. 
Switch  from  the  keyboard,  on-screen  menus,  front  panel,  or  RS  232  port  of  the  UltraView. 

Customize  your  UltraView  on-screen  menu  with  personalized  port  names,  colors, 
fonts,  and  display  window  placement  so  that  the  entire  system  makes  sense  to  you. 

Upgrades  are  easy,  too!  Add  up  to  16  CPUs  on  one  switch  and  daisy-chain  to 
access  up  to  256  computers!  Plus,  Flash  memory  upgrades  keep  you  on  the  leading  edge  of 
future  improvements  ensuring  that  the  switch  never  becomes  obsolete.  The  excellence  you 
have  come  to  expect  from  Rose  is  apparent  in  Ultraview's  simple  setup.  You'll  easily  define 
the  automatic  Scan,  Screen  Saver,  and  other  parameters-so  you  quickly  get  down  to  the  real 
business  at  hand. 

UltraView  is  the  most  flexible  KVM  switch  on  the  market.  You  can  choose 
between  3  different  chassis  sizes  and  4  different  platforms:  PC  Only,  SUN  Only,  APPLE 
Only,  and  Multi-Platform. 

With  UltraView  you'll  see  how  simple  it  is  to  switch  from  CPU  to  CPU-making 
your  work  a  lot  easier  and  faster.  Call  our  sales  staff  today  for  detailed 
information  on  any  computer  system  application. 


On-screen  display  menu-This  screen  shows  the  overlay 
menu  with  the  selection  tor  the  color  scheme  popped  up. 


Call  For  A  Free  Catalog: 

♦  Keyboard  /Video  Control 

♦  Print  Servers 

♦  Data  Szvitches 

800-333-9343 

Visit  our  web  siteatwww.rosel.com 

\T</  ELECTRONICS 

10707  Stancliff  Road  Houston,  Texas  77099 

Phone  281-933-7673  Fax  281-933-0044 

Comdex  Fall,  November  16-20,  Booth  #S4424 


#289  @  www.nehvorkworld.com/infoxpress 


For  Free  Product  Info  •www.networkworld.com/infoxprej 


72  •  Network  World  •  December  7, 1998  •  www.nwfuslon.com 


•  Pursue  excellence  in  network  design  engineering. 

Learn  the  latest  about  network  functions,  components,  and 
topologies.  Design  and  configure  robust,  trouble-free,  highly  flexible 
data  networks.  Gain  a  thorough,  vendor-neutral  understanding  of 
both  hardware  and  cabling  technologies. 


Learn  tomorrow’s  technology  today. 

Keep  up  with  the  rapidly  changing  LAN/WAN  environment  and 
its  effect  on  the  marketplace.  Learn  the  latest  innovations  and 
trends  in  LAN  technology  and  cabling  infrastructures. 


BICSI..  •  A  Leader  in  Data 

Distribution  Design  Education 

Education  that  will  take  you  to  the  top  and  keep  you  there 
the  most  respected  telecommunications  association  in  the  industry. 


Become  a  registered  LAN  professional. 

Add  value  to  your  designs,  earn  distinction  among  your  peers,  and 
increase  your  earning  potential.  Professional  credential  programs  are 
recognized  and  mandated  by  many  private  and  state  organizations. 

BICSI’s  RCDD/LAN  Specialty  designation  demonstrates  superior 
LAN  design  expertise. 

Superior  training  and  publications. 

BICSI  offers  more  than  250  courses  annually  across  the  country  on  all 
aspects  of  the  design  and  installation  of  telecommunications  distribution 
systems.  BICSI’s  highly  acclaimed  manuals  and  CD-ROMs  serve  as  invaluable 
references.  The  LAN  Design  Manual,  Telecommunications  Distribution  Methods  Manual, 
and  Cabling  Installation  Manual  are  considered  industry  standards. 


About  BICSI 

BICSI  is  an  international  not-for-profit  professional  telecommunications 
association  founded  in  1974  with 

•  more  than  13,000  members  from  70  countries  around  the  world. 

•  programs  and  interests  covering  the  broad  spectrum  of  voice,  data,  and 
video  technologies. 

•  internationally  recognized  credential  programs.  , 

•  courses,  conferences,  publications,  and  registration  programs  for 
telecommunications  cabling  distribution  designers  and  installers. 


Contact  BICSI  today  for  a  complete  course  catalog: 

8610  Hidden  River  Parkway,  Tampa,  FL  33637-1000  USA 

•  800-242-7405  or  813-979-1991  •  fax:  813-971-4311  •  e-mail:  bicsi@bicsi.org 

•  Visit  our  Web  site:  http://www.bicsi.org 
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Affordable  management 
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for  small  networks. 

' 

'With  an  installed  base 
of  over  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 


. 


Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


Download  a  Free  Evaluation 

www.castlerock.com 


Network 

Management 

for  Microsoft  Windows 
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“Just  think,  Captain,  someday  we 
will  be  able  to  put  voice  and  data 
on  one  circuit.” 


...And  what  kind  of  technology 
could  make  that  happen?” 


“American 

TECHNOLOGY 

^  ...Sir” 


m 


American  Technology’s  1 5 1 0  T I  /FT  I  CSU/DSUs 


with  Drop  &  Insert 


Start  at  only  $  I  195! 


SNMP  Managed,  Affordable,  Reliable. 

Just  what  you’d  expect  from... 

For  More  Information: _ 

PHONE:  800.223.9758  FAX:  406.777.55 1 2  INFO@ATLI.COM  http://WWW.ATLI.COM 
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Lencan 

TECHNOLOGY 


Network  Troubleshooting,  Analysis  and  Trending 


So  Full  of  Features,  You  Won’t  Believe  the  Price 


Capture  and  Decode  Protocols 
Monitor  bandwidth  Utilisation 
Grade  LAN  Efficiency 
Long-Term  Network  Trending 
Auto-discover  Network  Addresses 
Set  Triggers  and  Alarms 
Extensible  with  Probes 
Monitor  Network  Errors  by  Station 
Many  new  decodes  including  IPv6 

Multiple  Mode  Interface 
View  I  AN  Errors  ( Vital  Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  32-bit  (95/98  &  NT  4.x  Only) 
Filter  by  MAC  or  IP  address,  protocol,  or  offset 
View/  Chart  IP  and  IPX  usage  by  service 
Detect  duplicate  IP  addresses 


$995. 

Ethernet ,  Token  Ring  and  FDDI 
Windows  95/ 98  and  NT 


If  you  have  network  slowdowns,  would  you 
know  if  they  are  due  to  overloaded 
bandwidth,  broadcast  storms,  or  errors? 
Observer  will  show  your  I  .AN  traffic  in  real 
time,  and  with  this  information,  help  you 
pinpoint  problems.  Once  the  source  and 


cause  is  found,  solutions  and  action  plans 
become  clear.  Start  seeing  what  you  have  been 
missing!  Call  800-526-7919  for  a  FREE 
DEMO  or  download  from  our  web  site. 


www.networkinstruments.com 


NETWORK 

INSTRUMENTS 


TM 


©  1998  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe 
+44  (0)  1474  71'44/i  .'AX  +44  (0)  1474  707830  Internet:  info@nttworkinstruments.com  www.networkinstruments.com 
Observer's ,  Network.  Instrument'  and  the  “N"  logo  are  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 
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Who  Says?! 

"LANWatch*  is  tot  for  DOS?" 


Precision  /cz  t 

iff HtS&^yPTrC 

Five  Central  Street,  Topsfield,  MA  01983 


(978)  887-6570  (phone) 
(978)  887-6552  (fax) 
http://www.guesswork.com 
Email:  info@guesswork.con 
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Web  Master 
A+  Certification 
PC  Repair 


MCSD 

Visual  Basic 
Visual  C++ 


Java 
*  C++ 
COBOL 


Oracle 
Office  97 
And  More! 


Discover  the  fastest  and  easiest  way  to  train  for  a  high-tech  career. 
Our  self-study  computer-based  training  (CBT)  courses  allow  you  to 
study  at  your  own  pace...  in  a  comfortable  and  relaxed  setting  of 
your  choice. 

•  Gain  Valuable  Skills,  Knowledge  and  Technical  Recognition 

•  Open  the  Door  to  Great  Career  Opportunities 

•  Raise  Your  Income 

•  Study  at  Your  Own  Pace 

•  Receive  One-on-One  Training  Consulting 

Each  course  contains  in-depth  theory,  informative  graphics,  hundreds 
of  test  questions  and  hands-on  exercises  for  training  that  far  surpasses 
traditional  classroom  or  video  instruction. 


For  a  Free  Course  Catalog  Call  Today! 

5-583 1 


"Superior 

to  books  and  superior  to 
instructor-led  training /" 

CIPS:  News  from  National 


FOREFRONT 


DIRECT 

A  CBT  Group  Company 


25400  US  Hwy.  19  N.,  #285  •  Clearwater,  FL  33763 
1-800-653-4933  (727)724-8994  Fax:(727)  726-6922 


NWM 


Self-Study  Courses  Available 


Cisco 

UNIX 

Networking 


MCSE 

MCSE+Internet 

MCP 


CNE 

Novell  CIP 
CNA 


Would 


You 'Believe 
This  Person 
Is  Trainina  to 


>9 

Advance  Their 
I.T.  Career?^* 
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Less  is... 


Manage  all  of  your  servers  with  just  one  keyboard,  monitor  MORE  Room 

and  mouse!  The  AutoView  Commander  eliminates  the  MORE  Control 
need  for  peripherals  at  every  computer.  Fewer  peripherals  MORE  Cost-effective 
means  less  clutter  and  less  wasted  money.  What  more  could  you  want? 


For  Free  Product  Info  •  www.networkworld.com/infoxpress 
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Learn  how  to  pick 
a  perfect  match! 


PERSONALS 

LAN  arim-Ch  !6ekS  0V8rw°ffced 

LAN  administrator  ready  for 

exclusive  relationship  with  one  KR  I 

interface  on-screen,  in  person  or 
innTttelV'  Reliable  and  ready  for 

ong-term  commitment  Push 
my  buttons,  and  I’ll  show  you 
the  world.  y 


TO  1 

Ud 


\r" 


Tired  of  monitoring  multiple  monitors?  Space-saving 
Raritan  KVM  switches  let  you  view  and  control  2,  4,  8, 

16,  up  to  256  computers  through  a  single  keyboard,  monitor, 
and  mouse.  Compatible  with  PCs,  Suns,  Macs,  HP9000s, 
Alphas,  RS/6000s,  SGIs.  Call  for  photos  and  references. 


Call  toll  free  1-800-724-8090,  X49. 

Or  visit  us  online  at  www.raritan.com 


Let’s  talk  over  a  cup  of  coffee! 

Refer  to  Code  49  when  requesting 
our  FREE  KVM  Switch  Selection 
Guide,  and  get  a  FREE  cup  of 
Dunkin’  Donuts®  coffee  and  your 
choice  of  donut,  bagel  or  muffin. 

E-mail:  sales@raritan.com  Phone:  732-764-8886  Fax:  732-764-8887 


S  Raritan 
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IN  C 


11  Park  Place  Paramus  NJ  07652 

Tel:  201-967-9300  Email:  sales@dataprobe.com 


H  Remote  Reboot  /  Reset  Critical  Equipment 
El  Secure  System  Management 
H  Positive  Feedback  Assures  Reliable  Performance 
13  Control  Power  /  Switches  Via  DTMF 


Visit  Our  Web  Site:  www.dataprobe.com 
We  have  over  500  Datacomm  products  available! 


Your  Reach 


On  Remote  Site 
Power  Manageme 


Switch  A/C,  D/C  or  Relays 
Anytime,  Anywhere  from  Any 
Telephone. 
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REBOOT  Remote  Equipment 


From  Anywhere  While  Eliminating 
Costly  Site  Visits 


DSU 


■  Through  your  Ethernet  network  with  RPC-3  (8  receptacles) 

M  Through  your  phone  line  with  RPC-2  MD01  (6  receptacles) 

■  Through  your  EIA232  connection  with  RPC-2  (6  receptacles) 

^  ■  Dial-up  power  control  and  console  port  monitoring  with  one  unit 
v  the  DS-RPC.  (4-12  console  ports,  4  receptacles) 


***  All  units  are  password  protected  ,  have  a  local  ELA-232  port  for  onsite  access  or  use 
with  external  modem  for  dial  backup,  have  programmable  names  for  individual  receptacles, 
support  commands  which  turn  on/off  or  reboot  all  or  individual  receptacles,  and  have 
built-in  surge  suppression. 


ALSO  AVAILABLE:  Solutions  for  in-band  and  out- 
of-band  console  port  monitoring.  Please  contact  us 
for  all  remote  site  management  product  information. 


BayTech 


Toll  Free:  800-523-2702  International:  228-467-8231 


or  Fax:  1-727-531-2102 
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Edit  View  Go 


Netscape:  ISDN  -  Telco  Express  -  Digital  Pricing,  ISP  Searching,  Tl ,  T3»  Centre  x 


Loc-itton . 


To  find  the  pricing  for  Telco  lines  in  your  area,  enter  area  code  +  1st  three  digits  of 
your  phone  number.  Then  select  technology  needed,  and  calculate  quote.  Enter 
2nd  location  for  point  to  point  service. 


Area  Code  &  Exchange:  [ 
Area  Code  &  Exchange:  [ 


]  (e.g.  703426) 
]  (optional) 


ISDN  BRI 

ISDN  Centrex 

56K 

Tl 

T3 

DSL 

PRI 

Channelized  Tl 

Frame  Relay 

Interlata  Frame  Relay 

FDDI 

SMDS 

ATM 


Select  Tech  Type; 


Calculate  Quote 


Digital  Line  Pricing  Tool 


fcl[  _ 

m  m 

^ JL 

1  1 

. 

Introduces .  .  . 


MAXIM 


SDL  Communications,  Inc. 

The  uplink  company 


PHONE:  [508]  238-4490  FAX:  [508]  238-1053 
EMAIL:  sales@sdlcomm.com  WEBSITE:  http://www.sdlcomm.com 

PICCMG™  and  the  PICMG”'  logo  are  trademarks  of  the  PCI  Industrial  Computers  Manufacturers  Group. 
All  other  logos  &.  trademarks  are  property  of  their  respective  owners. 


High  Performance  Single  or  Dual 
HSSI  PMC  Adapter 


Protocols  Supported:  Frame  Relay  ♦  HDLC  ♦  PPP  ♦  X.25 
OS  SUPPORT:  Windows  NT  ♦  Solaris  ♦  VxWorks 
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http://www.amcoengineering.com 


FLExible  Choice  of  styles, 
heights,  widths,  depths 


ASK  ABOUT  OUR 
NEW 

48"  Wide  , 
file  server  frames 


ShipPinG  ProGrams 
To  fit  YouR  Needs 


-  '  . 

.vi'  •  ' 
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INTERNET 


PROXY 


PROXY/MAIL  SERVER  FOR  WINDOWS  95/98/NT 

Connect  your  entire  network  to  the  Internet  with  only  one  ISP  account,  one 
modem,  one  dial-up  connection  and  only  one  (dynamic)  IP  address.  You  will 
increase  the  throughput  and  lower  your  connection  fees.  The  firewall  will  protect 
your  data  and  the  mail  server  will  transfer  all  your  e-mail. 

Find  out  for  yourself  why  WinProxy  is  distributed  in  almost  70  countries 
worldwide  and  why  it  received  "THE  BEST  OF  LANTIMES"  award  from  the  LAN 
Times  Testing  Center  and  the  best  rating  from  the  leading  software  archives 
(Tucows,  ZDNet). 


THE  BEST  OF 

LAHTIMES 


TUCOWS 


5  x  COW 


t  iwm 

*  PROXY 


received  from 

the  LantimesTesting  Center 
Apr.  13  issue,  Pg.32 


et  ***** 


Test  this  outstanding  product  now  and  get  the  fully  fun¬ 
ctional  2-user  demo  at  our  WWW.  20-day  trial  key  for 
unlimited  testing  available  too.  Test  it  for  free! 


A  chance  for  resellers,  system 
integrators,  consultants  and 
Internet  service  providers!  Ask 
for  special  conditions  &  prices! 


WINPROXY  PRICE  LIST 


5-user  $  99,00 
10-user  $  199,00 
unlimited  —  $  299.00 


ORDER  ONLINE!  www.w  i proxy. ne 


Distributing  Network  Administration 


APEX 


Keyboard/Video  &  Mouse  Switches  (KVMS) 

•  Strategically  positions  hardware 

•  Distributes  KVM  signals  to  the  user 
Enterprise  Wide  Solutions 


Computer  Product* 
Corporation 


X 

•Oat 

^^Wnetwork  systems 


F  1  ff'Y, 


enterprise  customers. 

As  a  leading  distributor,  we  feature  the  most  popular  prod¬ 
ucts  from  the  best  manufacturers  with  a  comprehensive 
knowledge  of  multi-product  and  multi-vendor  solutions. 

Tron  engineers  KVM  switch  systems  for  distributed  control 
of  servers  located  in  one  or  more  labs.  Interconnecting 
servers  from  down  the  hall  or  a  few  floors  away.  And,  multi¬ 
vendor  solutions  can  transmit  all  switched  KVM  signals  into 
the  next  building  or  across  the  globe. 

Our  success  is  built  on  innovative,  forward  thinking  profes¬ 
sionals  with  a  strong  commitment  to  value-added  products 
and  services. 


lightwave  Coimminirartons.  Inc. 


MINiC-^M 


HI  Raritan 

mm 


Call  (800)  808-4672  for  the  complete  KVMS  price  catalog! 


Download  the  Industry  Standard  White  Paper  on  KVMS  Technology  from  our  web  site! 


http://www.tron.com 


L 

agr  as. 


International,  Inc. 
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own 

:o  the  Year 


Count 


Special  Offer! 

$79.95  d*  i 


R*$79.95d*|-Q  Qr 

Now%pO%7#i/0 

pJ.usS&H, 

applicable  taxes  ^ 


With  the  Official 
CountDown  Watch™ 

e  only  timepiece  that  shows  both  the 
egular  time  and  simultaneously  dis¬ 
plays  a  digital  read-out  of  the  hours, 
inutes  and  seconds  remaining  to  the 
year  2000! 

k  us  about  customized  CountDown 
atches  and  Clocks  for  corporate 
romotions,  events  and  incentives. 

Order  Today! 
all  1-888-CD-WATCH 

(888-239-2824) 

Branco  International 
91  Main  Street, 

Kings  Park,  NY  11754 
1-800-528-7445, 
(516)544-4604 
Fax:(516)544-4145 
e-mail: 

nco2000@hotmail.com 
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IHETR0C0M 


NEWBRIDGE  3600  BANDWIDTH  MANAGER 
T.D.M ./  DACS 


Trade-in 
your  existing 
Newbridge 
equipment  as  credit 
for  your  upgrade. 
Call  for  details. 


FmR  Network  Management 
Intelligent  Channel  Bank 
Super-rate  data  tranamiaslon 
Multi-drop  data  bridging 
line  &  circuit  grooming 
ISON  loop  extension 


Voice  compression 
ISON  loop  extension 
Voice  &  data  multiplexing 
Voice  conference  bridging 
ISDN  Acceea/Transport 
Switched  network  access 


PCM  data  bridging 
63  tot  demodulation 
T1/E1  Conversion 
115VAC/48V/240V 
Redundancy 
Bypaaamuxing 


ONE  YEAR  WARRANTY  ON  ALL  PRODUCTS 
WITH  ADVANCE  OVERNIGHT  REPLACEMENT 


HUGE  INVENTORY 
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USE  TOE  ETHERNET  TO 
MANAGE  AC  POWER  ANYWHERE 


IPC  3300  Series  —  Intelligent  Power  Controller 

-  NEW - 


RS-232  communications  port  with  RS-485/422 

high  speed  daisy  chain  data  bus 

Stackable!  Up  to  9  IPC's  at  a  single  address 

Daisy  chain  up  to  36  IPC's  over  4,000  feet  for 

power  control  of  288  ports 

Selectable  baud  rates  that  allow  user  to  optimize 

the  data  transfer  rate 

Individually  addressable  units  for  multiple 
installations 

Software  independent  —  IPC™  330X  utilizes 
an  embedded  command  structure 
Watch-Dog  —  self  boot  when  system  deter¬ 
mines  a  "lock-up"  condition 
Multi-agency  approvals 

aisu 


A 


Serial  to  Ethernet  Converter  (option) 

•  IPX  (Novell  NetWare),  TCP/IP  (Unix)  support 

•  GUI-Based  utility  for  easy  installation  and  support 

•  RJ-45  1 0Base-T  Ethernet  interface  connector 

•  RS-232  Serial  interface  cable  included 

For  a  FREE  design  guide,  call  today  toll  free: 
800-870-2248  •  Fax:  (605)  334-4999 
E-mail:  sales@pulizzi.com 
Web:  http://www.pulizzi.com 

Pulizzi™  Engineering  Inc. 

3260  S.  Susan  Street 
Santa  Ana,  CA  92704-6865 
_  (714)540-4229  S 


Z-LINE 


The  Hub  of  the  Network  Buy 


Global 
Technology 
Associates,  Inc 


The  Simple,  Powerful  &  Affordable 


•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Transparent  Network  Access 

•  Easy  to  Configure  &  Use 

•  Remote  Web  Based  Management 

•  Minimal  Hardware  Requirements 

•  Ideal  for  Intranets 

•  Cost  Effective 

1$  995.00 


1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel :  + 1  -407-380-0220  Fax :  + 1  -407-380-6080 
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West  Hills  Networking  Solutions 


10/100  Network  Cards 


Gigabit  Network  Adapter . Ca! 

3COM  Fast  EtherLink  XL 
Auto-sensing  10/100  PCI  RJ45  network  adapter . 
(3C905-TX) 

INTEL  PRO/100  TX  PCI 

High  performance  10/100  32  bit,  RJ45,  adapter.  A 
(PILA8460) 


Remote  Access 


ADTRAN  T1/FT1 

V.35,  CSU/DSU.  (1202060L1) . $659 

Pipeline  85 

“  ’SDN  Bridge  Router  with  2  Pots  and  4  RJ45  ports 


S*~  -  * 

3COM  SuperStack  II  Switch  1100 

The  Switch  1100  provides  12-24  switched  Ethernet  ports  and  2 
10/100  ports.  (3C16950/1)  . Call  for  Prices 


(NH2048)  "  . 

Gigabit  Ethernet  ivtodulf*®*s™5*1“*  - 
NBASE  MegaSwitch 

8-port  lOBase-T  and  2-port  10/100  (NH210) 


_  • 

c 

• ‘ 

Router 

■§£jMt$5rt/2  serial  ports/8  Asynchronous  ports. 

HpSo2509-  CH) . $2,129 

pecial  Pricing  for  ISP’s 


Transceivers 


2,190 

Call  for  Prices  100Base-TX  to  100Base-FX  Transceiver . Call  for  Prices 

lOBase-T  to  AUI/FL  Transceiver .  Call  for  Prices 

$780  BNC  to  RJ45  Transceiver .  Call  for  Prices 


Call  for  Current  Pricing  on  Any  Manufacturer’s  Products 


1  -800-FOR-L  AN  S 
1-800-367-5267 
sales@west-hills.com 


weti  hi  ix§ 

LAM  lYITeMf 


7949  Woodley  Avenue,  Van  Nuys,  CA  91406 
Technical  Support:  818-773-8171 
Fax:  1-818-773-8932 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 


#297  @  www.networkworld.com/infoxpress 


For  Free  Product  Info  •  www.networkworld.com/lnfoxpress 


Network  World  •  December  7, 1998  •  www  owfuslon.coin  •  79 


V-v '  '  %-.  • 

!6  The  Hub  of  the  Network  Buy 


Network  Ready 
CD-ROM  Servers 


From  $1,749 


Excel  custom  designs 
powerful,  expandable 
CD-ROM  Solutions  for 
Netware,  Windows  NT  and 
Unix  Systems  ranging  from 
7  to  256  CD-ROM  Drives. 


I 


CD-ROM  Systems 

888-286-6201 

www.excelcdrom.com 


d.oom/tafoxprw 


Try  it  today  at: 


www.networkworld.com/infoxpress 


Netscape:  InfoHpress  -  Network  World 


NetworkWorid 


press 


Online  Reader  Service 


it  to  Mewvrtt  Hxina£o*tnst,  Mriwt  VtoJrt  c»Um  fro 
Um  (kit  | «f*$  to  t*kkly  (vU.  Dm  Woratffei  on  j 

taps  of  ittrawt  Ffcft  Yo«o*«k  vtUors  to  coataot  you  aor- 
to  lode  towtly  to  wafers'  Vt»  rit«. 


NetworkWorid  InfoXpress  is  reader  service 
at  its  best  An  online  service  designed  to 
furnish  readers  with  a  quick  and  easy 
way  to  request  information,  NetworkWorid 
InfoXpress  offers  readers: 

•  Easier  access  to  more  relevant  information. 

•  The  ability  to  search  for  information  by  reader  ser¬ 
vice  number,  advertiser  name  or  product  category. 

•  24-hour  service. 


1.  First,  select  an  issue:] 


2.  Sear.- 


•  Flexibility  in  requesting  information  via  mail,  email, 
telephone,  fax  or  linking  to  the  advertiser  Web  page. 
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5^5*  Bay  Networks  CaBLeTROQ 


The  Merged  Company  of  SynOptics  and  Wellfleet 


Cisco  Stshms 


■ 


We  Stock  the  Largest  Inventory  of 
Refurbished  Bay  Networks  in  the  World! 


Novell. 


m 


•  Bay  Networks  ESP  Trained  •  Proven  Track  Record 

•  Bay  Networks  Authorized  •  Good  As  New  Warranties 

•  Full  Product  Line  •  Repair  Services  Available 

•  New  &  Used,  Buy  &  Sell  •  Technical  Support 

National  LAN  Exchange 
888.89 1.4BAY  (4229) 

_  _  _  Fast  overnight  delivery 

Visit  us  On  the  Web  @  www.nle.com 


MADCE 


Phone  801-377-0074 
Fox  801 -377-0078 
1403  W.  820  N.  Provo,  UT  84601 


C.O.D's  terms 
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Buy/SeU/Trade,  Ne w  &  Used 


N  ETW.ORKING9 


Pouters  •  5iv/tcf7es  • 

CISCO ,  BAYNETWORKS,  CASLETRON 


ASCEND 

1 

FORE 

3COM 

1 

CHIPCOM 

Visit  Our  WEBSlTE@www.bizint.com 

NY  Office/Sales:  Office: 

Tel:  (315)  458-9606  Tel:  (978)  667-4926 

Fax:  (315)  458-9493  Fax:  (978)  663-0607 


DSU/CSU'S 

T-l  EQUIPMENT 

LAN/WAN  •  BUY/SELL 

FULLY  WARRANTEED 

NEW/REFURBISHED 
■few  RENTAL 

SWITCHES,  MUX 
HUB,  BRIDGES,  F 

LQUTERS,  ETC 

|  Cabletron  Bay  Networks 

Cisco  Specialists 


ll 


3Com  Micom  Adtran  H/P 

We  carry  all  manufacturers,  call  ask  for  sales. 


http://Www.adcs-lnc.com 

PHONE 
800-783-8979 


FAX  (916) 
81-6962 


REFURBISHED  NETWORKING  EQUIPMENT 


More  than  price  &  availability... 
Interlink  Means  Customer  Satisfaction! 


ClearVoice' 

is  a  remarkable 

digital  compression  technology  \ 
that  adds  toll-quality  voice  and  fax  to  your 
existing  frame  relay  or  routed  IP  network.  Infra- 
company  phone  calls  and  taxes  ride  free  along  wilh  other  LAN  "s 
and  WAN  traffic.  What's  more,  dearifoice  takes  only  a  fraction  of  your 
network's  thnf'jghput,  so  there's  no  need  to  add  extra  banawicttu  Cal  or  e-mail 
otefNet 


BUY,  SELL,  LEASE/REKT,  TRADE 


today  to  receivs  Noetd  Networks'  fo»  CearVoice  white  paper  and  get  the  ful  story. 


1  ^ 

D 

S 

iu 

jaiecv'iim  ouppun  uumpeny  ini. 

1020  Call,  CwtfiflerB,  Suite  103,  Son  Clemente,  CA  92673  Tel: 
E-Moil:  »ei^?.-'f«vfy.toro  WtbMte:  wyw.dKwon.eom/gag/r 


388-8953 


CISCO,  BAY  NETWORKS, 
3COM,  DIGITAL,  ASCEND, 
LIVINGSTON,  XYPLEX 

*AII  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1-800-832-6539 

FAX:  61 2-944-3534  Email:  salesOlnterflnkcom.com 
VOICE:  612-944-3440  http://vwvw.lntertlnkcorn.com 


IFTiffi 


COMMUNICATIONS 
7131  Shadv  Oax  Rd;  Minneapous,  MN  55344 
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We’ve  got  the  POWER! 

Network  World's  Award-Winning  Power  Issue 

Issue:  Dec  28/Jan  4  ♦  Ad  Close:  Dec  16 


Powerful  People 

Network  World  reveals  the  25 
most  powerful  people  in  net¬ 
working  and  the  50  more  who 
make  a  difference. 
Power-O-Meter 
Our  Power-O-Meter  reveals  the 
results  of  our  annual  user  opin¬ 
ion  survey  on  the  most  powerful 
people  and  companies  in  the 
industry. 

Power  Struggles 

Network  World  forecasts  the 
greatest  power  struggles  for  the 
year  ahead. 


Power-On-High 

In  this  new  addition  to  the 
Power  Issue,  we  take  a  candid 
look  at  who’s  holding  power 
within  the  FCC,  the  courts  and 
in  Congress  and  how  their 
decisions  might  impact  the 
networking  business. 

Star  Power 

User  Excellence  Award  Winner 
and  the  runners-up. 

mm 


For  mom  i 
advertising  opr 
in  diis  power  packed 
Issue  contact  Enku  at 
800-622-1108  ext  ‘ 


" — n  Save  up  fa  80%  on  rww/usod: 

NETFAST  >  Routers  ►  Switches  >  XDSL  ►  T1  CSU/DSUs 
- - >-ATM  ►  Fast  Ethernet  ►  ISDN  ►  Frame  Relay 


Cisci  Systems 


1*1 

WE  BUY  USED 


>  CISCO 

>-  Ascend 


>-  Lucent/Livingston  ►  Nortel/Bay  Networks 
►  3C0M/USRobotics  >-  Larscom  >•  Cabletron 
>•  Paradyne 
►  Motorola 


►  ADC  Kentrox  >•  Xyplei 

►  Newbridge  >-  Adtran 


www.  digitalwarehouse.  com 

DiafTAL  WAMHOUSI 


►  Digital  Link  ►  Fore 

►  Network  Assoc.  ►  IBM 


Netfast  Communications  Inc.,  56-29  56th  Drive,  Maspeth,  NY  1 1378  US 
Phone:  1-888-892-4726  or  718-894-7500  Fax:718-894-157 . 
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BUY  -  SELL 


(Networking  Software  -  Networking  Hardware  I 

Cisco  Systems 

intel.  s =SynOptics 

|  ^  Bay  Networks  SMC 

Sales:  (619)  549  4405 
Buyer:  (619)  549  4455 
Fax:  (619)  549  4777 
pmiweb@ix.netcom.com 

I  All  trademarks  are  the  property  of  their  respective  owners  I 
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Advertise  in  the 
Marketplace  and 
watch  your  sales 
come  pouring  in 


Reserve  your 
space  today! 

Call  Direct  Response 
Advertising 
1-800-622-1108 


Manage  Your  Network 
with  Net  Mgmt  Toolchest 


“*■  Diagnose  IP  path  problems 
*  Monitor  a  group  of  routers  for  IP 
and  Cisco  problems 
“*■  Identify  devices  and  changes  in 
your  network 

Utilize  Cisco  devices  to  measure 
subnet  to  subnet  delays 
...and  more!  Only  $2, 995 

Runs  on  Win  95/NT  &  Unix 

M  Net  Mgmt 

m  SOLUTIONS 

617-975-201 0  www.net-mgmt-solutions.com 
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Adirati 

—  PARADYNE 

iPremisvs.  m—mom 

cotsots 


Up  10  call  now. 

UlLMlor-morel 
oil!  details! 

Same  Day  Domestic  AND  Inti.  Shipping! 


o  p  l  i  m  u  mid  a  l  all  n  c 


toll  free;  800-879-8795 
voice:  402-575-3000 
fax:  40  2  -  5  7  5  -  2  0  1  1 

5  0  18  liavtnwonh  Street 
Omaha,  Nebraska  60100 


www.optimumdata.com 


for  more  info  write  to  jturco@optimumdata.com 
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CLEAN  UP 
YOUR  ACT! 

I  Network  Furniture! 

Factory  Direct  I 

By  Computer  Comforts 

LOOK: 

www.ComputerComforts.com 

CALL: 

281-488-2288 
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Multiple  Agent  Simulator 

Develop,  test,  demonstrate 
Management  applications 
without  real  devices. 

Automated  Agent  Tester 

Complete  weeks  worth  of 
manual  testing  in  minutes. 

SIMPLESOFT  Inc. 

Tel:  (650)  965-4515 
Web:  www.smplsft.com 
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WIDE  AREA  NETWORK  HARDWARE 


MICOM 
ADTRAN 
KENTROX 
FIBERMUK 
MOTOROLA 
MULTITECH 


V 


ISDN 
MODEMS 
CSU/DSU 
T1-  CSU/DSU 
MULTIPLEXERS 


WWW . NATIONALDATAMUX . COM 


C-  Accessories,  Cables 
And  Spare  Modules, 
We  Have  It  All  ! 


(818)  772-1591 


FAX  (818)  772-6854 

#230  @  www.networkworid.com/infoxpress 


FIBERMUX  •  CABLETRON  •  CISCO 
3COM  •  HEWLETT  PACKARD  •  INTEL 
•IBM  •  CHIPCOM  •  UNGERMAN  BASS 
•AT&T  PARADYNE  •  PROTEON  •  MADGE 
BUY  USED  ♦  SELL  REFURBISHED 


WE  REPAIR  FIBERMUX 


CALL  BOB  GLICK 
818-366-1374  •  Fax:  818-366-5274 

dfammcoM 

VISIT  US  ON  THE  WEB:  www.fibercom.net 
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USED 


“Over  15  Years  of  Exceptional  Service" 


ROUTERS  •  HUBS  •  DSU/CSU 
SWITCHES  •  TERMINAL  SERVICES 


BUY/SELL/LEASE 


LIVINGSTON 


ADTRAN  ■  KENTROX 

Overnight  Delivery:  fully  Guaranteed 

800-230-6638 

^p805-964-l314  Fox:  805-964-5649 

www.networkhardware.com 

Network  Hardware  Resale,  Inc. 
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Made  in  U.S.A. 


Solve 
Ethernet 
Distance 

Limitations  with  Fiber  (soo>  894-9694 


(Convert  Copper -<-►  Fiber!) 

Qty  1-5 

Description _ Unit  Price 


1 0BASE-T  -  10BASE-FL  Converter* 

$190. 

AUI  -  10BASE-FL  Fiber  Optic  Transceiver 

$131. 

AUI  -  10BASE-T  Transceiver 

Call 

100BASE-TX  -  100BASE-FX  Converter* 

$556. 

SM-MM  Converters  &  Repeaters  Available 

$825. 

*20  Unit  Flack  Mount  Available 

Call 

^FIBERDYNE  LABS,  INC. 

127  Business  Park  Dr.,  Frankfort,  NY  13340 
Tel  (315)895-8470  Fax(31 5)895-8436 

www.fiberdyne.com 


FACTORY 

DIRECT 

SAVINGS 
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CrossTec’s  NetOp  School 

(800)  675-0729 
www.4ctc.com 

FREE  EVAL  -  Remote  Control,  Chat, 
Monitor  or  Demo  to  multiple  PCs 

NCR  Customer  Education 

(800)  845-2273 
www.ncr.com/trainus 

Cisco,  MCSE,  NT  &  Networking, 
Training 

ForeFront  Direct 

Net  Mgmt  Solutions 

(800)  475-5831 

(617)  975-2010 

www.ffg.com 

www.net-mgmt-solutions.com 

Computer  based  training  for 

Learn  Tcl/Tk&  SNMP  for 

the  I.T.  industry 

network  management 

Hands  On  Tech  Transfer 

Pine  Mountain  Group 

(800)  413-0939 

(800)  645-8486 

www.traininghott.com 

www.pmg.com 

Hands  On  Java,  Web,  VB,  C++, 

Sniffer,  fluke,  HP,  Shomiti,  Analyzer 

NT,  UNIX  Training 

training  &  Netanalyst  Cert. 

Lanop  Nat’l  Test  Prep 

SecurelT 

(800)  US  NETWORK 

(888)  777-4313 

www.lanop.com 

www.secureit.com 

MCSE/CNE  Certification 

Train  with  the  Largest  Security  ATC. 

Guarantee  to  Pass  All  Tests  1st  time 

CCSA/CCSE/BTF/VCE/HACK 

Micro  Tech  USA 

Transcender  Corporation 

(800)  501-0510 

(615)  726-8779 

www.mtechusa.com 

www.transcender.com 

MCP  MCSE  MCSD  MOUS  CNA  CNE  A+ 

MCSE,  MCSD,  MCP  Exam 

All  Levels  All  Guaranteed 

Simulations 

For  information  on  listing  your  service  here,  contact 
Enku  Gubaie  at  800-622-1108  x7465,  egubaie@nww.com 


PRODUCTS 


largest 


SjiottJfcf 


New  3com  3C  905B-TX-NM . $74. 

Used  BAY  2803  16  Point  Hub . $400. 

Used  3rom  3C8427C  ISDN  Router....S1800. 

Used  CISCO  2501  Router . $1250. 

UsedCMt£TK»MRXI12  Port  Telco....S200. 
New  3com  3C96124M-TPL6  Module.,52500. 


NEW  /  USED  3  COM  PARTS 


„,ONEYEAR„ 

Warrant/ 


ON  AU.  USED  EQUIPWEN1 


Ttit^eselle^  1^7  ^ERfyiAN  CT~ 

imment  L  Education,  Discounts  available. 


PLAIN  VIEW.  NY 


PH:  516-293-5200  LJ FAX:  516-293-5325 


www.4lanwan.com 


mmMmrj/m 

new  &  used 
V  225-M33 
v  Jin-a 

*  “caBLerRon 

sxnems 


>  Bay  Nerworksl 

+=SvnOptics— 1 


OneYearWarranty, 


All  productsjested  .^Cleaned 


We  Locate  Obscure  Parts 


Same.Doy.Ship 


FOX* 

5 1 6-293-5325 

www.4lanwan.com 
E  Mail. sales®4 lanwdn.com 
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S*  technical  seminars 

I  Network  World  Technical  Seminars  are 
one  and  two-day,  intensive  seminars 
in  cities  nationwide  covering  the  latest 
networking  technologies.  All  of  our  seminais  are  also  available  for  customized 
on-site  training.  For  complete  and  immediate  information  on  our  current  seminar  offerings, 
call  a  seminar  representative  at  800-643-4668,  or  go  to  www.nwfusion.com/seminars. 


IRECTORY  OF  SE 


C  E  S 


NetDrarX 


Create  network  diagrams,  proposals  and  presentations  fast  and  easily 
with  Network  World's  NetDraw  and  NetDraw  Plus  software.  At  your  fin¬ 
gertips,  you  will  find  over  2,000  full  color  network  images,  many  the 
complete  likeness  of  your  network  equipment.  Now  it's  easy  to  attach  text  files,  Word  documents,  other  programs,  or  even 
Web  hyperlinks  directly  to  images.  You  can  even  embed  your  finished  diagrams  directly  into  Microsoft  Office  documents.  Go 
to  www.netdraw.com  to  download  your  free,  30-day  trial  of  this  extremely  easy-to-use  product  today.  Call  800-643-4668  to 
order  a  copy  for  only  $149! 


prints 

—  prints 

m 


Publicize  your  press  coverage  in  Network  World 
by  ordering  reprints  of  your  editorial  mentions. 
Reprints  make  great  marketing  materials  and 
are  available  in  quantities  of  500  and  up.  To 
order,  contact  Reprint  Services  at  612-582-380C 


or  315  5th  Ave.  N.W.,  St  Paul,  MN  55112. 


*  Our  Instant  fax  back  service  delivers  information  on  many  of  these  products.  Dial  800-756-9430  from  your  touch  tone  phone  and  use  the  appropriate  document  code  to  have  Information  faxed  right  back  to  your  fax  machine! 
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News 


MCI  WorldCom 

Continued  from  page  1 

cation  between  MCI  and  World¬ 
Com  staff'.  “Our  approach  there 
has  been  to  redeploy  people 
where  there  has  been  overlap,” 
Monroe  says. 

But  many  top  names  from 
MCI  have  already  left.  Just  last 
month,  Stephen  Von  Rump, 
MCI’s  vice  president  of  enter¬ 
prise  services  and  champion 
of  the  company’s  corporate 
data-services  drive,  left  to  join 
a  videoconferencing  firm  in 
Austin,  Texas. 

That  followed  departures  by 
MCI  Chief  Information  Officer 
Lance  Boxer  and  global  engi¬ 
neering  Senior  Vice  President 
Jack  Norris,  who  moved  to 
Lucent  and  emerging  interna¬ 
tional  carrier  Teleglobe  Com¬ 
munications,  respectively. 

Many  analysts  say  MCI  World¬ 
Com  could  stand  to  trim  some 
executives  as  part  of  its  efforts  to 
reduce  expenses  and  ultimately 
cut  prices.  But,  they  add,  some 
of  the  outflow  could  result  in 
the  loss  of  executives  with  exper¬ 
tise  in  technology  areas  of  inter¬ 
est  to  users.  The  departures  also 
could  wreak  havoc  with  account 
teams. 

In  a  particularly  stunning 
blow,  a  team  of  nine  crack  engi¬ 
neers  in  MCI’s  Internet  security 
unit,  headed  by  Dale  Drew,  last 
month  left  en  bloc  to  join 
emerging  nadonal  earner  Qwest 
Communications,  which  main¬ 
tains  a  national  network  opera¬ 
tions  center  in  Arlington,  Va. 
Other  defections,  including 
ones  to  Teleglobe  and  wireless 
carrier  Nextel  Communications, 
have  also  involved  groups  of  key 
personnel  moving  together. 

Company  insiders  and  ana¬ 
lysts  cite  a  combination  of  fac¬ 
tors  causing  the  big  brain 
drain.  They  include  the  in¬ 
evitable  merger-related  turf 
fights,  as  well  as  MCI’s  earlier 
failure  to  merge  with  British 
Telecommunications  (BT),  de¬ 
bates  over  product  priorities, 
corporate  culture  clash  and 
sheer  exhaustion. 

“MCI  went  through  a  chal¬ 
lenging  and  grueling  two 
years,”  Von  Rump  says.  “It  took 
a  lot  out  of  the  entire  manage¬ 
ment  team.” 

Uncertainty  at  the  top 

Questions  were  swirling  last 
week  around  two  top  MCI  exec¬ 
utives  who  remain:  John 
Gerdelman,  who  until  recently 
was  president  of  MCI’s  network- 
services  division;  and  Tim  Price, 


president  of  MCI  WorldCom’s 
U.S.  operations  and  No.  3 
under  CEO  Bemie  Ebbers  and 
Chairman  Bert  Roberts. 

Gerdelman  confirmed  to 
Network  World  that  he  recently 
ceded  the  job  as  chief  of  MCI 
WorldCom’s  network  to  World¬ 
Com  veteran  Ron  Beaumont. 
Gerdelman  was  reassigned  to 
work  on  the  company’s  new 
technology-ventures  fund  and 
some  regulatory  matters. 

“Am  I  as  busy  as  I  was  before? 
Not  exactly,”  Gerdelman  says. 
But  for  now,  he  adds:  “I’m  not 
going  anywhere.  If  there’s  not  a 
place  for  me  six  months  from 
now,  I’ll  look  and  see  where 
things  are  then.” 

“Everyone  in  D.C.  has  been 
very  elusive  aboutjohn’s  status,” 
says  one  insider  who  asked  not 
to  be  identified.  “Suddenly,  he 
wasn’t  showing  up  on  org 
charts,  and  then  he  was  assigned 
to  Bert  [Roberts]  on  a  special 
project.  The  word  is  that  he  is  in 
the  process  of  exiting.” 

Meanwhile,  Price  was  report¬ 
edly  weighing  his  options.  A 
favorite  among  MCI’s  business 
sales  force,  Price  “has  been 
adamant  that  he  is  absolutely 
committed  to  staying,”  says  one 
source.  But  following  mega¬ 
deals  for  former  top  AT&T 
executives  with  sales  experience 
—  such  as  Qwest  CEO  Joe 
Nacchio  and  Teligent  CEO  Alex 
Mandl  —  Price  is  widely  consid¬ 
ered  to  be  capable  of  com¬ 
manding  a  salary  and  bonus 
package  in  the  tens  of  millions 
of  dollars. 

“He  is  a  very  valuable  com¬ 
modity,  and  he  knows  it,” 
says  Frank  Dzubeck,  president 
of  Communications  Network 
Architects,  a  Washington,  D.C. 
consulting  firm. 

Should  Price  leave,  what 
some  sources  describe  as  a 
dispirited  MCI  sales  staff  may 
seek  new  pastures.  “MCI  World¬ 
Com  is  squeezing  blood  out  of 
a  turnip,”  says  an  e-mail  sent  by 
a  global  accounts  representa¬ 
tive  to  a  Netioork  World  reporter. 
“I’ve  been  with  MCI  for  10.5 
years  and  now  that  Bernie  has 
moved  in,  the  ‘stuff  is  hitting 
the  fan  all  over.” 

Like  several  other  insiders, 
this  representative  says  that  “to 
make  our  numbers,  layoffs  are 
around  the  corner.”  It  was 
reported  that  Ebbers  himself 
bluntly  told  representatives  at  a 
late-September  sales  meeting  in 
St.  Louis  that  the  company’s 
expense  ratios  would  have  to  go 
down,  sending  several  represen¬ 
tatives  fleeing  for  interviews  with 
Qwest  and  other  competitors. 


With  MCI  WorldCom  report¬ 
edly  trying  to  eliminate  $3  bil¬ 
lion  in  expenses,  “you  can’t 
make  that  on  the  top  line,”  says 
Ian  Dix,  vice  president  of  busi¬ 
ness-services  marketing  at 
Qwest.  He  adds:  “We’ve  been 
hiring  furiously.”  Two  other 
managers  who  recently  left  MCI 
WorldCom  told  Network  World 
that  layoffs  of  several  thousand 
people  could  occur  any  time 
between  today  and  Dec.  15. 

Other  observers  caution  that 
die  exact  timing  of  any  reduc¬ 
tion-in-force  is  in  question.  They 
say  the  rumors  may  be  popping 
up  because  MCI  itself  has  often 
dropped  employees  in  Decem¬ 
ber.  “The  specter  of  a  layoff 
before  year-end  has  been  with 
this  merger  ever  since  last 
spring,”  says  one  of  the  recent 
ex-managers.  And  some  units 
may  not  suffer  at  all:  Ebbers  last 
month  committed  to  adding 
2,000  employees  at  a  new  subur¬ 
ban  Washington  facility  for 
Internet  subsidiary  UUNET. 

But  one  financial  analyst 
who  requested  anonymity  says 
he  has  heard  from  “well- 
placed  sources 
within  MCIWorld- 
Com”  that  layoffs 
within  the  compa¬ 


ny’s  traditional  units  are  immi¬ 
nent.  He  puts  the  likely  num¬ 
ber  at  6,000  based  on  cost 
reductions  the  company  has 
laid  out  in  the  past. 

Merger  whiplash 

Weighing  even  more  heavily 
than  possible  layoffs  on  many 
of  the  outgoing  MCI  employ¬ 
ees,  especially  in  network  oper¬ 
ations,  is  MCI’s  earlier  failed 
merger  with  BT. 

“MCI  had  a  plan  of  attack  for 
globalizing,”  Dzubeck  says.  “All 
of  the  apple  cart  got  upset.” 
Besides,  he  says,  “WorldCom 
had  its  own  global  engineering 
operation  under  MFS.” 

The  BT  deal  would  have  left 
MCI  as  a  stand-alone  U.S.  unit, 
adds  Von  Rump,  while  the 
WorldCom  merger  created 
large  U.S.  network  overlap. 
Another  aggravating  factor  is 
MCI  WorldCom’s  apparent  plan 
to  move  much  of  its  net,  includ¬ 
ing  its  core  frame  relay  service, 
to  Ascend  Communications 
switches.  Part  of  the 
reason  for  that 


MCI ~WOl 


move,  according  to  Dzubeck,  is 
that  UUNET  heavily  uses 
Ascend  gear. 

Numerous  observers  also 
noted  that  WorldCom  historical¬ 
ly  has  not  tried  too  hard  to 
retain  employees  after  a  merger. 
“It’s  not  their  way,”  Dzubeck  says. 

Even  if  the  company  begs 
executives  to  stay,  they  might  go 
anyway  for  another  reason. 
When  the  merger  closed  in  mid- 
September,  MCI  executives  who 
had  been  granted  unvested 
stock  options  for  rank  or  perfor¬ 
mance  suddenly  saw  all  their 
options  —  except  those  granted 
earlier  in  1998  —  immediately 
vest.  MCI’s  stock  price  nearly 
doubled  since  WorldCom  an¬ 
nounced  its  takeover  bid  in 
October  1997,  so  many  long¬ 
time  MCI  executives  were  sitting 
on  a  pile  of  cash. 

“There  was  a  lot  of  vesting  of 
stock,”  says  Jim  Collins,  who 
headed  public  relations  for  net¬ 
work  services  before  leaving  last 
month  for  Frontier  Communi¬ 
cations,  an  emerging  national 
carrier  based  in  Rochester,  N.Y. 
“A  lot  of  the  employees  made 
out  very  well  in  the  merger.” 
Adds  Von  Rump:  “The  financial 
incentive  was  less  to  stay  with  die 
company.”  ■ 


MOVING  ON 

>4* 

A  sample  of  the  MCI  executives  who  have  left  the  company  since  its  merger  with  WorldCom: 

Name 

Position  at  MCI 

New  company 

Position  at  new  company 

Jonelle  Birney 

Vice  president,  corporate 
communications 

Blanc  &  Otus  (high-tech 
public  relations  firm) 

President  and  CEO 

Lance  Boxer 

Chief  information  officer 

Lucent 

President,  communications 
software  group 

John  Brunette 

Attorney,  ventures  and 
alliances  group 

Teleglobe  Communications 
(international  carrier) 

Vice  president  and  general 
counsel 

Jim  Collins 

Director  of  corporate 
communications,  network 
and  information  technologies 

Frontier  Communications 
(emerging  national  carrier) 

Vice  president,  corporate 
communications 

Nate  Davis 

Senior  vice  president, 
finance 

Nextel  Communications 
(wireless  carrier) 

Vice  president,  engineering  and 
operations 

Dale  Drew 

Senior  manager,  Internet 

MCI  security  and 
engineering 

Qwest 

Director,  network  security 

Steve  Heap 

Vice  president,  global 
network  planning,  Concert 

Teleglobe  Communications 

Vice  president,  global  network 
planning  and  engineering 

John  Jacquay 

Chief  operating  executive, 

MCI  Systemhouse 

Gric  Communications 
(consortium  of  ISPs) 

President  and  chief  operating 
officer 

Ray  Kang* 

Director,  broadband  and 
multimedia  marketing 

WAMINET  (specialized 
Internet  applications) 

Vice  president,  product 
management  and  development 

Jack  Norris 

Senior  vice  president, 
global  engineering 

Teleglobe  Communications 

Chief  network  officer 

David  Trachtenberg 

Executive  director,  online 
marketing 

Prodigy 

President  and  chief  operating 
officer 

Stephen  Von  Rump 

Vice  president, 
enterprise  services 

VTEL 

(video  networking  provider) 

Chief  marketing  officer 

*  Left  MCI  before  the  WorldCom  merger  actually  closed. 
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DROP-OFF 

While  Cabletron’s  stock  price  had  been  climbing  since  mid-October, 
it  fell  35%  last  week  after  the  company  said  it  would  post  a  loss  for 
its  third  quarter. 


Cabletron 

Continued  from  page  1 

tracking  firm.  Cabletron  says  its 
third-quarter  revenue  will  fall  to 
the  range  of  $330  million  to 
$340  million.  Revenue  for  the 
same  period  last  year  totaled 
$331.8  million.  Last  week’s 
announcement  caused  Cable¬ 
tron’s  stock  to  plummet  35%. 

The  jolt  prompted  some  ana¬ 
lysts  and  shareholders  to  call  for 
President  and  CEO  Craig 
Benson  to  sell  the  company 
while  he  can  still  get  a  good 
price  for  it.  Short  of  selling  the 
company,  others  are  calling  for 
Benson  to  step  down. 

“I  think  Cabletron’s  almost 
going  to  be  compelled  by  com¬ 
petitive  conditions  and  market 
forces  to  seek  out  a  strong  part¬ 
ner,”  says  Andy  Schopick  of 
Nutmeg  Securities.  “It  makes 
sense  for  Cabletron  to  align  with 
and  merge  with  a  larger  entity 
that’s  seeking  a  strong  data  net¬ 
working  presence.” 

“I  think  Benson  is  the  prob¬ 
lem,  and  I’ve  said  that  all  along,” 
says  Craig  Johnson,  principal  at 
The  PITA  Group  in  Portland, 
Ore.  “The  company  takes  on  the 


character  of  the  main  person.” 

Benson  says  Cabletron  is  not 
for  sale.  Some  analysts  say  it 
would  be  a  tough  sell  anyway. 

“Who’s  going  to  buy  them?” 
asks  Scott  Heritage  of  Warburg 
Dillon  Read.  “1  don’t  know  of 
anybody  that  would  be  that 
interested  in  buying  them  now.” 

Benson  says  the  company  will 
also  forge  ahead  with  its  current 
management  structure. 

“My  top  management  team 
has  been  turned  over,”  Benson 
says,  adding  that  most  senior 
managers  have  been  at  Cable¬ 
tron  for  less  than  18  months. 
“I’ve  never  been  CEO  before.” 

Reasons  for  the  fall 

Cabletron  was  hurt  by  a  rev¬ 
enue  shortfall  due  to  Nortel 
Network’s  purchase  of  Bay  Net¬ 
works;  flat  revenue  from  busi¬ 
ness  with  Compaq/Digital;  and 
a  weak  quarter  in  the  declining 
shared  hub  market,  analysts  say. 

Cabletron  management  says 
that  about  half  of  the  revenue 
shortfall  was  due  to  Nortel’s  pur¬ 
chase  of  Bay.  Cabletron  not  only 
provided  Nortel  with  equip¬ 
ment  for  its  internal  network 
but  also  worked  with  Nortel 
jointly  in  customer  accounts. 


The  decline  in  Nortel  busi¬ 
ness  was  expected,  despite  state¬ 
ments  made  by  Cabletron  and 
Nortel  last  June  that  their  Power 
Networks  program  would  con¬ 
tinue.  Power  Networks  is  a  two- 
year-old  alliance  between  Cable¬ 
tron  and  Nortel  to  co-develop 
integrated  voice/data  multime¬ 
dia  network  products. 

Sales  of  shared-media  hubs, 
meanwhile,  have  ramped  down 
considerably  due  to  the  indus¬ 
try’s  uptake  of  switched  LANs. 

“Two  years  ago,  70%  of  my 
business  was  in  shared  network 
products,”  Benson  says.  “It’s 
now  10%  or  less.  That’s  60%  of 
my  business  blown  away.  Most 
people  are  bankrupt  after  that 
happens.” 

Cabletron  is,  therefore,  bank¬ 
ing  heavily  on  its  SmartSwitch 
Router  to  turn  its  fortunes 
around.  Revenue  for  that  prod¬ 
uct  doubled  in  the  third  quarter 
compared  with  last  quarter, 
according  to  Warburg  Dillon 
Read.  That  figure  would  put 
SmartSwitch  Router  sales  in  the 
$30  million  to  $40  million  range. 

But  analysts  say  the  company 
still  needs  something  else.  Be¬ 
fore  last  week’s  decline,  Cable¬ 
tron’s  shares  had  risen  23% 


SOURCE:  NYSE 

from  their  Nov.  18  close  based 
on  optimism  about  sales  of  new 
products. 

“They  do  appear  to  have  an 
execution  problem  on  the  dis¬ 
tribution  side,”  says  Michael 
Duran  of  Lazard  Freres  in  New 
York.  “Ultimately,  all  of  the  exe¬ 
cution  problems  are  owned  by 
management.” 

Lazard  Freres  has  downgrad¬ 
ed  its  Cabletron  stock  rating 
from  hold  to  sell.  BancBoston 
Robertson  Stephens,  however, 
has  reiterated  its  buy  rating  due 
to  “management’s  aggressive 


focus  and  the  company’s  new 
product  pipeline.” 

But  some  users  say  they  would 
be  receptive  to  new  leadership 
or  a  new  owner. 

“I  could  see  somebody  like  a 
Lucent  as  a  good  thing  not  only 
for  Cabletron  but  for  the  cus¬ 
tomer  base  as  well,”  says  Ken 
Sorenson,  director  of  networks 
and  systems  at  Butler  University 
in  Indianapolis.  ■ 

Get  more  information  online 
at  www.nwfusion.com 
DocFinder:  9434 
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making  sure  that  we  don’t  lose 
a  call.” 

Losing  calls  was  a  problem 
with  the  company’s  old  network, 
a  shared-media  routed  FDDI 
backbone  with  direct  terminal 
connections  to  a  Unisys  main¬ 
frame.  A  hiccup  in  some  remote 
part  of  that  network  would  be 
broadcast  across  the  whole  net, 
slowing  performance,  call  re¬ 


sponse  and  order  fulfillment. 
That  cost  the  company  money. 

“We  wanted  to  avoid  prob¬ 
lems  such  as  having  one  chat¬ 
tering  network  interface  card 
take  our  whole  network  down,” 
said  Joseph  Piplica,  director  of 
network  engineering  at  the 
company.  “That  happened  on 
a  couple  of  occasions.” 

With  switched  VLANs,  the 
company  also  wanted  to  contain 
broadcast  storms  and  keep 
them  from  affecting  the  whole 
call  center  network,  Piplica  says. 


With  these  issues  in  mind,  the 
company  solicited  bids  from 
major  internetworking  vendors. 
3Com  was  selected  over  Cisco, 
Bay  Networks  and  Cabletron, 
which  was  Home  Shopping 
Network’s  incumbent  vendor. 

Bay  was  eliminated  early 
because  White  knew  the  compa¬ 
ny  was  “on  the  block.”  Bay  was 
acquired  by  Nortel  Networks  in 
June.  Cabletron  was  the  next  to 
get  bumped  because  it  was  hav¬ 
ing  financial  difficulties,  and 
White  was  concerned  about  the 


HOME  SHOPPING  FOR  THE  HOLIDAYS 

A  new  high-speed  Layer  3  switched  network  lets  Home  Shopping  Network  handle  more  calls,  thereby 
increasing  revenue.  The  company  uses  3Com’s  CoreBuilder  3500  Layer  3  switch  to  route  traffic  among 
six  VLANs. 

The  transaction  traverses  Server  farm 

CoreBuilder  3500 


A  Home  Shopping  Network  agent 
receives  a  call  and  initiates  order 
and  payment  processing. 


N 


I 


miiiusmimi 


im 


7 


ittifl 


Gigabit  Ethernet 


100M 


the  switched  network  on  its 
way  to  the  Windows  NT 
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NT  servers  authenticate  the 
agent’s  identity  and  provide 
access  to  the  Unisys  mainframe. 


company’s  longevity.  “Are  you 
willing  to  bet  your  company’s 
direction  on  them  for  five  years? 
I’m  not,”  White  says. 

That  left  3Com  and  Cisco. 
Cisco  pitched  its  Catalyst  5500 
switch  with  the  Route  Switch 
Module.  But  3Com  “beat  the 
dickens  out  of  Cisco  on  price 
and  functionality,”  White  says. 

The  company’s  new  call  cen¬ 
ter  network  is  based  on  48 
3Com  SuperStack  1100  switches, 
two  SuperStack  3900s,  a  Core¬ 
Builder  9000  and  a  CoreBuilder 
3500  Layer  3  switch. 

Up  to  1 ,200  call  center  agent 
workstations  are  connected  to 
the  1100s  via  redundant 
switched  10M  bit/sec  links.  The 
1100s  are  connected  to  the 
CoreBuilder  9000  backbone 
switch  over  redundant  100M 
bit/sec  Fast  Ethernet  pipes. 

Home  Shopping  Network’s 
server  farm  is  attached  to  the 
3900s  over  10/100M  bit/sec 
links,  and  the  3900s  are  con¬ 
nected  back  to  the  CoreBuilder 
9000  over  Fast  Ethernet.  Desk¬ 
tops  and  servers  are  configured 
into  six  VLANs  based  on  sales 
geography,  and  the  CoreBuilder 
3500  routes  among 
those  VLANs  over  a 
Gigabit  Ethernet  link  to 
the  9000  switch. 

When  a  call  comes 
into  Home  Shopping 


Network,  an  agent  types  in  the 
order  and  payment  information 
on  a  PC.  The  net  transports  this 
data  to  a  Windows  NT  server, 
which  authenticates  the  agent 
and  lets  him  access  a  Unisys 
order  processing  mainframe. 

The  order  data  is  then  routed 
to  a  database  on  the  mainframe, 
which  approves  the  payment 
method  and  processes  the  sale. 

The  firm’s  network  handles 
an  average  of  160,000  calls  per 
day.  On  its  heaviest  day  in 
September,  it  had  941,000  calls. 

“We  had  to  design  a  network 
and  a  system  that  will  handle 
that  kind  of  a  load  in  24  hours,” 
White  says.  The  company  did 
that  with  the  new  3Com  net¬ 
work.  “We  want  to  answer  every 
call  within  25  seconds,”  he  says. 

By  increasing  response  time, 
the  network  will  increase  Home 
Shopping  Network’s  bottom 
line,  he  says.  Cutting  one  sec¬ 
ond  off  of  the  average  handle 
time  of  every  call  is  worth 
$50,000,  and  the  new  net  is  re¬ 
ducing  the  average  call  handle 
time  by  more  than  15%.  “That’s 
significant,”  White  says.  “What  I 
care  about  is  response  time  to 
the  desktop  because  that  half  a 
second  is  important  to  me.”  ■ 

Get  more  Information  online 
at  www.nwfusion.com 
DocFinder:  9430 
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agement  station  and  have  the  policies 
carried  out  by  specific  controls  in  the  net¬ 
work.  One  policy  could  be  that  voice  traf¬ 
fic  gets  a  certain  level  of  quality  of  service 
(QoS),  and  another  could  be  that  the 
CEO’s  traffic  always  gets  priority  over  that 
of  other  employees.  Security  and  access 
to  network  resources  also  could  be  gov¬ 
erned  through  such  a  system. 

Today,  such  policies  are  enforced  by 
firewalls  or  by  QoS  controls  in  routers 
and  switches.  In  die  future,  ASICs  in 
diose  devices  may  take  on  the  enforce¬ 
ment  functions  (see  story,  page  1).  Most 
policy-based  network  tools  are  scheduled 
to  ship  in  the  first  half  of  1999. 

Unfortunately,  it  may  be  a  few  years 
before  network  equipment  vendors 
extend  their  policy-based  management 
wares  beyond  their  own  devices,  accord¬ 
ing  to  Stephen  Elliot,  senior  analyst 
at  Cahners  In-Stat  Group  in  Newton, 
Mass. 

While  third  parties  press  their  vendor- 
neutral  approaches,  many  customers 
may  wait  and  see  what  the  major  players 
can  offer,  Elliot  says. 

Meanwhile,  the  Internet  Engineering 
Task  Force  (IETF)  is  putting  together  a 
standard  way  of  communicating  policy 
information  to  network  devices.  Called 
Common  Open  Policy  Service  (COPS), 
the  draft  standard  isn’t  expected  to  be 
completed  until  the  middle  of  next  year. 
The  IETF  will  continue  its  work  on  the 
draft  at  this  week’s  meeting. 

While  COPS  will  define  a  common 
language  for  communicating  policies,  it’s 
not  the  be-all  and  end-all,  says  Gordon 
Smith,  vice  president  of  marketing  at 
Ukiah,  of  Campbell,  Calif.  New  devices 
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will  be  able  to  speak  COPS  in  the  second 
half  of  next  year,  but  there  will  still  be  a 
need  to  communicate  policies  to  older 
equipment  using  other  means. 

Though  there’s  a  lot  of  hype  sur¬ 
rounding  policy-based  networking,  there 
are  still  some  questions  about  where 
exactly  it  is  needed.  In  a  local  network, 
users  can  buy  lots  of  bandwidth  at 


low  prices  and  can  overprovision  their 
networks,  according  to  Tom  Nolle,  presi¬ 
dent  of  CIMI  Corp.,  a  Voorhees,  N.J., 
consulting  firm. 

That’s  the  strategy  Janus,  a  Denver- 
based  financial  services  company,  has 
adopted.  Janus  has  determined  it  would 
be  cheaper  to  buy  extra  bandwidth  than 
to  devote  systems  and  administrators  to 


handle  policies. 

The  WAN  edge,  however,  is  a  differ¬ 
ent  story.  “In  places  where  there’s  limit¬ 
ed  bandwidth,  you  can  build  a  case  for 
policy-based  networking,”  says  Chuck 
Yoke,  network  architect  at  Janus. 

Right  now,  the  company  uses  some 
basic  queuing  techniques  at  the  WAN 
edge  to  dole  out  access  to  those  links.  ■ 
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Feds’  Y2K  stand: 
Don’t  worry,  be  happy 


“There  aren ’t  as  many  people  lying  to 
us  as  there  used  to  be.  ” 

—  Sen.  Robert  Bennett  (R-Utah) 
co-chair  of  a  Senate  special 
committee  on  Year  2000 

O  wrote  about  the  Year  2000 

problem  sometime  ago,  where¬ 
in  I  opined  that  the  hys¬ 
teria  surrounding  the 
issue  was  out  of  all  pro¬ 
portion  to  the  extent  of 
the  problem.  My  main 
point  was  that  the  hys¬ 
teria  over  Year  2000 
problems  is  odd,  con¬ 
sidering  that  much 
worse  prob¬ 
lems  face  us 
every  day  from  software  that  is 
simply  badly  engineered  (as  in  planes 
falling  out  of  the  sky) . 

But  that  doesn’t  mean  we  should 
ignore  the  Year  2000  problem.  Nope, 
we  should  be  doing  all  we  can  to  min¬ 
imize  the  impact.  To  this  end,  the 
U.S.  government  enacted  legislation 
requiring  government  agencies  to 
assess  and  investigate  potential  Year 
2000  problems. 

Now  you’d  think  civil  servants 
faced  with  complying  with  such  legis¬ 
lation  would  do  so.  Apparently  you 
(and  I)  would  be  wrong. 

Yep,  the  sad  truth  as  reported  by 
USA  Today  on  Nov.  28  is  that  the 
Defense  Special  Weapons  Agency 
(DSWA)  —  a  department  of  the 
nation’s  largest  agency,  the  Depart¬ 
ment  of  Defense  —  was  quite  willing 
to  lie  about  compliance. 

The  DSWA,  now  part  of  the 
Defense  Threat  Reduction  Agency 
(DTRA),  is  responsible  for  the  safety 
and  security  of  U.S.  nuclear  stockpiles 
and  emergency  response  in  the  event 
of  a  nuclear  incident.  The  depart¬ 
ment’s  lie  concerned  three  of  five 
“mission-critical”  systems  “essential  to 
conducting  its  most  primary  duties.” 
The  DTRA  claimed  to  be  fully  pre¬ 
pared  for  2000  despite  not  having 
done  any  testing!  Even  more  shock¬ 
ing,  the  department  didn’t  bother  to 
develop  any  contingency  plans  as 
required  by  the  Defense  Department. 


These  atomic  bombshells  were 
dropped  in  a  Defense  Department 
Inspector  General’s  Report  issued  on 
Oct.  30,  which,  surprisingly,  I  could 
not  find  online. 

Capt.  Allan  Toole,  who  was  re¬ 
cently  assigned  to  deal  with  the 
DSWA  problem,  is  quoted  in  USA 

Today  as  saying,  “We  recognize 
and  agree  with  the  findings 
of  the  Inspector  Gen¬ 
eral’s  report.”  Toole 
wouldn’t  discuss 
the  DTRA’s  “false 
reporting.” 

Toole  is  reported  to 
have  not  yet  figured  out 
what  needs  to  be  done, 
but  he  predicts  the  agency’s 
systems  will  be  “100%  in  compli¬ 
ance  by  April”  1999.  He  is  also  quoted 
in  the  USA  Today  feature  as  saying 
(honestly) ,  “I  have  a  good  feeling 
about  Y2K  in  this  agency.” 

Sen.  Bennett  is  reported  to  have 
said,  “Does  it  come  as  any  surprise  to 
you  that  the  Pentagon  on  occasion 
fudges  on  the  truth?  .  .  .  The 
Pentagon  has  the  biggest  problem 
simply  because  they  are  the  biggest 
agency.  I  know  they  are  working  very 
hard.” 

Senator,  do  you  subscribe  to  Toole’s 
“good  feeling”? 

There  are  several  surprising  things 
in  this  case:  First,  why  is  it  that  none 
of  the  Defense  Department  sites, 
including  the  Federal  Inspector 
General  Year  2000  Page  (www. 
ignet.gov/ignet/internal/ pcie/ 
y2k.html) ,  has  any  news  about  this? 

Second,  how  can  a  senator  and  the 
military  officer  handling  this  prob¬ 
lem  make  such  vacuous  comments? 

I  stand  by  my  assertion  that  the 
Year  2000  problem  is  not  the  biggest 
software  problem  we  face.  And  just 
think,  if  the  DTRA  had  to  lie  about 
being  Year  2000-compliant,  how 
much  more  serious  might  all  of  its 
other  software  problems  be?  Unlike 
Toole,  I  don’t  have  a  good  feeling 
about  it. 

Hidden  problems  to  nwcolumn  @  gibbs.com 
or  (800)  622-1108,  Ext.  7504. 
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The  latest  on  the  Internet/intranet  industry 


Chris  Nerney 


THE  BUSINESS  OF  PORTALS  One  of  the  major  prizes  for  America 
Online  in  its  planned  $4.2  billion  purchase  of  Netscape  is  the 
browser  maker’s  Netcenter  Web  site,  or  portal,  and  its  nine  million 
subscribers. 

Portals  are  the  latest  revenue-generating  scheme  to  sweep  the 
Internet.  The  theory  is  that  if  you  attract  enough  visitors  by  making 
your  Web  site  a  gateway  to  the  untamed  and  uncharted  Internet, 
advertisers  will  write  large  checks  in  your  company’s  name. 

AOL  already  has  its  own  portal  —  the  Internet  base  camp  to 
more  than  14  million  users  —  but  it  is  geared  toward  consumers. 
Netcenter  tends  to  draw  a  more  corporate  and  techno-sawy  crowd. 

The  AOL  and  Netcenter  portals  rank  among  the  most-visited  sites 
on  the  Web.  They  threaten  to  dwarf  competitors,  most  of  which  must 
adopt  a  niche  strategy  or  perish.  But  one  upstart  ready  to  give  the 
market  a  go  is  Portera  Systems,  which  in  February  plans  to  launch  a 
“business  portal  for  mobile  professionals”  on  a  subscription  basis. 

Kevin  McDonald,  Portera’s  marketing  vice  president,  says  the 
Portera  site  (www.portera.com)  will  feature  three  elements  for 
mobile  professional  users  and  the  mid-market  customers  it  also  is 
targeting:  enterprise  applications;  business  content;  and  electronic 
commerce  functionality. 

Let’s  say  you’re  a  sales  exec  headed  for  a  big 
meeting  and  you  need  travel  info.  You  can  use 
a  hosted  application  on  Portera’s  site  to  access 
your  meeting  information  via  hyperlinks.  Click 
on  the  meeting  link  and  Portera  will  provide 
you  with  the  weather  in  the  city  you’re  visiting, 
as  well  as  directions  to  the  meeting  site. 

“That’s  the  big  difference  between  us  and 
Netcenter,”  McDonald  says.  “Our  portal  is  a 
fully  functioning  application.” 

The  company  already  has  content  and  service  deals  with 
SportsLine  USA,  Standard  &  Poor’s  ComStock,  Weathemews  and 
GoldenWare  Travel  Technologies. 

This  is  the  second  incarnation  for  Portera,  which  was  founded  in 
1996  as  Netiva  Software,  a  vendor  of  database  development  tools. 
The  firm’s  expensive,  proprietary  software  fared  poorly  against  devel¬ 
opment  tools  from  vendors  such  as  Sybase  and  SuperCede. 

Portera  is  funded  by  Kleiner  Perkins  Caufield  &  Byers’ Java 
Fund,  Institutional  Venture  Partners  and  RRE  Investors,  and  is 
located  in  Campbell,  Calif. 

QUIT  BLAMING  THE  INTERNET  All  Web  users  have  experienced  the  pain 
of  staring  at  that  little  hourglass  on  their  screen  for  minutes  on 
end.  For  Web  sites,  the  user’s  wait  could  result  in  the  loss  of  impa¬ 
tient  customers.  And  while  it’s  true  that  slowdowns  related  to  traffic 
congestion  on  the  ’Net  may  be  unavoidable,  most  firms  that  do  a 
lot  of  business  online  could  improve  performance  of  their  Web 
sites  if  they  only  knew  where  to  begin. 

That’s  what  Keynote  Systems  hopes  to  provide  the  answer  to  with 
its  new  service  designed  to  analyze,  from  the  user’s  perspective,  the 
performance  of  heavily  trafficked  Web  sites. 

Keynote’s  Full  Page  Component  service  uses  agents  running  on 
ISP  servers  to  measure  users’  experiences  downloading  content 
from  Web  sites.  This  information  can  then  be  used  by  Web  site 
managers  to  tune  their  sites  for  optimal  performance. 

The  service  measures  DNS  lookup  time,  connection  setup  time, 
HTML  download  time  and  component-download  time. 

Full  Page  Component  is  available  on  a  monthly  or  annual  subscrip¬ 
tion  basis.  Prices  range  from  $295  to  $695  per  month  per  URL. 

You  know  what  ’Net  Buzz  wants  for  Christmas,  and  it’s  not  likely  that 
Santa  is  going  to  come  through.  So  send  your  best  Internet  news ,  rumor  and 
gossip  to  Chris  Nerney  at  (508)  820-7451  or  cnemey@nunu.com. 
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When  it  comes  to  network  and  application  service  levels,  end-users  are  never 

satisfied.  Always  demanding  better  performance  while  flooding  the  network  with 
diverse  application  traffic.  It’s  enough  to  leave  network  managers  feeling  lost  in  the 
wilderness! 

NextPoint’s  SLM  survival  guide  can  help.  It’s  a  step-by  step  reference  guide  filled  with 
practical  tips  on  setting  and  meeting  end-user  expectations.  Brought  to  you  by  the  leading 
provider  of  SLM  software  for  networks  and  applications. 

As  you  implement  SLM,  our  award-winning  NextPoint  S3 software  provides  even  more 
guidance.  NextPoint  S3  enables  you  to  define  both  network  and  application  service  level 
objectives — in  simple,  clear  terms  to  CIO’s  and  end-users.  The  intuitive  NextPoint  S3  suite 
then  tracks  actual  service  levels  against  objectives,  alerts  the  service  provider  to 
impending  performance  problems,  and  provides  reporting  and  drill-down  capabilities  to 
isolate  network  and  application  issues. 

No  other  software  offers  such  comprehensive  monitoring  for  business-critical  networks 
and  applications.  So  whether  you  need  to  implement  service  level  management,  or  just 
need  to  learn  more  about  SLM,  NextPoint  Networks  has  what  you  need.  For  your  free  copy 
of  the  Survival  Guide  to  Service  Level  Management,  visit  NextPoint  at  www.nextpoint.com 
or  call  us  to  speak  to  a  representative. 
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